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It's an order for three garages and a roof (totaling over $400) that J. N. Bilderback, Dow- 
agiac, Mich., is handing David Shanafelt, member of the High School Band, which conducted 
a successful one-day sale for the Judd Lumber Co. In center is C. W. Schadt, vice-president 
and manager, who engineered unique merchandising and publicity stunt. See story page 23 





P< 4 RES. haces 


- 





























AMERICAN LUMBERMAN 














Street, Chicago, II. 


oR 
p si 


Because of its unrivaled soft texture, its white 
color, its light weight and ease of workabil- 
ity, which permits even the novice to cut 
and shape with the ordinarily dull tools found 
about the house, it is an amateurs’ wood, 
but “Nearwhite” itself has given too many 
professional performances to ever get on an 
amateur hour. 


These qualities of softness, lightness and 
whiteness which naturally appeal to the 


amateur, are the very ones demanded by 
the expert craftsman. That is why more of 


Sumter’s high grade finish and trim is going 


into the better class of homes. The cratfts- 


could never make 
the Amateur Hour 
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man knows he can do a better job, one of 
which he may be justly proud, when he can 
work with this soft pine. 


The farmer who watches with a critical eye 
every piece of lumber that goes into his 
barns, his machinery sheds, granaries and 
other buildings, has also learned he can de- 
pend on the common grades. For “Near- 
white” common is cut from young, virgin 
growth yellow pine that is all firm and 


sound, free from rot or dote. 


“Nearwhite” is a GOOD pine with which to 
build “Good Will.” 


Sumter Lumber Co., Inc. 
ELECTRIC MILLS, MISS. 
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AMERICAN LUMBERMAN 


Educating a Generation That “Knows 
Not Joseph” 


recall that the troubles of the Chil- 

dren of Israel in Egypt began when 
a new king and a new generation of 
Egyptians that “knew not Joseph” came 
into being. Without pressing the analogy 
too far, is it not pertinent to inquire if 
there has not arisen, in this country, a 
new generation that “knows not lumber” 
in the sense that their fathers knew it? 
As applied to the preceding generations, 
the promotion of wood as a building ma- 
terial would have been superfluous and 
ridiculous. The vast virgin forests, East, 
West, North and South, provided ample 
economic reason for the almost universal 
use of wood. But conditions have changed. 
The timber supply is still ample, indeed, 
for all practical considerations, is ex- 
haustless ; but wood no longer occupies an 
undisputed field, for in recent decades 
numerous other materials, some of them 
notably meritorious, have been developed, 
and are universally available. True, some 
of these new products are derived from 
wood, or are wood in previously unknown 
forms, although necessarily displacing an 
equivalent amount of lumber of the long- 
established forms and sizes. In addition, 
other products, of both vegetable and min- 
eral origin, must now be reckoned with 
by the builder and the dealer in materials. 

What, then, about this new generation 
that “knows not Joseph?” Shall it be per- 
mitted to continue in ignorance, or shall 
a process of progressive education be be- 
gun? If so, where is the starting point? 
With the boys, of course—and in a per- 
haps lesser degree, with the girls. Right 
here the writer is reminded of an unfor- 
gettable phrase coined by “that man 
Hughson,” out in Oregon, who has so 
devotedly given time and energy to the 
formation of 4-H Boy Builder Clubs. He 
has repeatedly referred to the boys as 
“tool hungry.” Give the boys tools and 
put them to work making something and 
you are helping to keep them out of mis- 
chief, is his theory, and it is a good one. 
But, shall the tools they wield be hammer, 
saw and plane; or wrench, drill and 
screw-driver? In other words, shall they 
learn to work with wood, or with metal? 
Each is good, and in its place indispens- 
able, but there is a broad neutral zone 
in which competition between them is in- 
evitable, and in which early training and 
experience may, in individual instances, 
be the determining factor. 

Therefore it behooves lumber to make 
friends for itself among the rising genera- 
tion. That, of course, is equally true of 
other materials; but this editorial is ad- 
dressed primarily to lumbermen. Heart- 
ening indications of recognition of this 
duty and responsibility are not lacking, 
although a more general acceptance and 
application of the principle is much 
needed. In this connection, it will be 


Ee EADERS of the Old Testament will 


remembered by some readers that the 
front page of a recent issue of the AMERI- 
CAN LUMBERMAN (May 23) carried a 
photograph and interesting story of how 
an Illinois retailer addressed the High 
School student body of his community on 
“Building the Modern Home,” illustrat- 
ing his talk with samples of actual ma- 
terials used, thus helping to promote 
sound construction and the use of the 
right material in the right place. It was 
not an ex-parte plea for lumber under 
any and all circumstances, but a well- 
balanced presentation of the merits of 
lumber, wood derivatives, and other qual- 
ity products used in modern construction. 
Readers who missed reading the original 
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story will find it well worth their perusal. 

Again, on front page of the issue which 
you are now holding, there appears a 
photograph and the beginning of a story 
telling of another dealer—this time in 
Michigan—who likewise recognizes the 
fact that “youth must be served,”’ and that 
any business or industry that wants to 
prosper must cultivate the rising genera- 
tion. Local publicity and good will are 
valuable by-products of such endeavors. 

The lumber industry must face the fact 
that its distinctive wares no longer domi- 
nate an exclusive field, but must compete, 
on the basis of merit, adaptability and eco- 
nomic desirability, with other materials 
and combinations of materials that have 
been, are being, and will be developed. 
And it must not lose touch with the ad- 
vancing army of youth, else in the not dis- 
tant future it will find itself indeed con- 
fronted by a generation that “knows not 
Joseph.” 


Canada Also Faces Indifference to 
Lumber Promotion 


N APATHETIC attitude toward 
A lumber promotion is not confined to 
the lumbermen of the United States, 
according to a letter from F. Albany Row- 
latt, manager White Pine Bureau, To- 
ronto, Canada, commenting on an edi- 
torial on that subject that appeared in the 
May 23 issue of AMERICAN LUMBERMAN. 
He finds that lumber manufacturers are 
pretty much the same whether in Canada 
or in the United States—that there are a 
faithful few willing to expend money, 
time and effort in promoting the wider 
use of lumber; while the majority stand 
aside and with apparent indifference seem 
perfectly willing to “let the other fellows 
do it.” Thanks to the splendid work that 
has been done by the National and the 
various regional associations the number 
of lumbermen rallying to the support of 
organized effort for lumber is increasing, 
but still the support of a general promo- 
tion program is pitifully small as com- 
pared with the tremendous amount of 
work that needs to be dene. It is hoped 
and believed that at the meeting of direc- 
tors of the National Lumber Manufac- 
turers’ Association to be held in Seattle 
next month, and at subsequent group 
meetings, the program to be presented 
will be given the needed impetus of en- 
larged support, both in the number par- 
ticipating and in the amount of money 
made available. Should this not occur, 
the laggards in the industry may seriously 
be charged with indifference and lack of 
appreciation of the need for aggressive 
efforts to hold present important markets 
for lumber and to gain new ones. In the 
meantime, this comment by a thoughtful 

Canadian should be of real interest: 
I was extremely interested in reading your 


article on page 15 in your issue of May 23. 
How true a picture it is. For eight years I 





have been talking along these lines in Eastern 
Canada where the situation is similar, only 
worse. 

The basic difficulty, as I see it, is that all 
lumbermen—manufacturers, wholesalers, and re- 
tailers—in the old days did not have to “sell,” 
as lumber was always “bought” and they only 
came in to supply an urgent demand; therefore 
they have never been trained to “sell,” and know 
little about merchandising, building good will or 
“creating” markets such as manufacturers of 
competing products have had to do. 

Almost my entire business life has been de- 
voted to the solving of merchandising problems 
and the creating of selling plans—covering a 
wide range of products—yet I have never seen 
any product with so many selling points of 
real merit—nor any product that meets with so 
little sales resistance from the public—as 
lumber. 

It is not far from the truth to say the public 
is just waiting to be told and converted, yet 
the lumber manufacturers hold back and let the 
other fellows come in and sell without any oppo- 
sition, except such efforts as are being made 
by the manufacturers of white pine in Eastern 
Canada through the White Pine Bureau, which 
is the only organization in that area doing any 
consumer promotion work. 

We in Canada also have a small number of 
lumber manufacturers, earnest and sincere, who 
have spent much time and effort in an endeavor 
to improve market conditions by well-considered 
plans but whose efforts are largely nullified by 
the indifference, apathy or lack of understand- 
ing of the majority of manufacturers, who seem 
to be disinclined to co-operate yet quite willing 
to reap the benefits without assuming any of 
the responsibilities; yet I repeat that on ac- 
count of the wonderful qualities and merits of 
wood and its versatility of uses the response of 
the public to any promotion effort would be 
much greater than with any other commodity, 
and at less cost. 

The situation is so very obvious, and there 
are so many examples and proofs, that the lum- 
bermen do not have to experiment, but simply 
to follow the methods of their competifors. It 
is one of the most amazing psychological situa- 
tions I have ever seen. 

An experience of my own affords a typical 
illustration. About 15 years ago I bought a 
farm. At that time I knew no more about lum- 
ber or wood than does the general public. 
few days after moving to the farm, three well- 
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dressed salesmen called on me there, each rep- 
resenting a sheet-metal firm situated 30 to 65 
miles away. They were very helpful, showed 
plans of barns and buildings and did their 
utmost to sell me a metal barn. However, even 
in those days, I didn't like “tin” barns, so their 
time was wasted; at least, no sale resulted. 
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Although there were two retail lumber dealers 
in town, two miles away, neither one even 
‘phoned me. I walked into the office of one of 
them, said I was planning to build a barn and 
wanted some lumber. He said, “That’s nice, 
what do you want?” MHow’s that for selling 
effort and service? 


Building Statistics Give Promise of 
Strong Flooring Market 


STUDY of building contract figures 

for the first five months of 1936 and 

a comparison with figures for the 
same period of 1935, together with con- 
sideration of flooring statistics for the 
same months, should give considerable 
comfort to hardwood flooring producers, 
and should encourage distributors to be- 
gin thinking seriously of the condition of 
their stocks and the possibility of a 
stronger market. 

Dodge reports show contracts awarded 
in 37 States east of the Rocky Mountains 
from Jan. 1 to June 1, 1936, totaling 
75,308,400 feet of floor space, as against 


43,968,800 feet in the same months in 
1935, a gain of 71 percent. The dollar 
volume was $261,290,000 in 1936 and 
$158,416,700 in 1935, a gain of 65 per- 
cent. Statistics compiled for the oak 
flooring industry show shipments from 
Jan. 1 to June 1, 1936, of 129,438,000 
feet, as against 65,635,000 feet for the 
same months in 1935, a gain of 97 per- 
cent. Reducing floor space shown in the 
Dodge reports to board measure of floor- 
ing, and arbitrarily adding 20 percent for 
building contracts west of the Rockies, 
would indicate a flooring market for the 
first five months of 1936 of 125,544,000 


15 


feet, while reported shipments of oak 
flooring for the same period were 129,- 
438,000 feet. 

Considering the additional amount of 
floor space contracted that is not shown 
in the Dodge reports, it is reasonable to 
conclude from the figures shown that 
dealers throughout the country have not 
bought flooring in excess of their actual 
needs, and that so far as oak flooring is 
concerned, practically all that has been 
shipped has gone into consumption. 
Available statistics indicate that the oak 
flooring industry has only six million feet 
more flooring in stock than a year ago, 
represented largely in the better assort- 
ments held by the producers. 

In view of the largely increased demand 
that should result from the rapidly grow- 
ing building revival—a revival that prom- 
ises in 1936 to double, in the residential 
field, the record of 1935—there is ample 
reason to expect that this greater volume 
of trading will be reflected in a stronger 
market and a decidedly healthier price 
structure on oak flooring and other lum- 
ber products. 





Federal Tax Revisions May 
Affect Imports 


WasHINGTON, D. C., June 16.—As the House 
and Senate conferees on the tax bill are still 
considering that measure, there is talk that they 
will delete both the lumber and shingle sections 
of the bill as it passed the Senate. These sec- 
tions, before the conferees acted, are contained 
in the bill as it passed the Senate, as follows: 


SEC. 812. TAX ON LUMBER.—Effective on 
and after the date of enactment of this Act, 
section 601 (c) (6) of the Revenue Act of 
1932, as amended, is amended by adding at 
the end thereof the following: “For the pur- 
poses of this paragraph, lumber is defined as 
the product of the sawmill not further manu- 
factured than by sawing, resawing, or pass- 
ing lengthwise through a standard planing 
machine, crosscut to length and matched. 
The board measurement of dressed lumber 
shall be based upon the corresponding nomi- 
nal dimensions of rough green lumber.” 


SEC. 816. IMPORTATION OF SHINGLES. 
Whenever any organization or association 
representing the producers of more than 75 
per centum of the red cedar shingles pro- 
duced in the United States during the pre- 
vious half-year period shall request the 
President to limit the importation of red 
cedar shingles from Canada under paragraph 
1760 of the reciprocal trade agreement en- 
tered into with the Dominion of Canada 
under date of Nov. 15, 1935, and the Presi- 
dent finds from available statistics that the 
total quantity of red cedar shingles produced 
in the Dominion of Canada which is entered, 
or withdrawn from warehouse, for consump- 
tion in the United States, during any given 
half of any calendar year exceeds or will 
exceed 25 per centum of the combined total 
of the shipments of red cedar shingles by 
producers in the United States and the im- 
ports during the preceding half year, the 
President shall issue an order limiting for 
the six months immediately following the 
half of the calendar year in which said excess 
occurred, the quantity of red cedar shingles 
to be imported from Canada to 25 per centum 
of the combined total of the shipments and 
imports of red cedar shingles for such pre- 
ceding half calendar year. The President 
shall issue a new order for each half of the 
calendar year thereafter during the continua- 
tion of the operation of the reciprocal trade 
agreement entered into with the Dominion 
of Canada, under date of Nov. 15, 1935, with 
the same limitations as hereinbefore set forth. 








\ LEADING chain of drug stores spends $5,000,- 
000 each year for its window displays. 


RATES FROM WEST, SOUTH 
STILL IN CONTROVERSY 


Southern Reduction Considered 


[Special telegram to AMERICAN LUMBERMAN] 

WasHuincton, D. C., June 18.—Representa- 
tives of northern, southern and southwestern 
railroads met here on Wednesday, in connection 
with reduction in freight rates on lumber from 
the South. No shippers were represented at the 
conference, and no decision was reached. Rep- 
resentatives of the northern lines were to meet 
on Thursday in New York City, in an effort to 
reach an agreement amongst themselves. 


No Certainty as to Rail Rate 
from Coast 


SEATTLE, WASH., June 13.—Rumors are cur- 
rent here that western carriers will seek con- 
tinuance of the 72 cent rate during the period 
of litigation, if the 78 cent rate, scheduled to 
go in July 1, is suspended on protest of south- 
ern lumber interests. No such protest has yet 
been filed. It is known that southern pine lum- 
bermen are dissatisfied over announcement of 
the 78 cent rate, without relative reductions 
from their territory. If the 78 cent rate goes 
into effect, reductions from all other territories 
to Official Territory are quashed. These reduc- 
tions followed establishment of the 72 cent rate. 
Traffic men are watching the situation closely. 
No one can tell what the Interstate Commerce 
Commission may do if faced with a protest; 
it is even possible that rates prior to the 72 
cent rate might go into effect again. 

_—_—— 


To Ask Suspension of Inter- 


coastal Rate Increase 


SEATTLE, WASH., June 10.—The general ma- 
rine committee of the West Coast Lumbermen’s 
Association yesterday voted to petition for sus- 
pension of the increase in cargo rates on lumber 
shipments from the Pacific Northwest to the 
Atlantic Coast and Gulf coast ports, scheduled 
to hecome effective July 1—it is announced by 
R. E. Seeley, chairman of the committee. 

The new rate is $13 a thousand feet, an in- 





crease of 50 cents. Competition of British 
Columbia mills, able to ship lumber to the At- 
lantic coast on lower rates, is one of the reasons 
given for seeking suspension of the new rate. 

Action was also taken by the committee 
toward co-operation with the steamship lines in 
developing uniform regulations to apply to the 
handling of West Coast cargo shipments, and to 
compile a water traffic rule book with respect to 
cargo movement of lumber. 

Water transportation problems were also 
taken up at an earlier meeting of the committee, 
which was attended by R. E. Seeley, Seattle: 
kK. C. Batchelder, traffic manager of the asso- 
ciation; H. N. Jacobsen, Westport, Ore., C. B. 
Shary, Tacoma; R. A. Clark, Bellingham; F. 
R. Wade, Portland; E. Schafer, Montesano; 
Don C. Anderson, Aberdeen; R. W. Dubois, 
Rainier, Ore.; and C. D. Hadley, Longview. 





Should Relieve Groups from 
Emergency Charge 


WasuinctTon, D. C., June 15.—The Inter- 
state Commerce Commission has announced its 
decision in the emergency freight rate surcharge 
case, and has authorized the continuance of the 
present emergency charges for an additional 
period of six months after June 30, the date 
originally fixed for their expiration. In con- 
nection with rates on lumber, the Commission 
in its decision says: 

No emergency charge applies on logs, lum- 
ber, and various articles made of domestic 
woods, other than certain woods such as wal- 
nut, butternut, and Spanish cedar. On logs 
of the latter woods the emergency charge is 
7 percent, maximum 2 cents, and on lumber 
and lumber articles, including veneer of such 
woods, it is 7 percent, maximum 4 cents. In 
Lumber Between Points in Official Territory, 
214 I. Cc. C. 493, division 2 held that as to 
traffic within Official Territory it is unduly 
prejudicial to charge higher rates on walnut 
than on lumber of other domestic woods, such 
as oak. No petition for reconsideration of 
this finding has been filed. We conclude that 
the emergency charges on logs, lumber and 
lumber articles of these woods, in groups 
400 and 430, should be eliminated. 
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“Auction 


WavukesHa, Wis., June 15.—If you 
want to avoid ruinous competitive bid- 
ding, don’t offer your customer closely- 
cut figures on a bill of material; offer 
him a round price on the complete job, 
including financing service. You'll sell 
more material, get better prices, and 
make the patron feel obligated to you, in- 
stead of leaving him with the feeling that 
he is your benefactor, as is too often the 
case in ordinary lumber transactions. 

So asserts J. H. Herold, secretary and 
general manager of the Palmetier & Abell 
Lumber Co., here. Mr. Herold feels that 
he ought to know, for within the last six 
months he has transformed a gratifyingly 
large number of requests for estimates 
into contracts for complete homes—ex- 
clusive of labor costs. 

Mr. Herold, whose company handles 
Weyerhaeuser products, uses the Weyer- 
haeuser financing service. But he em- 
phasizes the fact that the basic principles 
employed are applicable to any financing 
service, of which there are several avail- 
able to lumber dealers. Even local banks, 
he says, can be utilized when they are 
not too conservative. 


A Home for $20.79 per Month 


A typical example of a profitable sale 
resulting from Mr. Herold’s policy is 
illustrated in Fig. 1. This is Curtis Key 
Home K-7, a one-story cottage with four 
rooms and bath. The purchaser, a 
farmer who had lost his farm and had 
obtained employment in Waukesha, had 
acquired an acre of ground just outside 
the city limits. Last fall he visited Mr. 
Herold, stating that he owned the prop- 
erty, had between $200 and $300 for la- 
bor, and would like to buy on credit 
enough lumber to put up a shack of some 
kind that would serve for a few years. 
He proposed to pay for the lumber in 
sizable installments out of his wages. 

Here was an opportunity for Mr. 


Herold to estimate on a bill of material, 


Fig. |—Monthly payments $20.79 


see the estimate cut by some competing 
yard, and finally make the sale at next 
to no profit; or see it made by someone 
else at next to no profit. He decided to 
make it himself, at a profit. 
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idestepping Ruinous 


Bidding’ 

First, he estimated the cost of material 
which the customer desired. Then he got 
out his Curtis plans and pointed out to 
the wage earner just how much more 
desirable a model home would be than a 
shack; how it would improve his prop- 
erty from the appearance standpoint, how 
it would last indefinitely with proper 
care; and lastly how, although the cost 
would be somewhat larger than for the 
shack, it could be financed on easier 
monthly payments than the buyer had at 
first contemplated. It was pointed out, 
also, that such things as plumbing, fur- 
nace and wiring could be included in the 
financing. 

Enthralled by the prospect of a real 
home, instead of a thrown-together shack, 
the man who came to haggle remained 
to sign on the dotted line, although he 
omitted plumbing, lights and furnace. 
He left a contract for a thousand dollars’ 
worth of lumber and concrete; the labor 
to be provided by himself. With carry- 
ing charges this totaled $1,246.96, pay- 








Fig. 2—Monthly payments $12.78 


able over a five-year period at $20.79 
monthly. As rents go in Waukesha this 
is less per month than it would cost to 
rent a home of similar quality. 


A Home for $12.78 per Month 


Another home, shown in Fig. 2, re- 
sulted from the efforts of a small prop- 
erty owner to get the best possible -price 
on a bill of material for a shack of non- 
descript character which he proposed to 
erect on the rear of his lot to live in until 
he was affluent enough to build a proper 
house on the front. This owner had 
shopped around several times, trimming 
his somewhat vague specifications re- 
peatedly to get them down to a price that 
he felt would be within his ability to pay. 
The Palmetier & Abell Lumber Co. had 
presented him with several sets of figures, 
none of which was accepted. Gratified 
by his success with other customers, Mr. 
Herold took the plans for a 20 by 20 
model garage, pointed out its superiority 
in design and appearance over any im- 
promptu shack of similar size, showed 


June 20, 1936 


lt Can Be Done, Experience of 


This Dealer Proves—The Story 
of Three Small Houses—Finan- 
cing on Monthly Payments 


how it could easily be adapted to dwell- 
ing purposes for the time being, and later 
remodeled at small cost for a garage, and 
capped his sales talk by explaining that 


Lae 





Fig. 3—Monthly payments $20.79 


the material to build it would cost only 
$12.78 per month over a period of three 
years. 

This so intrigued the property owner 
that he made no protest when he found 
that his outlay for material was $385, 
or $459.72 with carrying charge, this be- 
ing considerably above any of the fig- 
ures previously submitted on his various 
bills of material. 


A Home for $20.79 per Month 


Fig. 3 shows another home, which 
was conceived first by its owner as 
merely a bill of lumber, to be purchased 
at the lowest possible price, but which 
was transformed into a matter of service. 
In this case the buyer owed but two 
more payments on his ground. He had 
in mind a definite house for which he 
wished to buy material, also a job whose 
earnings would take care of reasonable 
payments. A glance over his specifica- 
tions showed that by increasing the price 
somewhat, much better lumber could be 
used. His desire, however, was to iower, 
not raise, the price, and he objected to 
the increased cost until it was made evi- 
dent to him that even with the higher- 
priced materials recommended the 
monthly payments could be held below the 
cost of rent. The result was that $1,000 
worth of material was sold, instead of 
somewhat less than $900 worth; this job 
totalling $1,246.96 with carrying charge, 
and being paid for at $20.79 monthly for 
five vears, as in the first instance cited. 

Another benefit of the “complete serv- 
ice” plan of sales was mentioned by Mr. 
Herold, in the case of a carpenter who 
had not previously dealt with the Pal- 
metier & Abell concern. This man 
worked for a contractor who also had 
never been a customer of the firm. ‘The 
carpenter wanted material for an addi- 
tion to his house; and in his shrewdness 
as a builder, he set out to get a rock-bot- 
tom price on material, by shopping 
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around. When he laid his specifications 
before the Palmetier & Abell manager 
he was met with an offer to finance a bet- 
ter bill of material on easy terms. No 
argument was needed to convince the 
carpenter of the wisdom of using better 
lumber, if only it could be paid for with- 
out too much strain. He ordered $600 
worth, considerably more than he had 
first intended, agreeing to pay a total of 
$689.76, at the rate of $19.16 a month 
for three years. 

“We have been able to finance several 
jobs through our connections, after the 
local banks had refused loans,” said Mr. 
Herold. “Of course we would never 
recommend lending money to a purchaser 
whom we did not think was good, and 
we have always been careful to state that 
a local loan had been turned down, when 
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such was the case. We feel that financ- 
ing of this sort has brought us many sales 
that would not have been made other- 
wise. No such loan has ever gone sour 
on us. 

“We think that best results are obtain- 
able when the value of the customer’s 
property and the amount of time or 
money he spends on building, as distin- 
guished from material cost, bring his 
equity to about 50 percent. Of course we 
would not deal with a ‘fly-by-night’ in 
the first place, and when an honest, in- 
dustrious worker has a 50 percent equity 
in a home, completion of payments is 
practically a certainty.” 





Henry Forp has said that profit is a by- 
product of work, with happiness its chief prod- 
uct. 


17 
City Refunds for Over-taxation 


Oconto, Wis., June 15.—The Holt lumber 
interests here have been awarded a rebate of 
more than $8,000 of their city taxes paid this 
spring, following an extended fight before the 
board of review over a period of more than six 
months. The Holt Lumber Co, and the Holt 
Hardwood Co. had asked for a refund of $13,- 
006.48 on the taxes they had paid recently, and 
the council voted to hand back $8,538.69, This 
amount has been accepted by the Holt interests, 
following a compromise effected by a special 
committee headed by Mayor J. B. Chase. The 
adjustment was made to satisfy the companies 
and save additional expense to the city should 
the tax fight be carried into the courts. The 
controversy became a campaign issue in the 
spring election for municipal offices, resulting 
in the defeat of a number of candidates to suc- 
ceed themselves, except T. J. McNulty, city as- 
sessor, who raised the Holt assessments and 
precipitated the tax contest. 





Good Ways of Doing Things in 
a Florida Yard 


The promise was made in a story which 
appeared on page 19 of the May 23 issue 
of the AMERICAN LUMBERMAN—Aescrib- 
ing in part the modern retail plant of the 
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Showing rack for storing moldings, in both 
slanting and flat positions, in shed of the 
Rinhart-Vernet Co., Miami, Fla. 


Rinhart-Vernet Co., Miami, Fla.—that 
in a later issue some specially interesting 
features, that contribute to economy and 
efficiency of operation in this well- 
equipped and well-managed yard would 
be described and illustrated. In fulfill- 
ment of that promise, there are repro- 
duced on this page three interesting yard 
details, all of which are considered by G. 


KKautzmann, president of the company, to 
be valuable aids to efficiency. 


One of the single-column cuts shows 
one of the bins or racks used for storing 
moldings in both upright and horizontal 
positions. The cut is self-explanatory, 
but attention is called to the way the space 
in the angle is utilized for horizontal stor- 
age. This is part of one of two 40-foot 
sections. 

Another single-column cut shows the 
method of storing doors. It will be noticed 
that although they stand in a slightly 
slanting position the doors rest snugly 
against one another. Mr. Kautzmann ex- 
plained that this method enables yardmen 
to readily see and pull out the size wanted ; 
while having the doors slant to a degree 
that keeps them close against each other 
has the same effect as though they were 
laid flat in horizontal piles, but at the 
same time affords all the benefits of end- 
piling, such as visibility and access. 

The remaining illustration shows the 
wallboard compartments, built so that the 
boards can be loaded and unloaded direct 
to and from the bins and trucks. These 
bins have a platform extending outside of 
the warehouse. The trucks back up to 





The wallboard storage 





This method of storing doors, in slightly 

slanting position, has all the advantages of 

both vertical and flat piling, according to 
Mr. Kautzmann 


this platform and the boards are drawn 
out right on to the trucks, saving ware- 
house space. The illustration shows a 
row of four (and part of another) of these 
bins; while at bottom of the cut is seen 
the top of the platform, which is at about 
the same height from the ground as the 
floor of a truck. 
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bins from which the 

boards are loaded di- 

rect on trucks for 
delivery 
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Panoramic view of office, yard and sheds of Clark County Lumber Co., Springfield, Ohio 


Has Progressive Selling Program 


Including on the company’s pay-roll a 
full-time, licensed architect; carrying for 
sale all types of building material except 
those belonging strictly to the mechanical 
trades ; determining a sales policy; train- 
ing a small, select group of salesmen— 
these factors make up the formula being 
used at present by Homer W. Ballinger of 
the Clark County Lumber Co., Spring- 
held, Ohio, for selling the complete house 
and its auxiliary buildings. 

“We saw ten years ago that the lumber 
business was entering an evolutionary 
stage; which, depending on the way you 
look at it, would make necessary, or leave 
the way open for, the sale of houses as 
complete packages. We have been work- 
ing steadily toward that end, and have ar- 
rived. We initiate the business, design 
the house, arrange the financing, handle 
all the money, sell all the materials except 
those used in the mechanical trades, ap- 
point the contractor, and assume the re- 
sponsibility for materials and workman- 
ship. It is not impossible that in the 
course of time we may embrace the me- 
chanical trade materials also. With the 
exception of applying built-up roofing, we 
do no contracting. We feel definitely that, 
in Springfield at least, general contract- 
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ing has no place in the lumber business, 
and we are convinced that we have ob- 
tained the answer as to our future activi- 
ties, with the possible exception of adding 
the few materials and items of equipment 
that we do not already carry.” 


EMPLOYS OWN ARCHITECT 


The AMERICAN LUMBERMAN represen- 
tative who elicited these remarks from 
Mr. Ballinger, asked why the company 
had adopted the somewhat unique course 
of employing its own architect. Mr. 
Ballinger replied: “We found that we 
were losing business because there were 
two factors involved in the preliminary 
selling and planning. Not infrequently, 
our selling job had progressed up to the 
point where it was advisable to have all of 
the information ready to close a deal; 
then, because an architectural firm or an 
individual architect was unable to meet 
the exact time at which we needed plans 
and a perspective, a break came in the 
negotiations, the prospect cooled, and his 
money went for a new automobile or 
something else. We engaged a competent 
architect to enable us to co-ordinate and 
time all the elements of preliminary sell- 
ing and planning, eliminating dead spots.” 








Types of residences being financed and sold by Clark County Lumber Co.; designed 
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There is also, of course, the added ad- 
vantage of complete control over the en- 
tire selling, planning and financing proc- 
ess, which enables the company to insti- 
tute safeguards against losing the job to 
someone else during its development. As 
soon as a prospect has been brought to 
a point of interest at which it seems evi- 
dent that he is ready to consider plans, 
the salesman brings the company’s archi- 
tect into the picture, and design is dis- 
cussed. Asked if stock plans could not 
accomplish the purpose served by the 
architect, Mr. Ballinger replied that sel- 
dom is it feasible in Springfield to try to 
sell stock plans. They are used, how- 
ever, to enable the prospect to translate 
into understandable terms his general idea 
of what style he wants his house to be; 
and if he has no fixed idea, the stock 
plans provide him with suggestions from 
which he and the architect are able to 
reach a mutual understanding with regard 
to size, type, layout and features. 

The architect then produces a colored 
perspective and a layout. At this point, 
and before working plans are begun, an 
agreement is made with the prospect 
whereby he is bound to purchase the ma- 
terials from the Clark County Lumber 


by the company's own architect 

























June 


Co. C 
ficatio 
compe 
fixed. 
made, 
The s 
on rei 
All 
readil 
the N 
buildi 
ous O 
vides 
the t 
work, 
itself. 
origir 
Johns 
Clark 
years 
ever, 
comp 
its Ow 
ag 
are ty 
town 
little 
pract: 
a yar 
and « 
the 1: 
with ; 
that 1 
this ¢ 
Ther 
the c 
ber tl 
plan 
terial 
about 


“A 
porta 
our i 
ona 
valua 
the b 
from 
takin 
servi 
tome 
have 
ings, 
and 
hard 
good 
bona 
is. 
prote 
give 
SO Ss 
ing | 
over 

ee 
risin 
dout 
and 
are ; 
peric 
volu 
begi: 
he 1 
thin; 





1936 


d ad- 
e en- 
proc- 
insti- 
ob to 
t. As 
ht to 
$ eVi- 
plans, 
archi- 
; dis- 
d not 
y the 
t sel- 
try to 
how- 
nslate 
1 idea 
o be; 
stock 
from 
le to 
egard 


ylored 
point, 
in, an 
Ispect 
e ma- 
amber 








June 20, 1936 


Co. On completion of the plans and speci- 
fications a contractor is called, on a non- 
competitive basis, and a contract price 
fixed. Financing arrangements are then 
made, the deal is closed and work begins. 
The same plan of operation is also used 
on remodeling and modernization work. 

All the banks in Springfield will finance 
readily under the provisions of Title 1 of 
the National Housing Act, and the local 
building and loan associations are desir- 
ous of doing business. The company di- 
vides its business about equally between 
the two agencies. On small remodeling 
work, the company handles the financing 
itself. A plan similar to the guild system 
originated and successfully launched by 
Johns-Manville has been in use by the 
Clark County Lumber Co. for several 
years. According to Mr. Ballinger, how- 
ever, the Johns-Manville system is more 
complete, and the company has abandoned 
its own plan in favor of it. 

“As I see it,” said Mr. Ballinger, “there 
are two types of lumber yard—the small- 
town or so-called country yard, with but 
little capital investment, that sells lumber 
practically from the car to the job. Such 
a yard can afford to handle lumber only, 
and do it at a profit. The other type is 
the large yard plant and mill, like ours, 
with a heavy capital investment. I believe 
that the only logical policy for yards like 
this one is to go after the complete house. 
There is no more effort required to sell 
the complete house than to sell the lum- 
ber that goes into it, and the result of the 
plan we are using is that our sale of ma- 
terials on each new house is increased 
about thirty percent in volume. 


CAN'T SELL ON PRICE ONLY 


“Another, and perhaps even more im- 
portant angle is that we can not protect 
our investment and at the same time sell 
on a basis of price only. By setting up a 
valuable service that is worth money to 
the builder of a new house, we get away 
from ruinous price competition and, while 
taking a fair profit for our materials and 
services, save time and money for our cus- 
tomers, and relieve them of all worry. We 
have a lot of ground, several large build- 
ings, and a heavy inventory of materials ; 
and by those tokens, a customer needs 
hardly to be told that our guaranty of 
good workmanship and good materials is 
bona-fide, and worth just what we say it 
is. Again, we have our investment to 
protect, and the best protection we can 
give it is to make good on our word, and 
so safeguard the reputation for fair deal- 
ing that we have been at pains to build 
over a period of years. 

“The business curve in Springfield is 
rising. Our April sales were almost 
double those of the same month last year, 
and for the first four months of 1936 we 
are about forty percent ahead of the same 
period last year. With this increase in 
volume, the operative builder is already 
beginning to make his re-appearance. If 
he re-establishes himself, and does any- 
thing like the volume of business he did 


AMERICAN 


in the ‘roaring twenties,’ the whole indus- 
try is likely to suffer from jerry building, 
rotten financing and price cutting such as, 
in some sections, practically stripped the 
profit from all the elements involved, Pro- 
gressive lumber dealers have both the 
means and the background for selling on a 
quality basis, and we'll have to use both 
to protect the reliable contractor—not 


from altruistic motives, but because if the © 


responsible contractors, in order to sur- 
vive, are forced to practices as obnoxious 
to them as to us, the lumber dealers will 
again be reduced to profitless scrambling 
to meet prices.” 


KITCHEN IS FOCAL POINT 


There seems to be almost universal 
agreement among progressive dealers that 
the “piece de resistance” in modernizing is 
the kitchen. Generally, the kitchen is in 
greatest need of remodeling, and a new 
kitchen is easier to sell than any other 
feature that goes into a house. The 
Clark County Lumber Co. makes a spe- 
cialty of this kind of business. Women’s 
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payments feasible. The best plan for him 
should be predicated on basis of semi- 
annual payments; and until some such 
plan is devised for him that will be just 
as convenient as the FHA (Title I) plan 
is for the monthly wage earner in the 
city, farm building will lag. 





Lumber Company's Lands 
Explored for Oil 


Kansas City, Mo., June 15.—A contract was 
closed last week in the offices of the Long-Bell 
Lumber Co., under which the Shell Petroleum 
Co., will explore oil possibilities on 79,000 acres 
of Long-Bell lands in Beauregard, Allen, Cal- 
casieu and Jefferson Davis parishes in South- 
western Louisiana, between DeRidder and Lake 
Charles. 

The Long-Bell company already has four oil 
wells, all small. The impending exploration 
will be an important and systematic one. The 
oil interests have 12 months in which to explore 
the large acreage and thereafter, if showings 
justify, to take such tracts as they desire under 
a commercial lease at the accustomed royalty 
and on such cash payment, as is specified in the 
contract. 

Of the Kansas City companies holding tim- 





Interior of Clark County Lumber Co.'s 


church societies are not only invited to 
see kitchen displays in the company show 
rooms, but are paid to visit them. Nu- 
merous customers have been obtained in 
this manner, and these have led to others. 
Just recently, a $75 prospect was con- 
verted into a $450 customer, and this is 
not an unusual experience. 

The company is set up to supply any 
builder’s need from a new house to a new 
door knob. Farm selling has not been up 
to the standard set in the city, although 
the company has sold five times as many 
brooder houses this spring as ever before. 
These were sold on three to five months 
time. Milk houses are being sold on a 
monthly payment basis, because the milk 
company insures payments, by deducting 
the amount from the regular monthly milk 
check and remitting it to the lumber com- 
pany. In Mr. Ballinger’s opinion it is this 
matter of terms that is holding farm sales 
down. With the exception of receipts 
from milk, the farmer’s income is not re- 
ceived in a manner that makes monthly 


mill, equipped with modern machinery 


ber lands in the South, only the Bowman-Hicks 
Lumber Co., ever collected on any scale from 
oil discovery. It still has its oil royalties, 
although there have been no new wells in the 
past few months. 

Incidentally, the southern timber lands of the 
Long-Bell Co., are owned outright. The late 
R. A. Long, pioneer Kansas City lumber mag- 
nate, was not one of the many southwestern 
lumbermen who bought merely the timber 
rights. 





Fir Plywood Industry to Adopt 
Trade Code 


WasuinctTon, D. C., June 15.—Sponsored by 
the Federal Trade’Commission, a trade practice 
conference for the Douglas fir plywood manu- 
facturing industry will be held at the Winthrop 
Hotel, Tacoma, Wash., Wednesday, June 24. 
The opening session will be at 10 a. m., Pacific 
standard time, with the Hon. Charles H. March, 
chairman of the Commission, presiding. The 
purpose of the conference is to afford all mem- 
bers of the industry opportunity to participate 
in discussion looking to elimination, by volun- 
tary co-operation, of trade practices which are 
unfair or injurious to the industry or the pub- 
lic. 
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Merchandising on 
the Western Plains 


A building materials store, with a range of display windows, 
reached right out into the highway, so to speak, and stopped the 
Realm ; put on the brakes and wheeled the car up to the curb. 

The store is part of the plant of the Chicago Lumber Co., of 
Silver Creek, Neb. The official name is the Chicago Lumber 
Co. of Omaha; a concern which operates a line of yards in 
many parts of Nebraska. Some years ago, if we remember 
correctly, this department carried a story about price carding, 
and quotations by the piece instead of by the thousand feet, as 
worked out in the Omaha yard. During recent years the com- 
pany has been developing collateral lines of merchandising ; 
beginning with building hardware and extending to numerous 
other items. At present, as we understand it, the company has 
stores of this kind at about seven of its points. 

These stores are standardized; carry the same lines of goods 
and have interior fixtures that are blueprinted. This standard- 
ization can’t be quite complete; for the store rooms don’t all 
have similar street exposures, display windows or ground 
plans. But the stock arrangements, display fixtures and the 
like are much the same; and as experience has accumulated it 
has been possible to select the good ideas and to discard those 
not so good. So when the general office decides to put in a 
store at another yard, it is a comparatively simple thing to 
make the layout and design the shelving and display tables. The 
company, we are told, has had many requests for blueprints. 

The Silver Creek store is located on Federal Highway 30; 
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REALM of the 





and the store as a whole is a compelling display. The Realm 
had no advance information about it, but one glance was 
enough to cause us to pull up. The store building has been 
constructed as a kind of front annex on the warehouse. It has 
a large show window fronting on the Federal highway; and at 
the time of our visit this window had a well-balanced and pic- 
torial display that instantly marked the place as an unusual 
building-material shop. Around the corner, under a projecting 
shelter, is a range of four windows that are wide and compara- 
tively low. This makes possible an interior arrangement of 
shelving above, at the sides and beneath the windows; with 
wide ledges to carry window displays. 


STANDARDIZED STOCK AND DISPLAYS 


On the opposite wall are shelves, display cupboards and a 
display ledge; and in the center of the room are tables with 
glass compartment tops, with space beneath the tables for the 
storage and display of larger articles. The exterior of the store 
is stucco, and the interior is yellow and trimmed in black. 

The whole layout is aimed at silent salesmanship. Every 
article, as we remember it, carried a plain and conspicuous 
price card. Everything is visible. Everything is in order. The 
whole place is spotlessly clean; no dust or disorder. And the 
orderliness makes possible the display of these numerous lines 
without creating a feeling of crowding or confusion. The 
goods include many items not usually found in a building- 
material store; bicycles, kitchen ranges, milk separators, all 
kinds of tools, fishing tackle, kitchen equipment, table ware, 
clocks, watches, galvanized tubs, and dozens of other articles. 
Of course there are the usual stocks of building hardware and 
paint. We noticed a big cabinet for bolts at the rear. 

C. E. McGrane, the local manager, likes the store, the varied 
stock and the kind of merchandising which is involved. 

“The store has been a useful thing here in Silver Creek,” he 
said. “For several years the dry weather has cut in on local 
prosperity, and not much new building has been done. We'll 
get that construction back pretty soon, I think, but it takes a 
few seasons of good crops to accumulate the surpluses which 
go into new barns and houses. But in the meantime our cus- 
tomers need these varied goods. The unusual lines help sell 
lumber and lumber helps sell the other lines. I don’t say you 
can always trace it directly; but we know that men who have 
come in for a few boards or posts have looked over the stock 
on the tables and shelves and have bought things they needed 





Above—Store of Chicago Lumber Co., at Silver Creek, Neb., 
has stucco exterior. Right—Sidewall display inside; interior is 
painted yellow with black trim 
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RETAILER 


Two views— 
one to the 
left, interior, 
and one to 
the right, ex- 
terior, of the 
show windows 
of the Chi- 
cago Lumber 
Co., of Silver 
Creek, Neb. 
The company's 
range of show 
windows 
reaches right 
out on to the 
highway 











but had not expected to find here. And I’m pretty sure the 
people who come in for carpet tacks or coffee pots or wash 
boilers or what not are made aware that we handle building 
materials; and we expect that knowledge to have its effect in 
bringing them in when they want to build barns. They can 
expect us to give the same prompt attention and service to 
building problems that we give to the sale of these other articles. 


PRICE-CARDING AIDS SELLING 


“I think the plain price marking is one of the basic factors 
in selling all kinds of goods. Few people come in here, no 
matter what their errand, who don’t walk past the tables and 
look at what we have on display. Because they’re not actually 
looking for an alarm clock or a screwdriver, they wouldn’t call 
us over and ask prices. But when the price is there in plain 
sight, a good many of them do buy articles they didn’t par- 
ticularly have in mind when they came in. These extra cash 
sales mount up. In fact they’ve carried us through what would 
have been pretty slim pickings, had we depended wholly upon 
the usual lines of building materials. And yet this concern is 
known and thought of as a lumber yard. Our extra lines have 
done no damage to our building-material business. In fact I 
think they’ve helped it along; for we can have our displays of 
building materials working silently for future sales. It’s im- 
portant for our future building business to have people coming 
in here, keeping acquainted with us and with our entire stock.” 


SUGAR BEETS AND DRY FARMING 


In Sterling, Colo., the department got into the sugar beet 
country. James F. Scott, of the Schillig-Scott Lumber Co., 
told us that in addition to the highly specialized beet farming, 
with its necessary irrigation, its high labor costs and its in- 
evitable gamble on yield and market, there is still another type 
of local agriculture. This is the so-called dry farming. These 
dry farmers, it seems, are the local rugged individualists. They 
don’t get into debt, because bankers and local capitalists regard 
the chances they take as too long. 

“The dry farmers don’t pay interest,” Mr. Scott said. “They 
have to make a living some way, and they usually get crops 
enough for that purpose. And when they do get a bumper 
crop, something that happens now and then, it’s just velvet 
to them. It is something like velvet to town merchants, too; 





First—Office of the Schillig-Scott Lumber Co., Sterling, Colo.; 
an. unusual feature is the use inside of exterior trim. Second— 
Company's monolithic warehouse; it uses end-storage. Third— 
Fence stock. Fourth—Packaged lumber, which has won local 


popularity 
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A Store, Carrying Varied Stock, Which 

Aids the Sale of Lumber -- Where the 

Dry Farmers Refuse to Quit -- Trade 
Shows Continuing. Recovery 


for with money in their pockets the dry farmers buy the goods 
they’ve wanted but necessarily did without. The beet crop is 
the local bread and butter; and the dry-farm crops are the 
things that bring the extras—when there are such crops. 
You’ve heard much about the ‘dust bowl’ south and southeast 
of here; and also about the proposal to have the Government 
move those farmers out. Well, it'll not be done this year. 
They've been having an unusual amount of rain down there. 
Get those dry farmers to leave, just after a string of rains? 
Not hardly. They see a bumper crop in the making.” 

Mr. Scott told us the sales of this big yard have been in- 
creasing steadily ever since 1932, which was the low point. 
He showed us a comparative graphic chart, illustrating this 
fact ; with ’36, as far as it’s gone, leading all the rest. 

This is a handsome plant. The inner offices are set off with 
exterior finish, so they look like the corner of a house project- 
ing right into the office. Like a number of other Colorado 
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concerns, this one has a large warehouse for the end-storage 
of lumber. The Realm does not know why Colorado, Cali- 
fornia and a few other places practice the end-storage of lum- 
ber, while other States do not. The end-storage fans are fans 
indeed; know they’re right because they’ve kept comparative 
records of handling costs and because the yard men like the 
method and wouldn’t think of changing. Along one side of the 
big warehouse we noted a range of bins filled with packaged 
lumber ; something that has won enduring popularity here. 


RAPID RETURN OF SALES VOLUME 


Mr. Scott told us, without being asked, that the depression 
followed the usual depression antics of reducing sales volumes 
pretty drastically. But that isn’t news. What is news is the 
fact that the volume is climbing back steadily and rather 
rapidly. That volume, he told us, used to be above $300,000 
a year; and while he wouldn't set times and figures, he could 





Below—Plant of Sterling 
Lumber Co., of Sterling, 
Colo., which is one of a 
line of three yards. Left 
—K. W. Curlee, of Ster- 
ling, standing beside 
swing ladder in ware- 
house. This ladder is 
counter - weighted and 
swings up or down easily 
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see no reason why it shouldn’t get back into the old neighbor- 
hood in due time. It takes several seasons to pile up the sur- 
pluses which can be turned into new construction; but those 
surpluses are being accumulated. 


YARDS POOL SOME PURCHASES 


K. W. Curlee is the comparatively new manager of the 
Sterling Lumber Co. He is the son of the owner, has had con- 
siderable lumber experience and has come back to the lumber 
business after accumulating business experience in other fields. 
We photographed him beside a ladder to the second deck; one 
of several such devices that are attached by a simple iron 
bracket and that are so counter-weighted that a slight push 
sends the steps up out of the way or brings them down into 
climbing position. 

The company handles paint and building hardware. In the 
warehouse is a very simple but highly effective rack for holding 
the stock of nail kegs. It is made of 2 by 4’s set vertically in 
two rows, just far enough apart so that one keg will lie on top 
of another. All keg nails of a given size are in a single vertical 
row, from which the top one can be lifted off. easily. 

Another unusual item is blacksmith’s coal, in sacks of 50 and 
100 pounds. It seems that many farmers and ranchmen have 
their own small forges; and they have to have this special coal. 
It brings them to the Sterling company’s plant and results in 
other sales. 

Mr. Curlee tells us his company buys stock in pool cars to 
good effect. There are three yards in the line, which often 
makes a pool purchase possible. Pooling is done with the 
other yards in the city. He has no use for pool purchases un- 
less he knows who the other buyers are; for such a practice 
has been known to get stock at wholesale for purchasers who 
are not entitled to wholesale prices. 

Business, so Mr. Curlee says, is staging a vigorous come- 
back. The dry-land farmers have been doing little building ; 
but the spring rains indicate that they'll have money to spend 
this fall. This is a good market for wood shingles, due to 
weather and climatic conditions. 


FARMERS HAVE FULLER POCKETS 


The department talked for a few minutes with W. J. Conklin, 
president of the Platte Valley Lumber Co.; a very busy man. 
This company has a right imposing series of brick warehouses, 
with open alleys. Mr. Conklin tells us that trade is on the 
up and up. Farmers, like the rest of us, have had their troubles. 
Now that money is showing up in the rural pocket, the farmers 
find it rather necessary to make their first investments in ma- 
chinery to replace the equipment worn out during the lean 
years. But they’re doing quite a lot of repair and remodeling 
and show signs of getting around to new construction. 








Lumber Firm Gives 26,240 
Acres For Game Preserves 


Tutsa, OKLA., June 15.—The greatest single 
step toward making southeastern Oklahoma a 
future sportsmen’s paradise was the gift re- 
cently by the Dierks Lumber & Coal Co. of 
Kansas City of 26,240 acres in McCurtain 
County to the Oklahoma game and fish com- 
mission. According to the United States biolog- 
ical survey, there is more cover and wild game 
in LeFlore, McCurtain and Pushmataha coun- 
ties than in all Pennsylvania, a State noted for 
its hunting. Before the district was settled, 
southeastern Oklahoma was known as Owa 
Chito, the land of the big hunt. 

Due to many years of ruthless and ungov- 
erned hunting, the wild game in this section 
was practically wiped out. Realizing the need 
of game preserves, negotiations were opened 
with Herman Dierks, whose company owns 
large holdings in southeastern Oklahoma. Mr. 
Dierks responded to the idea, and eventually 
two preserves were selected by officials as satis- 
factory, and given to the commission by the 
Dierks company. The recent gift more than 


doubles the preserves already in operation. It 
is hoped that the wild life can be restored to 
the natural habitat around here. The conserva- 
tion program is said to be the most outstanding 
propagation and restoration movement in the 
United States. The Dierks firm operates mills 
in Oklahoma and Arkansas. 





Would Revise State Taxation 
to Encourage Forestry 


PorTLAND, OreE., June 13.—That a new 
method of timberland taxation is both desirable 
and necessary, if Oregon is to perpetuate its 
forest resources, was agreed upon at a confer- 
ence between Gov. Martin, State Forester J. W. 
Ferguson and Charles V. Galloway, State tax 
commissioner, at a meeting this week at Salem. 
Under the present system, Gov. Martin held, it 
is impossible for a private owner to reforest his 
land and carry the tax burden until the new tim- 
ber matures. He contended that a sound taxa- 
tion policy would result in the utilization for 
the growing of timber of.much land that is now 
virtually idle. 


Urge Use of Wood Finish in 
State Capitol 


PorTLAND, OreE., June 13.—T. B. Larsen, 
president of the West Coast Lumbermen’s As- 
sociation, in a talk before the Eugene (Ore.) 
Kiwanis Club, made a strong plea that the 
people of Oregon unite in a move to assure the 
interior of their new state capitol building at 
Salem being finished in wood. As a lumber 
producing State, he said, Oregon should see 
that its capitol building is representative of its 
chief industry. “We should not let the interior 
be meaningless and cold, but something signifi- 
cant and beautiful,” he observed. Wood murals, 
he declared, would be the most logical and 
beautiful mode of decoration for the interior of 
the capitol rotunda. Wood finishing also would 
be best for other interior finishing, he contended. 
The capitol building plans selected by a com- 
mittee several weeks ago, from several sub- 
mitted in nationwide contest, have drawn many 
suggestion from laymen after having been made 
public. 
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High-School Band Boys Run Yard for a Day 


Before starting to read this story, turn back to the front 
cover and observe the photograph reproduced there, be- 
neath which the following lines appear : 


“It’s an order for three garages and a roof (totaling 
over $400) that J. N. Bilderback, Dowagiac, Mich., is 
handing David Shanafelt, member of the High School 
Band, which conducted a successful one-day sale for the 
Judd Lumber Co. In center is C. W. Schadt, vice-presi- 
dent and manager, who engineered this unique merchan- 
dising and publicity stunt.” 


Quite recently the Judd Lumber Co., to help the Dowa- 
giac High School Boys’ Band—and as a publicity and 
merchandising stunt—arranged for that organization to 
take over and run its yard for one day—Saturday, April 
18—the band treasury to receive 10 percent on the gross 
sales. It was not required that all goods sold had to be 
delivered on that day, but they had to be paid for, or credit 
approved, in order to count in the day’s business. 

For three weeks before the sale day the band boys were 
“talking up” and otherwise promoting the event. Hand- 
bills were placed in all homes of the city, as well as those 
of the surrounding farm country; and some of the band 
boys, as well as their leader, visited the local factories, 
stores and business institutions, telling about the coming 
sale, and the benefits that the band and community would 
derive from it. 

The boys worked, in shifts, from seven in the morning 


and the sales totaled around $750, for which the band 
treasury received $75, as the organization’s share. 

Commenting upon the event, C. W. Schadt, vice presi- 
dent and manager of the Judd Lumber Co., said to the 
AMERICAN LUMBERMAN: 


“While we have held special sales days of various kinds 
in past years, this one featuring the Dowagiac High School 
Boys’ Band afforded us the biggest kick of anything in that 
line we have ever done. We regard it as a great success, 
and well worth the effort. While it is likely that 75 or 80 
percent of the sales made that day would have come to us 
some time anyway, even without this special effort, the 
favorable publicity and good-will created thereby could not 
have been obtained in any other way. The band boys, as 
well as the public, will long remember this event, and we 
hope to duplicate it next year with possibly the High School 
senior class or the Boy Scouts as center of attraction.” 


Incidentally, and for the benefit of his former acquaint- 
ances, mention is made of the fact that Mr. Schadt first 
engaged in the retail lumber business in South Bend, Ind., 
in 1905, with the South Bend Lumber Co.; in 1912 he en- 
tered the commission lumber business, and in 1933 re- 
entered the retail field, acquiring an interest in yards at 
Eau Claire and Dowagiac, Mich. ‘ 

Further proof, if such were needed, that Mr. Schadt is 
a good lumberman, is the fact that he proudly states that 
he has been a reader of the AMERICAN LUMBERMAN for 


until six at night. 

















Many people came in during the day, 


the last thirty years. 














[Salesmanship is a 
subject close to the 
hearts of lumbermen, 
most of whom will 
agree that there is 
need in the industry 
for a better job of 
salesmanship than gen- 
erally has been dis- 
While having no connec- 


played in the past. 
tion with the lumber industry particularly, an 
address on salesmanship, delivered by a high 
schoo] student in Chicago at the commencement 
exercises recently, presented the subject of 
“Salesmanship” in such a striking way that the 
AMERICAN LUMBERMAN has requested permis- 


sion to pass it along to its readers. This ad- 
dress was delivered by Elmer Johnson, a mem- 
ber of the graduating class of Parker High 
School in Chicago.—Ep1ror.] 


Salesmanship is one of the most far-reaching 
and fundamental of all human activities. Di- 
rectly or indirectly it enters into practically 
every field of human endeavor. 

The phase we want to consider this evening 
is a sale about which each of us is most vitally 
concerned—the sale of ourselves. 


Our first small personal vendition came as we 
attempted to create an impression on our in- 
structors and fellow students in grammar school. 
One of us might have aimed to sell himself as 
the toughest chap in the sixth grade, and he 
succeeded if he put enough punch into his sales 
campaign. 

When a new employee enters the sales force of 
an industrial concern he is usually assigned the 
hardest sales first—to put it in his own lan- 


A High-School Boy’s 


Conception of .... 


guage, “he is given all the hard nuts to crack” ; 
and so it was with us as we entered upon our 
high school careers. Our first “prospects” were 
the members of the faculty. For them, it was 
necessary to summon all of our sales ability ; and 
even then, at the end of three years, some of us 
had to step to our register and ring up “no 
sale.” 

Perhaps sales ability is most necessary to the 
sustenance of life when a person seeks employ- 
ment. This time the salesman must convince 
the employer that his services will bring new 
ideas and new returns to the business. 

In view of the fact that salesmanship is so 
vital to our everyday living, I believe all of us 
would be able to glean some benefit from a 
salesman’s manual. 


Personality Is Prime Requisite 


All such manuals agree that personality is a 
most important quality, and one which every 
successful salesman must possess. Personality 
is the presence, bearing, or atmosphere belong- 
ing to a man, which gives us our impression of 
him. It is a subtle something radiating from a 
person and indicating the faculties and qualities 
that exist in him. 

Knowledge is another essential vital to the 
salesman. First of all he must know himself. 
Many manuals suggest that the salesman an- 
alyze himself, noting especially his failings and 
deficiencies, so that these shortcomings may be 
overcome. Knowledge of other men, and the 
ability to make a rapid analysis of their charac- 
ters, is a necessity to a successful salesman, 
whether he is selling merchandise to a customer, 
or selling himself to an employer. 

Confidence is another major asset, and the 
most important kind is confidence in self. Posi- 


Salesmanship 


tiveness and an affirmative mental attitude, both 
essentials in salesmanship, are acquired as a 
person gains self-reliance. 

Energy is another quality which is stressed 
to prospective salesmen, and energy, as a head, 
contains the characteristics of ambition, initi- 
ative, concentration and persistence. Each of 
these points should have a place in his life for 
self-analysis. 

In order to do the most effective work the 
salesman needs good health, a vigorous, cheer- 
ful vitality. 

Other essentials, such as imagination, which 
makes a person a creator instead of a follower; 
and enthusiasm, which grows out of knowledge 
and confidence; and optimism, which spreads an 
atmosphere of good feeling, are important in the 
building of a successful salesperson. The man 
who is neat in appearance, courteous in man- 
ner, tactful in speech, and above: all honest in 
deed, will make notable strides in selling his 
personality to others. 

The practicality of such desirable charac- 
teristics has been proven many times over in 
the lives of such men as Abraham Lincoln, 
whose personality made men love him, and a 
nation trust him through four trying and dis- 
tracted years. Likewise, Napoleon Bonaparte, 
a man of extremely small stature, led armies as 
no other man has led them, and for fifteen years 
held France spellbound. 

If we would have personalities that the world 
remembers as these men were remembered, we 
will endeavor to build into our lives some of the 
characteristics of good salesmen. Our success 
in life, which should be measured in terms of 
influence and happiness rather than in financial 
returns, will depend on our ability to sell our- 
selves. 
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Some True Confessions of a Retail Lumber Dealer 


from a well known lumberman, 
who has been contacting retail lumber 
dealers for a good many years, comes 
a contribution to the discussion of 
lumber merchandising, which he has 
stvled “True Confessions of a Retail 
Lumberman.” If there are lumber 
dealers who acknowledge this “soft im- 
peachment,” perhaps when they read 
these true confessions they will see 
the desirability of mending their ways 
and extending real co-operation to 


other branches of the industry in 
bringing about more satisfactory re- 


lationships and putting lumber mer- 
chandising on the high plane to which 
it really belongs. In,aecordance with 
his expressed wish, the identity of the 
author of these true confessions is 
withheld. He writes: 


We are looking for a connection shipping 


Oregon fir, Washington shingles, Montana 
ponderosa pine, California sugar pine, Louisi- 
ana longleaf; Florida cypress, all in the same 
car. We think it can be easily arranged to also 
include Michigan maple flooring, Wisconsin 
birch doors, Philippine mahogany and Appala- 
chian hardwoods. We deal only with concerns 
specializing in service. We carry no stock at 
all. We have an efficient corps of sign artists 
who can paint such realistic bins of lumber 
that even our competitors are fooled. 

In these days of experimentation, let the 
cther fellow do it. We must protect ourselves, 
we must let the billionaire mill man carry all 
the load, 

We realize how much more we can please 
our trade by having high priced workmen wait- 
ing for materials; saying that we have them 
coming in the next shipment (which has not 
been ordered). 

These enormously wealthy mill-men have 
gotten all the grapes during the past seven 
years. They have had no troubles. Now, let 
them suffer. We retailers have been lily- 
white; we have been real merchants, we have 
kept our cars to fifty items or more; sometimes 





recently. 








Screen doors—lots of ‘em, effectively displayed and plainly price-marked 
that’s the impression the AMERICAN LUMBERMAN observer got in walk- 
ing through the shed of the Long-Bell Lumber Co., at Okmulgee, Okla., 
The picture shows the screen-door rack, which is built in the 
driveway of the shed. The rack is divided into vertical compartments in 





which the doors stand, each style in its own separate space, and with the 
price plainly marked above each bin. Many sales are thus made, because 
customers when driving in for a jag of lumber or other material can’t 
help seeing these doors and are reminded thereby of the fact that the old 
screen door at the kitchen or front entrance probably has about served 
its time and needs to be replaced by a new one. The result often is that 
a door or two is loaded into the customer’s car before he drives off. 


























we put 500 or 1000 feet in a pool car to help 
make weight. We have let all the salesmen 
figure ou cur order. We have, at great effort 
and sacrifice, picked out all the lowest prices 
on each item, and combined them so that we 
could help our salesmen friends to tell their 
mills the real market. Surely such thoughtful- 
ness should be rewarded. 

We sent a good portion of our business to 
Coast buyers who have our interests at heart. 
Ve have done our best to create a chaotic 
market. Wc have done our best to keep our 
customers’ investments of questionable value 
We have done our best to keep our customers’ 
rents as low as possible. We have been very 
clever buyers; none quite as smart as we. In 
fact, we are sure we are the smartest buyers 
in existence until we figure bills, then we won- 
der if the other fellow could possibly be half 
as smart as we think we are. We take no 
chances. We price the estimate at cost or less. 
Maybe we can fool the mill some more. 

We have worn out our trucks poaching with- 
in a radius of 150 miles. (The greater the 
distance the lower the price.) We haven't 
made any money, and you bet your life our 
competitor hasn’t either. We have made cer- 
tain that no one benefits by our practices. We 
know our methods are ruinous; we know there 
is no chance on earth. Surely we will be re- 
warded in the hereafter. 


Has Handled Hard Materials 
Since '71, Now Adds Lumber 


Des Moines, Iowa, June 15.—An in- 
teresting recent local development is the 
entry into the retail lumber field of the 
Perkins Supply & Fuel Service. The 
Perkins family, the third generation of 
which is represented by LeRoy C. Per- 
kins, president of the above company, has 
been engaged in the builders’ supply busi- 
ness since 1871; lime, sand and brick 
originally being the chief items handled. 
Other materials were added from time to 
time, and five years ago ready-mixed 
concrete was included. 

The newly established lumber depart- 
ment is under the personal management 
of H. T. Barber, an old-time lumberman 
who for many years operated his own 
yard at Grinnell, lowa; and later, at 
Biloxi, Miss. The company’s plant is 
located between the C. R. I. & P. and 
the Des Moines Union railways, and is 
one and one-half blocks in length. It is 
serviced by both railroads, with private 
switch-tracks extending the entire length 
of the plant on either side. 

The block-long building is of brick, 
with platforms—tresting on concrete piers 
—running the entire length. The half- 
block building that now houses the lum- 
ber stock is of frame and stucco, and pro- 
vides storage for thirty to forty carloads 
of lumber. The lumber plant was laid out 
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by Mr. Barber, and is most efficient, both 
for unloading from cars and loading into 
trucks. Cars of lumber are unloaded 
direct into the plant without the use of 
trucks. 

The Perkins company operates a fleet 
of eleven trucks, seven new ones having 
been purchased during the last year to 
replace older equipment. All bulk mate- 
rial is unloaded by efficient mechanical 
equipment, and ample storage is provided 
for complete stocks in all lines. 

Mr. Perkins reports a generous recep- 
tion, on the part of the public, of the new 
department; and says that its volume of 
business is most satisfactory. 

Incidentally, it is of interest to note 
that Mr. and Mrs. Perkins occupy as their 
home a modern Spanish apartment and 
penthouse built on the brick building al- 
ready described. 





The Advertising Aftermath of 
Dealer's Big Show 


PERRYSBURG, OHIO, June 15.—Con- 
siderable interest has been aroused here 
by the illustrated story of the Spring 
Festival and Building Show of the Koch 
Lumber Co. which appeared on front 
cover (and inside pages) of the AmeErI- 
cAN LUMBERMAN’s issue of June 6. To 
“consolidate the gains” achieved through 
this very successful show, Edwin L. Clay, 
manager of the Koch Lumber Co., 
planned and carried out a follow-up ad- 
vertising campaign which has brought 
good results. It was featured by news- 
paper advertising and a circular letter. 
The former, appearing in the company’s 
regular advertising space (which is in the 
form of a miniature newspaper headed 
“The Builder’), contains such items as 
those following, mixed with others re- 
ferring to various lines handled by the 
company, and seasoned with a few jokes: 

Now that our Building Show is over we are 


going to relax and return to the lumber busi- 
ness. Show business is over for another year. 


We hope that you enjoyed the Festival just 
half as much as we enjoyed working to get it 
in shape for you. If so we shall feel fully re- 
paid for our efforts. 

We want to thank each and every one of 
you who attended. We had a wonderful turn- 


out and we feel you were fully repaid for 
coming. 
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Here is a good example of utilization, in a lumber shed, of what would other- 


wise be waste space. 


The picture shows the loading platform that runs along 


the side of the driveway of main shed of the Long-Bell Lumber Co., Okmulgee, 


Okla. 


Under the platform bins for nails and bolts have been constructed. The 


rooms opening from the platform are used to store such items as paints, hard- 
ware and wallpaper, as well as wood trim, finish and hardwood flooring. 





In the picture a well-executed display of American Steel & Wire Co. fencing is 


shown; also roll roofing. 


Over the large opening at right is a Frantz Manufac- 


turing Co. overhead garage door, used to shut off the paint stockroom. Thus it 
serves the double purpose of a useful door and a practical method of displaying 


that item to prospective customers. 


Within a short time the entire office and 


display room will be enlarged to include the space now used for paint storage. 
J. T. Poore is the alert manager of this unit of the Long-Bell yard system. 





Would you like to have another one next 
year? 

So now we are going to forget the Show 
and get back into routine. 


The circular letter referred to, sent to 
all who registered their attendance at the 
show, signed by Mr. Clay, read as fol- 
lows in part: 


I sincerely hope that you enjoyed being with 
us at our Spring Festival and Building Show 
last Friday and Saturday. 

Naturally, I was particularly gratified at the 
interest which almost everyone showed in our 
displays. A great many people voiced their sur- 
prise at the wide range of useful materials 
which we regularly carry in stock. Also, at the 
attractiveness of the beautiful displays. 

Perhaps you saw something in which you 
were particularly interested. If you did, I hope 
you will give us the opportunity to tell you 
more about it. 

You know that the Koch Lumber Co. is al- 
ways glad to be of service to you, without 
obligation. I hope that you will call upon us 
if we can help you in any way. We enclose a 
postal, that requires no postage, and should 
welcome the opportunity to give you further 
information. 


Company Makes Extensive 


Improvements to Yard 

VINCENNES, INp., June 15.—Extensive 
improvements have recently been made to 
the Vincennes plant of the G. F. Oster- 
hage Lumber Co., which has its head- 
quarters here. The old frame mill has 
been replaced with a new brick structure 
62x100 feet, with concrete floor, metal 
sash and sprinkler system. New high- 
speed machinery of the latest type, all 
direct-motor-driven, has been installed. 
In fact, the old mill has been rebuilt with 
all latest equipment, improvements and 
conveniences. 

Adjoining this, the company has built 
an office and sales room, 24x75 feet, also of 
brick construction, with hardwood floors 
and NuWood tile ceilings and walls. Both 
buildings are heated by one plant—vapor 
heat. 

The cost of these improvements runs 
to about $15,000. Later, Mr. Osterhage 








With its load-center for- 
ward of the rear axle, 
the Ford V-8 stake truck 
is particularly desirable 
for hauling lumber, ac- 
cording to Carl Miller 
Lumber Co., Milwaukee, 
Wis. The forward load- 
center results in easier 
handling when the truck 
is heavily loaded. These 
two units replaced two 
larger trucks, with a re- 
sulting reduction in de- 
livery costs 
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advises, it is expected to hold a public 
opening and afford the people of the com- 
munity an opportunity to look over this 
uptodate plant. 

Improvements have also been made to 
the Osterhage yard at Lyons, Ind., in the 
way of a new office and warehouse build- 
ing. This structure is 68x120 feet over 
all, and includes the lumber shed and 
office, as well as the general warehouse 
and store room. 





Keeps Telling of New Things 

Benson, Ariz., June 15.—‘‘We co-ordi- 
nate our advertising and window dis- 
plays,” recently said J. Max Gray, mana- 
ger of the local yard of the Foxworth- 
Killen Lumber Co., “and when we get 
in anything new, we advertise it imme- 
diately. Our ads, while changed each 
time to feature some timely merchandise, 
carry the standing invitation to visit us 
often to see the new things constantly ar- 
riving. Many take our advice, and when 
they come in to see some item of hard- 
ware or electric supplies we may have 
an opportunity to sell them our standard 
lines—lumber, roofing and paint. Any- 
way, we make many contacts which later 
result in worth while orders.” 


A Subscriber for 50 Years 


The AMERICAN LUMBERMAN numbers 
among its subscribers many who have 
taken the paper 25, 30 and even 40 years; 
but it ought to be worth news mention 
when a lumberman has read it for over 
50 years. A letter from Edward S. Par- 
sons, president of the T. G. Parsons Lum- 
ber Co., Kent, Ohio, dated June 11, 1936, 
on another subject, closes with the follow- 
ing spontaneous and much appreciated ex- 
pression of friendship: 

“We appreciate the AMERICAN LuM- 
BERMAN very much, having been a sub- 
scriber for over fifty years, and realize 
how much time and labor it takes to pub- 
lish a journal of its character.” 








Opens New Branch 


Passaic, N. J., June 15.—A new 
branch store and warehouse is being 
opened today at 39 Maple Street, Sum- 
mit, by the Passaic-Bergen Lumber Co. 
of this city. The new unit will be one of 
a chain of six yards operating in north- 
ern New Jersey and carrying a complete 
line of lumber, mason material, trim and 
paint. Arthur Hale will be in charge of 
the Summit branch, it has been an- 
nounced. 

Progress of the “bonded homes” pro- 
gram inaugurated a month ago by the 
Passaic-Bergen firm has been “eminently 
satisfactory,” according to a statement by 
Roy E. Sweeney, president of the com- 
pany. He said more than 500 coupons of 
inquiry have been clipped from newspaper 
advertising and many personal visits have 
been received, with the result that actual 
home construction has been started in 
many instances. 
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Handy Way to Keep Moldings 


At the yard of the Carney Lumber Co., 
Denver, Colo., the ends of different 
lengths of molding are painted various 
colors for identification. This system has 
made possible keeping the entire stock in 
one large, completely enclosed bin. For- 
merly the different lengths had to be kept 
separate, and in order to do this, they 
were placed around in odd corners at 
various parts of the yard, got dirty, and 
were not easily accessible. 

The painting is done when the stock 
comes in, before it is put into the bin. 
When filling an order the yardman has 
only to pick pieces painted in the color in- 
dicating the proper length. There is no 
measuring, and no shuffling through a lot 
of stock. 

Ends of 16-inch moldings are painted 
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black ; 10-foot red; 14-foot white ; 12-foot 
blue, and 8-foot green. 

“Until we adopted this system,” says 
John Carney, assistant office manager, 
“we always had trouble with our molding 
stock. It was dirty, poorly arranged and 
hard to get at. In an average yard the 
quantities carried don’t make it practica- 
ble to have a separate bin for each length. 
But now, the molding stock is the least of 
our worries.” 





Opens Downtown Store 


AstoriA, Ore., June 13.—The Brewer 
Billie Lumber Co., this city, on June 6 
opened a downtown office at the corner of 
12th and Duane streets. 

“Our new downtown office is to be our 
sales headquarters for household appli- 
ances,” said Manager Brewer Billie, “giv- 


Here Are Some Big Carloads 


Photograph and data relating to a big 
car of lumber (containing 50,501 feet) re- 
cently printed in this department have 
brought repercussions—as the political 
writers say. Because of their interest, 
and to bring the records up to date, three 
of these letters are here quoted, as fol- 
follows: 


We read the article on page 20 of May 23 
issue of the AMERICAN LUMBERMAN, in regard 
to a large carload of lumber and notice that 





you. were kind enough to mention a car we 
shipped on Feb. 11, 1935, containing 63,293 
feet. We wish to advise that on Oct. 24 of that 
year we shipped an even larger car of stock 


than that one. This Oct. 24 car also was 
shipped by the Brown Bros. Lumber Co., of 
Rhinelander, Wis., and contained 65,071 feet 
of softwood lumber. This was U.P. car 150594. 
We are mentioning this fact merely to give 
these shippers of 50,501 feet of lumber a bigger 
target to shoot at. 

To make the record as nearly complete as 
possible, we are listing below a few of the ship- 
ments made by us which we consider good sized 
cars: 


Shipped Car No. Feet 
Aug. 24, 1933 C&NW 49154 50,448 
Feb. 19, 1934 CB&Q 45861 52,610 
May 3, 1935 N. P. 6179 57,291 
Feb. 1, 1935 U. P. 150092 63,297 
Oct. 24, 1935 U. P. 150594 65,071 
May 29, 1936 T&P 70567 66,620 


All of the cars above listed contained 4/4-inch 
lumber S4S to standard thickness, were shipped 
by Brown Bros. Lumber Co., of Rhinelander, 


and came into Sheboygan—R, G. MAISLEIN, 
president Maislein-Dawson Lumber Co., She- 
boygan, Wis. 


For several years we have been privately con- 
ducting a “Big Car Contest’—which may be 
eligible for your Round Table. First it was 
our endeavor to beat 45,000 feet, then 50,000 
feet, after that 55,000 feet, and the last goal 
was placed at 60,000 feet. In August, 1935, we 
hung up a record around 58,000 feet and began 
to pull patiently for an invoice to clear the bars 
which were then set up to 60,000 feet. Finally, 
on March 20, 1936, the Holt Lumber Co. loaded 
out to us, from their 
Oconto (Wis.) mill, C. 
& N. W. car 72089 con- 
taining 60,672 feet of 





This "Bimbo," as Mark S. 
Porter (Frank Porter Lum- 
ber Co., Chicago) called 
it, contained 60,672 feet 
of northern softwood lum- 


ber 





northern softwood lwn- 
ber dressed to standard 
sizes. We have heard of 
invoices totaling larger 
feetage in thin or sub-standard lumber, but we 
rather believe this car from the Holt Lumber 
Co. is a record to date on lumber loading of 
standard sizes. Most of our friends among the 
sawmills know our little hobby for big cars, 
and one of these men has recently assured us 
that he will hang up a new jumbo record in our 
office before the year is out. Enclosed is a 
photo of our latest “Bimbo.”—Mark S. Por- 
TER, Frank Porter Lumber Co., Chicago. 


In your issue of May 23 (“Retailers’ Round 
Table”) you inquire about large car shipments. 
On July 21, 1919, we received—shipped in C. B. 
& Q. car No. 44420—111,667 feet of 14-inch by 
5-inch red cedar siding, at $46.75, amounting 
to $5,220.43; weight, 69,360 pounds; freight 
charges paid, $530.60. The car was placed for 
unloading Aug. 12 at 7 a. m.; unloading com- 
pleted Aug. 14 at 10:30 a. m. The stock was 
sold to Edward A. Comstock. Considering that 
this was a single item, wouldn’t you say that 
it might be considered a larger car?—N. B. 
Herrick, president-treasurer Herrick Lumber 
Co. (Inc.), Rochester, N. Y 
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ing us facilities for serving our customers 
in that line more conveniently, while we 
shall continue to handle lumber and build- 
ing material sales from our office at 20th 
and Commercial.” 

The new quarters, which were remod- 









W.E. WINN LBR CO. 


BUY FROM US AND YOU win 


WE RECOM HKENG 


eled to provide suitable facilities for dis- 
play of household equipment, will be in 
charge of Mrs. Harry Billie. 





Line-Yard Company Acquires 
Another Unit 


Kansas City, Mo., June 15.—The Badger 
Lumber and Coal Co. last week increased the 
number of its lumber and building material 
yards in Kansas City to 11 by purchasing a 
property at 1817 Minnesota avenue, Kansas 
City, Kan. 

The 30,000 square foot tract with sheds and 
a small office has been operated by the Twin 
City Lumber Co. Five residential properties 
were traded to the Twin City concern for its 
equity under the customary one-year option in 
Kansas and a cash consideration was given a 
Kansas City bank for its fee ownership. 

The Badger company expects to improve the 
property with a storeroom front along part of 
the 210-foot frontage for the handling of build- 
er’s supplies and to make improvements in the 
sheds. 

For a number of years, the Badger company 
has been engaged chiefly in line yard operation, 
with 34 yards in Missouri and Kansas. Louis 
L. Siebel is president, and W. I. Selbert is vice 


Finds Ads he Classified Section 


Bring Customers 


“We do not find that display ads in a metro- 
politan newspaper get us results commensurate 
with the expenditure, as a rule,” said R. W. 
Peckham, president of the West End Lumber 
Co., of Dallas, Tex. “But advertising in the 
classified section is another matter, and we 
secure excellent results by running ads there 
from time to time. During the building season 
we insert these ads frequently. In order to 
make them stand out we use double-column 
space, six inches deep. Instead of making gen- 
eral statements we quote current prices on 
such items as roofing—both shingles and com- 
position; windows, doors, and finish lumber in 
a considerable range of prices. We know that 
these notices produce results as frequently a 
man will come in with a clipping of our ad, 
with certain items checked. Such advertising 
appeals particularly to the man who is having 
repairs made and wants something quickly. 
Having the prices for definite quantities before 
him he drives in, gives his order, and frequently 
takes the material away in his own truck or 
«x 
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"Win" With "Winn" Is Message 
of Yard's Sign 

A clever pun upon the name of the W. 
E, Winn Lumber Co., at Tulsa, Okla., is 
embodied in the big sign of that company, 
here shown, which 
bears, immediately 
beneath the com- 
pany’s title the slo- 





"= This sign, by a play 
upon words, empha- 
sizes the idea that the 

Winn Yard is a good 

place to trade 





gan “Buy from Us 
and You Win.” The 
Winn yard is situ- 
ated just a block or 
two from the main business section of 
the city. On the side facing the traffic 
the sign appears, lettered in red and white 
against a yellow background. Mr. Winn 
remarked to the AMERICAN LUMBERMAN 
representative that demand for insulation 
and paint had increased so much that, 
whereas he had formerly supplied his cus- 
tomers by purchasing from local com- 
panies as need arose, during the last year 
he had been buying insulation by the car- 
load, and paint in quantity lots direct 
from the manufacturer—his paint pur- 
chases for one month this spring having 


run over $600. 





Shortage of Houses Presages 
Active Building 


PHoENIX, Ariz., June 15.—“Depression did 
not strike Arizona as soon as it did many other 
sections of the country,” said E. V. O’Malley, 
secretary of the O’Malley Lumber Co., “so our 
worst year was 1934. Recovery has been more 
rapid than in most sections, too, since 1935 
showed an increase of at least 50 percent over 
‘the previous year, and volume of trade exceeded 
any year since 1930. Building has been going 
on at a rapid pace, but is not able to keep up 
with the demand, and rents are being raised. 
This demand is for every class of house, from 
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those renting for $10 up to those renting for 
$60. This increase in business applies especially 
to our paint lines.” 


To my mind, continued Mr. O'Malley, news- 
paper advertising is the most effective form 
of publicity, providing one has something 
definite to say. Stock ads, run daily, twice 
a week, or weekly, may do some good, but 
are too expensive for the amount of business 
they produce. Bit when you have something 
definite to offer—whether a new line of 
paints; a suggestion that a new porch or sun 
parlor be added to the home; insulating, or 
something better in builders’ hardware, a 
newspaper ad gets the best results. The 
classified columns do not receive the atten- 
tion they deserve from most lumbermen. 
They are read with avidity by farmers, in 
particular. We carry an advertisement con- 
stantly, featuring one particular item of our 
extensive line, and changing it every little 
while. But the best method of increasing 
business is by personal contact. We have 
outside representatives who spend all their 
time contacting contractors and builders, ar- 
chitects and private individuals. All of these 
men work on a straight salary.” 


J. J. Halloran, of the Halloran-Bennett Lum- 
ber Co., was equally optimistic. 


There has been more building in 1935 than 
in the three previous years, said he. It is 
almost impossible to find a house for rent, 
and this condition applies to all classes, rent- 
ing from $10 to $70. This means there must 
be a big building program this year, and we 
expect to get our share. Next to personal 
contact, which is always the best method of 
securing business, I think the radio is the 
most effective means, as it reaches the peo- 
ple most likely to give us business. Though 
everybody reads the newspapers a large per- 
centage of the readers have little purchasing 
power. On the other hand, the owner of a 
radio is as a rule a home owner and home 
lover, and when he is told daily of the com- 
fort and the practical value of home modern- 
ization, with an occasional price quotation on 
some special line, such as paints, built-in 
fixtures etc., it is bound to have good effect. 
We make our business talks very short, sand- 
wiched in between good music, and find that 
they bring good results. 


Practically all the towns in central and south- 
ern Arizona report best business since 1929. 
Shortage of renting houses is reported in 
Tucson, Douglas, Bisbee, Safford, Nogales, Casa 
Grande and Coolidge, and despite the wave of 
building, rents have skyrocketed. 


In Tucson, the manager of the Halloran-Ben- 
nett Lumber Co. said that building permits have 
doubled since 1934; so lumbermen have every 
reason to feel happy. Store and other commer- 
cial property remodeling is the greatest since 
1929. 


In Safford, rent houses are at a premium, 
and though building has been going on at a 
rapid rate, it is unable to keep pace with the 
demand. Soil conservation service activities in 
Safford and surrounding districts have been 
responsible for heavy increases in business. 





Front of the O'Malley Lumber Co.'s yard at Phoenix, Ariz. 








28 





With yard, office and display room 
located a scant two squares from the 
central business section in Bloomington, 
Ind., the Metzger-Black Lumber Co. de- 
cided recently to explore the possibilities 
of commercial remodeling in the stores 
and shops near it, with a view to aug- 
menting the volume of business already 
coming from residence construction and 
repair. \V. P. Farris was added to the 
firm’s personnel as a field and office 
salesman. He came to the firm with a 
good general knowledge of construction 
and building materials, and, being an en- 
gineer, is able to plan and design small 
structures and remodeling projects. Mak- 
ing a survey of the needs of commercial 
establishments in the downtown district 
and in a small business area several 
squares away, he assembled his informa- 
tion, and began to solicit business. 

His first call was at the Smith Elec- 
tric Co., leading electric appliance and 
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| MAIN STREET’S STORES 
/NEED REMODELING-- 


and the Retailer Who Shows 

Other Merchants How to 

Dress Them Up to Date 

Will Land Many a Nice 
Order 


equipment shop, in this city of 20,000 
persons, which houses Indiana Uni- 
versity, and is co-capital with Bed- 
ford of the Indiana limestone indus- 





View of office constructed in store 
of George Smith, electrician 





try. The shop carries complete lines 
of electrical equipment, fixtures, and 
household appliances such as radios, 
washing machines, refrigerators, stoves 
and lamps. The front half of the store is 
given over to merchandise display, and the 
rear, behind a partition, contains a repair 
shop, tool storage, and workmen’s head- 
quarters. Between these two divisions, the 
proprietor, George Smith, had his office 
in the open on one side of a center aisle. 
Farris noted the difficulty under which 
Smith was working, subject as he was to 
frequent interruption by customers and 
employees, and by the traffic through the 
aisle from front to back of the store. 


MAKES PLAN THAT SATISFIES THEM 


Mr. Farris designed an _ attractive 
housing for Smith’s desk, catalog cases 
and files, and experienced no difficulty in 
selling the idea. The office is nine feet 
wide and eleven feet deep. The walls are 
six feet high, and the ridge of the gabled 
roof is eight feet above the floor. The 
frame of the small structure, which is 





Left—Pharmacy in 
process of alteration 
and enlargement; The 
low section is entirely 
new. Right—Store two 
doors away from phar- 
macy. Owner decided 
this needed similar 
treatment when he saw 
what his neighbor was 
having done 





built on the floor of the store, is made of 
2x4-inch studs and ceiling joists. The 
walls, both inside and outside, are Celotex 
plank. The ceiling and roof are Celotex 
board, with the joints covered with wood 
stripping. A door allows entrance from 
the aisle, and there are no windows. 
Light is supplied by elongated bulbs in 
an inverted trough fixed below the ridge. 
A simple but effective temperature reduc- 
ing system is included in the form of an 
air intake from a ventilated basement, in 
which the summer temperature is about 
fifteen degrees lower than in the store. 
A small, rectangular outlet may be seen 
in the upper right hand corner of the ac- 
companying photograph. On the day the 
AMERICAN LUMBERMAN representative 
visited the Smith store, the temperature 
inside the office was noticeably lower 
than in the store, and the air was fresh 
and clean. A loud tone radio in the store 
was barely audible in the office. 


LEADS DRUG STORE TO GO MODERN 


Following this job, another was ob- 
tained in the smaller and more remote 
business district. Here, Strain’s Drug 
Store was operating in what had been the 
front room of a two-story residence. To 
enter, customers had to climb several 
steps, and cross a porch. Mr. Farris 
drew a plan which contemplated remov- 
ing the porch, taking out half the front 
wall, and building at the sidewalk line a 
modern store front with the floor at side- 
walk level. The idea proved salable, and 
work was begun. The addition is 
eighteen feet long and twelve feet deep, 
and when completed will contain displays 
and general merchandise counters. That 
portion of the original structure which 
housed the entire establishment will be 
used for slow moving items and surplus 
merchandise. Its level is about three and 
one-half feet above the floor of the new 
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section, and is reached with a wide stair- 
way. 

While this job was in progress, a simi- 
lar situation two doors away was deemed 
by the owner to require correction, and 
thus the first job led to the second, In 
the second job, in addition to a 14x14- 
foot front addition, more or less exten- 
sive alterations were made on the side of 
the house to provide a new entrance to 
the living quarters. 


SUCCESSFUL ON BIGGER JOBS TOO 


In addition to the work of this nature 
that is being developed, the Metzger- 
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Black company sold all of the materials 
for and handled all of the details except 
the actual construction of the Kerryan 
Apartments, recently completed. Miss 
Mary A. Kerr, co-owner of the property 
with her sister, Mrs. Irene Ryan, said, 
“It has been a great satisfaction to have 
Metzger-Black handling the work for us. 
The workmanship and materials are ex- 
cellent, and the service they gave us could 
not possibly be improved upon. They 
have co-operated splendidly, and it has 
been a pleasure to deal with them.” 

The apartments, four in number, are 
housed in a double duplex brick building 





Left — Kerryan 
Apartments on 
which company 
supplied all ma- 
terials, _ including 
reinforcing steel 
and millwork. 
Right — Adminis- 
tration Building 
under construction 
on Indiana Univer- 
sity campus 
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on which Metzger-Black, with its very 
broad lines, was able to furnish all ma- 
terials including the millwork, which it 
manufactured, and the reinforcing steel, 
which it carries as a regular part of its 
stock. At the present time, four large 
structures are in process of construction 
on the campus of Indiana University. 
These are an Administration Building, 
Music Hall, Medical Building, and Girls’ 
Dormitory. On each of these buildings 
Metzger-Black is furnishing materials, 


ranging from cement for foundations and 
brick for partition walls to lumber for 
scaffolding and interior trim. 








Movements to Speed Up Building Revival 


Form Committee to Foster 
Construction 


Kansas City, Mo., June 15.—The general re- 
vival in building in Kansas City has led to for- 
mation of a public relations committee in the 
Missouri Construction League to promote con- 
struction work here, according to Tip Brown, 
division sales manager of the Lehigh Portland 
Cement Co. and chairman of the recently formed 
committee. 

The purpose of the group is to keep the build- 
ing idea constantly before the public. To carry 
out this aim, sales managers and associates of 
the building supply industry have made plans 
to inaugurate a widespread publicity campaign 
to encourage and create new construction. 

The movement to further activity in building 
lines in Kansas City will be the first of its kind, 
Mr. Brown said. The organization will attempt 
to stimulate business through the use of slo- 
gans, co-operative advertising and perhaps also 
through radio and public meetings. 


To Show Prefabricated, Low 
Cost House Construction 


Maprison, Wis., June 15.—The Forest Prod- 
ucts Laboratory’s wood-prefabrication system for 
low-cost house construction will be on display at 
the Wisconsin Centennial Exposition here, June 
27 to July 10, according to Carlile P. Winslow, 
director of the laboratory. A two-story section 
of a dwelling of modified design will be shown 
illustrating adaptability of the pre-built unit 
panels to a familiar architectural treatment. Ac- 
cess will be provided to the lower floor, where 
the finished interior, as well as details of the 
construction system used, can be examined by 
visitors. 

Features in the structure are the pitched roof, 








double-hung windows in addition to the case- 
ment type formerly used, and the construction 
of a second story. A further innovation to the 
display, first shown here about a year ago, is 
the use of a special hardwood-faced plywood for 
floors and interior walls, affording a finish sur- 
face in place, without the expense of added ma- 
terials. 


Offers Plans of Pine Home at 
Texas Centennial 


New Or eans, La., June 15.—In addition to 
the service rendered to visitors to the Texas 
Centennial Exposition at Dallas, in demonstrat- 
ing the beauty, utility and advantages of south- 
ern pine for home construction, the all-southern 
pine home at the exposition can be utilized by 
retail lumber dealers to increase the sale of 
lumber-built houses in every community, under 
plans being developed by the trade promotion 
department of the Southern Pine Association. 

The association has prepared a series of va- 
rious kinds of advertising helps for retail deal- 
ers, based on the Southern Pine Texas Cen- 
tennial Home, and all designed to make use of 
this striking exhibit for the dealers’ benefit. The 
advertising helps comprise mats for newspaper 
advertising, truck posters, wall hangers, stickers 
for envelopes or letters, and mailing inserts. Ar- 
rangements have been made by the SPA to 
furnish the dealers and their customers com- 
plete blueprint plans of the Centennial Home at 
a nominal charge. This southern pine home has 
received widespread publicity, and has attracted 
most favorable comment from the thousands of 
exposition visitors who already have inspected 
the home since the opening on June 6, and it is 
confidently believed that numerous reproduc- 
tions of this attractive and convenient, moder- 
ate-priced home will be built all over the 
country. 





Urges "Giving Away" Tax- 
Forfeited Lots if Buyers 
Will Build 


CAMDEN, N. J., June 15.—Lumber dealers are 
interested in a statement by City Comptroller 
Sidney P. McCord in which he advocated free 
distribution of city-owned lots, or their sale for 
$1 each, providing the “purchasers” agree to 
construct buildings on them. 


There are hundreds of such lots, listed as 
assessable property on the city’s books, and 
on which Camden is paying State and county 
taxes, Mr. McCord pointed out. They repre- 
sent a liability, rather than an asset to the 
city. I say get rid of them even if you 
have to give them away. As a matter of 
fact, they must be sold, and at public auc- 
tion, but legally it is possible to sell them 
for five cents, or anything at all. Further- 
more, the city is permitted to sell under a 
sales agreement, stipulating that the pur- 
chaser must build upon the lot within a cer- 
tain period. 

Such procedure may seem like a loss to the 
city, but actually it would be a big gain if 
our officials went through with the program. 
Instead of paying county and State taxes on 
unproductive land we would be collecting on 
assessable property. Every year those lots 
are held adds to the expense. Figure the 
amount the city has paid in State and county 
taxes on them, and the revenue it has lost 
because they were not privately owned or 
improved, and you'll find it would have paid 
to have given them away as soon as the city 
got them. Any apparent loss in the sale of 
real estate held by the city actually is a gain 
when the new owner becomes a taxpayer. 





A SUITABLE storage place for children’s out- 
of-doors toys, wagons, bicycles and the baby 
carriage is a problem in making over an old 
home to suit a growing family, but nothing 
would help a busy mother more. 
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GENERAL PURPOSE 
BARNS FIND FAVOR 


[Eprror’s Note: An article in the June 6 issue of the AMER- 
1cAN LUMBERMAN discussed pole barns and strictly hay sheds. 
The following story deals with the general purpose barn, and 
includes a bill of materials and blueprints as did the previous 
article on pole barns. It is believed that the specifications and 
sketches will be of help to retail dealers in selling barn jobs. As 
said in the first article, this summer will be an ideal time to 
promote new barn building as farmers can defray part of the 
cost with Government money received for growing soil-build- 
ing crops. | 

In discussing the all-around purpose barn, one deals with the 
building that finds most favor with the average farmer. Its 
popularity lies in the fact that it can be adapted to nearly any 
type of agriculture, or to an all-inclusive program of cropping. 
It has been found on trips by representatives of the AMERICAN 
LUMBERMAN, and through discussing the barn situation with 
lumber dealers and farmers themselves that the rural business- 
men as a whole are interested in the modern barn pictured and 
described on this page. 

The 36x64 foot structure is of the gambrel shaped roof style, 
often known as the “hip” by farmers. Concrete of a 1:2:4 mix- 
ture is used for the foundation and floor. The construction pro- 
vides for the studding being spaced two feet apart, and 116 drop 
siding applied horizontally, or vertically if the girts are placed 
over the studding outside. It is desirable to make the founda- 
tion wall high enough above ground to avoid deterioration of 
the boards near the bottom. As can be seen in the accompany- 
ing illustrations, the barn has a dormer window in each side of 
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FOUNDATION Dormers—1l12, 2 x 4 x 12. 
Cu. ft. Joists—66, 2 x 12 x 12, outside; 
Footing % x 1% x 200 feet 200 33, 2 x 12 x 14, middle. 
Foundation wall % x 4 x 200 Braces—190, 2 x 6 x 10 
feet Ss OPE 667 . stag, BA . 3 
Galumn basee 16 = 6 feet 60 Flooring 2700 bd. ft. '= ¢. 
toof sheathing—2600 bd. ft. 1 x 8, 
Equal to 34% cu. yds........ 927 shiplap. 
220 bags cement, 16 cu. yds. Roof—22 squares. 


» 


sand, 32 cu. yds. pebbles. 


Ridge roll—6, 12 feet. 
Floor and mangers 35 x 63 x % 


Sash—23, 9 lt., 9 x 12, 1% thick; 


feet 735 cu. ft 27% cu. yds. 4,6 1t., 9 x 12, 1% thick. 
175 bags cement, 12% cu. yds, Sills—9, 2 x 6 x 10, B or better; 
sand, 25 cu. yds. pebbles. 4,2 x 6x 12, B or better. 


Trim—1 x 4, B or better, 400 lin. 
ft.; 1 x 6, B or better, 200 lin. 
ft. doors. 

Cornice trim—4, 2 x 8 x 14, B or 
better; 4, 2 x 8 x 16, B or bet- 
ter; 2,2 x 8 x 10, B or better. 


SUPERSTRUCTURE 
Sills—16, 2 x 8 x 16 
Studding—160, 2 x 6 x 14, below 

plate; 32, 2 x 6 x 16, above 
plate; 4, 2 x 6 x 18, above plate. 
Girders—24, 2 x 12 x 12; 16,2 x 





12 x 10: 8. 2x 12 x 14. Siding—4500 bd. ft. 1 x 6 drop 
Posts—10, 6 x 6 x 8&8. siding No. 116 includes doors. 
Plate—16, 2 x 8 x 16, sides; 12, 2 — . 

- 8 = 14. anda. HARDWARE 
Lower rafters—66, 2 x 6 x 14. (Depends upon methods of hang- 
Upper rafters—66, 2 x 6 x 12. ing doors and sash.) 
Lower braces—66, 2 x 6 x 14. Bolts—32, % x 12, sill to founda- 
Upper braces—132, 1 x 6 x 12 tion. 

Collar beams—33, 2 x 6 x 6. Paint—16 to 20 gallons. 
Shaw rafters—66, 2 x 4 x 6, S4S. Nails—600 to 800 pounds, 7d, 8d, 


Struts—132, 2 x 4 x 2, at plate; 10d, and 16d. 


66, 2x 4 x 2, at roof break; 132, Interior not included. This 
1 x 4 x 2, at roof break. may be changed to meet individ- 
Ridge board—6, 2 x 8 x 12. ual use. 
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Here is a type of general barn which finds favor with a large 

number of farmers because of its all-around adaptability. It is on 

one of the farms in the 14,000-acre Sibley estate at Sibley, Il. 

Well constructed with a concrete foundation and floor, it has a 

large hay mow overhead and quarters for several cows, horses 
and grain bins on the ground level 


the roof and two ventilators on the ridgepole. The ventilators 
are considered a big aid in improving the inside air for stock, 
and also benefit new hay. 

The interior of the general purpose barn can be arranged to 
suit the individual farmer’s needs. As shown in the layout on 
this page, there are provisions in this particular plan for keep- 
ing ten cows, eight horses, a bull, feed, and harnesses. A drive- 
way extends the full length of the building for convenience, and 
has a door at both ends. Overhead a spacious mow provides 
room for a quantity of hay, which can be safely kept with the 
aid of the ten windows in the gambrels and dormers, and the 
ventilators. Doors in the ends of the gambrel swing open to 
permit the unloading of hay. 

Retail lumber dealers will find the bill of materials listed here 
useful in their sales campaigns. The specifications were made 
available by the Department of Agricultural Engineering, Uni- 
versity of Illinois, which reports that the barn can be built for 
about $2,500 in most areas. 
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LirrLte Rock, ARK., 
June 15. — Addressing 
the thirty-second annual 
convention of the Ar- 





T. J. REYNOLDS, 
Hot Springs; 
tetiring President 





kansas Association of Lumber Dealers, held in 
the Hotel Marion, here, June 3-4, President T. 
J. Reynolds, of Hot Springs, offered some prac- 
tical advice to the assembled retailers, who 
numbered between 75 and 100. Some especially 
— paragraphs of this excellent address 
tOHoOw : 


Sell your service and a dollar’s worth for 
a dollar. Promise your customer the best of 
service, in delivery, in helping to secure 
financial assistance, in helping him to plan, 
and helping him when you think your serv- 
ices are required to secure competent and 
dependable workmen. 

My advice is to sell quality merchandise, 
and avoid all regrets. Quality merchandise 
builds good will. When you sell merchandise 
made by a dependable manufacturer it is a 
genuine pleasure to meet your customers 
anywhere, without fear of complaint of 
shoddy merchandise. 

Sell your merchandise at a profit. Anyone 
can give his merchandise away. Any lumber 
or material dealer is entitled to a profit. He 
can not long endure if he fails in securing 
this legitimate profit. 


Must Get a Fair Profit 


Let’s be satisfied with a fair profit and a 
reasonable division of the business in our 
town or community. We must remember our 
competitor has to live and support and edu- 
cate his family. Always obtain a fair margin 
of profit. Price-cutting and low markets have 
never resulted in a building boom. The buy- 
ing public is unappreciative of low prices and 
believes you are a liar when you tell them 
you are selling at 5 or 10 percent above 
actual cost. Gross profit is the difference 
between actual selling and cost price. Re- 
member, please, the net profit is the differ- 
ence between the cost of your merchandise 
sold, plus all the operating expenses, and 
none of these must be overlooked. 


Don't Fool Yourself on Costs 


Do not be like the dealer who said his 
“delivery costs were nothing as he had his 
own trucks.” I define what I consider ex- 
penses incurred in operating a lumber and 
building material business. Salaries even if 
you own your own business, should be reck- 
oned with; wages to various types of em- 
ployees, rents, taxes, insurance, depreciation 
on trucks, interest, loss from bad accounts 
(which we must all suffer if we sell our 
merchandise on any terms other than cash), 
telephone, telegraph, water, lights, heat, at- 
torneys’ fees, and other items which go to 
make the net loss. Then, too, in taking in- 
ventories, which should be done at least 
twice a year, we must not overlook reducing 
the cost price on items of merchandise which 
have proven “shelf-warmers,’ and become 
obsolete. I recommend that these “shelf- 
warmers,” when inventory is made on semi- 
annual basis, be reduced 25 percent from ac- 
tual cost, each inventory time. 


Keep Yard and Stock Tip-Top 


We should keep our yards in tip-top shape. 
Keep all buildings and fences painted and 
brightened up. Let the buying public know 
you have pride and are civic-minded. Keep 
your lumber piled nicely and arranged for 
prompt handling of an order. It costs less 
to display your lumber and. other merchan- 
dise than it does to throw things in the slip- 
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Arkansas Lumber Dealers Meet 


in Annual Convention 


Merchandising and Distribution Are Major Subjects 
Discussed --- Strong Slate of Officers is Selected 


shod, I-don’t-give-a-darn manner. Keep the 
interior of your place of business spic and 
span. .Your paints and builders’ hardware 
should be well and neatly displayed. Mer- 
chandise well and carefully displayed wins 
the sales battle. Lumber should not be left 
strewn in alley-ways where trucks drive 
over it and destroy its sales value. I have 
seen this done and several dollars’ worth of 
salable lumber destroyed. These boards rep- 
resent money, and where is the employee 
who would drive over a dollar, or even a 
dime? Delivery equipment should be kept 
well painted and brightened up, and should 
display the name of the dealer and some of 
the leading brands of merchandise sold. De- 
livery equipment should be looked after care- 
fully as to mechanical condition. By seeing 
that this is done, better service may be given 
and chances of accidents reduced. 


Ripe for a Building Boom 


America’s need for new homes is more acute 
today than at any previous time in the nation’s 
history, the delegates were told by E. H. Batch- 
elder, of Chicago, vice president in charge of 
sales, the Insulite Co. 


Public confidence in home owning, said he, 
is rapidly ascending to a crest which, within 
a few years, will equal the present public 
acceptance of the automobile. The prudent 
citizen now realizes that an investment in a 
home places his money beyond the possibility 
of depreciation through further inflation. 
This situation opens for us in the building 
industry an opportunity far greater than has 
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Ww. C. CHAMBERLIN, 
Little Rock; 


GILBERT STACY, 
Little Rock; 
Executive Committee Vice President 


been enjoyed in past years. But to stir this 
huge market into activity, we must quickly 
adopt modern and successful methods of ad- 
vertising and merchandising such as are now 
employed by other groups selling less durable 
goods, 


"Where Are We Headed?" 


Another notable feature of the program was 
an address by Charles A. Stuck, of C. A. Stuck 
& Sons, Jonesboro, Ark., on the topic “Where 
Are We Headed?” Basing his opening thought 
on the subject of distribution, Mr. Stuck said: 
“My definition of that term is selling the most 
building materials at the largest reasonable 
profit. By this I do not mean excessive profit, 
but at least enough margin to a little more than 
cover our costs.” 
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Why don’t the man- 
ufacturers go along 
with us 100 percent? 
he asked. I think the 





R. J. WILLIAMS, 
Little Rock; 
Elected President 








trouble is that we are at fault, in that we sit 
still too long and let the manufacturers go by 
us. When the manufacturers bring out new 
products and ask us to put in a stock and 
we refuse to do so, it is not so very strange 
that they seek other channels through which 
to distribute their products and that even- 
tually we are in trouble. Insulation is a new 
thing and can be a profitable side-line but 
likely our industry will not become inter- 
ested until some other set of folks get into 
the insulation business and begin cutting in 
on us. Then we will get all wrought up and 
demand of somebody that something or other 
be done to combat a menace in what should 
have been with us a profitable line. 
Touches Upon Co-operatives 

The principal speaker at the final session was 
J. D. McCarthy, secretary Illinois Lumber & 
Material Dealers’ Association, Springfield, IIl1., 
who spoke on associational activities, and also 
touched upon the live subject of consumer co- 
operatives, saying, “These are well organized 
in Illinois, in several lines of business. I don’t 
know whether you have them yet in Arkansas, 
but these organizations constitute a menace in 
the matter of distribution that is going to face 
you.” 

E. E. Woods, secretary of the Southwestern 
Lumbermen’s Association, Kansas City, called 
attention to the bonus funds now being received 
by the veterans, and said that it was up to the 
lumber dealers to try to get some of this money 
used for construction and modernization of 


homes. 
The New Slate of Officers 


The election of officers and directors resulted 
in choice of the following men for the various 
offices : 

President—R. J. Williams, Planters Lum- 
ber Co., Little Rock. 

Vice president—Gilbert Stacy, Little Rock. 

Directors—L. L. Baggett, Fayetteville; John 
McLeod, Cotton Plant; Mabel Padgett, Bates- 
ville: J. T. Cone, Searcy; Vick Wagner, Con- 
way; Jack Rich, Wynne; Charles A. Stuck, 
Jonesboro; Onis Green, Hot Springs; Fred 
Nowlin, Little Rock, and C. C. Curl, Helena. 

Executive committee—W. C. Chamberlin, 
Little Rock; E. C. Barton, Jonesboro; Carthal 
Robbins, Stuttgart. 

Leonard P. Biggs, of Little Rock, will con- 
tinue as secretary and treasurer pending action 
on a proposal to name a full-time secretary. 

President-elect Williams was authorized to 
appoint a committee of three to contact lumber- 
men of the State during the year in an effort 
to secure enough pledges for salary of a full- 
time secretary. The report of the planning 
committee called for a budget of $10,000, but 
this was considered by many in attendance to 
be too high. The hope was expressed by many 
that by the time the next annual convention 
assembles the association will be in position to 
set up a full-time secretary. 








THE HOUSEWIFE who enjoys sewing will find 
a room specially built for this use a great joy. 
A sewing room can accommodate the occasional 
guest, too, and be doubly useful. 
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of woods. 
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LUMBER LITERATURE 


‘The statement has been made repeatedly, particularly at conventions during the season just ending, that the lumber 
industry does not do its share in supplying dealers and consumers with information regarding the qualities and uses 


Comparisons with the widespread publicity and informative 


June 20, 1936 


FOR THE DEALER, 
SPECIFIER AND 
CONSUMER 


services offered by manufacturers of compet- 


ing products picture the lumberman as being rather a slacker in helping the distributors ‘of his products to expand 


their markets. 


nor what literature and sales 
place its products before the public in their proper light, the 
and valuable booklets, pamphlets and circulars designed to aid the dealer and distributor to enlarge their markets. 
the dealer forget, or never know, 


dealer or consumer. 


aids are available. 


sulted and use made of the aids it offers. 


NATIONAL LUMBER MANUFACTURERS’ ASSOCIATION 


Single copies of the following publications are available at prices 


indicated; 


quantity prices furnished upon request. 
no price is given are free so long as present supply lasts. 
Cc. 


Items for which 
Address 


1337 Connecticut Avenue, Washington, 


Home Construction 


INTERESTING SMALL HOMES— 
Floor plans, line drawings of 
37 small houses, most of which 
will cost not more than $3,500 
to build; only a few as much 
as $5,000. (10c) 

FOR HOME LOVERS—A sugges- 
tion booklet of various pleas- 
ing designs in five to twelve 
room lumber-built homes. (10c) 

HOUSE FOR THE GROWING IN- 
COME—How to begin with a 
modest three-room home which 
can be made to grow as the 
family grows. (10c) 

EXHIBIT HOUSE AT A CEN- 
TURY OF PROGRESS—Sixteen- 
page booklet giving the com- 
plete story of the house and 
its materials. 

MODERN HOME INTERIORS— 
Interesting, original drawings 
of built-in furniture and built- 
in decoration in the home. (10c) 

MODERNIZING PICTORIAL— 
More than thirty illustrations 
of what may be done to make 
rey old house new at low cost. 


10c) 

NE Ww HOMES FROM OLD 
HOUSES—Free leaflet. 

WOOD FLOORS—An instructive 
booklet about floor satisfac- 
tion. (10c) 

CEILINGS OF WoOOD—Booklet 
of decorative ceilings. (10c) 
FENCES OF WoOOD—Beautiful 
fences of the more elaborate 

type. (10c) 

PLASTER CRACKS, THEIR 
CAUSES AND PREVENTION— 
Leaflet. 


Technical and Design 


WOOD STRUCTURAL DESIGN 
DATA (Vol. I)—296 _ pages, 
technical data with physical, 
chemical, mechanical proper- 
ties of wood; quality-strength 
relations; glossary of lumber 
terms; board measure; quan- 
tity costs; sizes; symbols; prop- 
erties of sizes; wood beam, 
column and heavy floor design 
and load tables. ($1.00) 

HOUSE FRAMING DETAILS — 
Isometric drawings of the best 
way to frame a house for last- 
ing satisfaction. Details of 
fireplace and chimney construc- 
tion. (10c) 

STRONGER FRAME WALLS— 
How wood walls should be 
framed for greatest strength; 
based on laboratory tests. (10c) 

MAXIMUM SPANS FOR JOISTS 
AND RAFTERS — Spans for 
joists of various sizes and 
spacings for usual live loads 
per square foot. (10c) 

WORKING STRESSES FOR 
STRUCTURAL LUMBER AND 
TIMBER—tTables of working 
stresses and explanatory in- 
formation. 

COST OF COMFOR T—Leaflet 
showing costs and insulating 
value of several types of wall 
construction. 

MANUAL OF TIMBER CONNEC- 
TOR CONSTRUCTION — Book- 
let by the Timber Engineering 
Company explains use of mod- 
ern connectors, safe loads and 
installation data, (10c) 


BOLTED WOOD JOINTS—tTables 
of safe loads for wood joints 
when bolts are used, and ex- 
planatory statement of their 
application. 

TESTS OF FRAME WALL CON- 
STRUCTION — Tornado resist- 
ant construction of buildings. 


Selection and Specification 

LUMBER GRADE-USE GUIDE— 
Book of 15 pamphlets describ- 
ing the classification, manufac- 
ture, grading and use of hard- 
wood and softwood lumber, 
with recommended grades in 
the species for parts of build- 
ings and other structures, 
($1.50 per copy) 

AMERICAN LUMBER STAND- 
ARDS SPR-16—With Supple- 
ment. (30c) 

STANDARD WOOD MOULDINGS 
—Book of American Standard 
moulding patterns. (30c) 

SPRINGWOOD AND SUMME'R- 
WoOOD—Discussion of rings of 
annual growth in trees. 


School Buildings 

SAFETY WITH ECONOMY IN 
SCHOOL BUILDINGS. (10c) 

MODERN SCHOOLS—Series of 
leaflets on new frame schools. 

SCHOOL BUILDING WINDOWS. 

WINDOWS AND HEATING 
COSTS. (Leafilet.) 

WOOD SASH REPLACES STEEL 
IN KANSAS CITY HIGH 
SCHOOL. (Reprint.) 

Farm Building 

AMERICAN FARM BUREAU 
FEDERATION PRIZE WIN- 


oe FARM AND SUBURBAN 
(1) An Ideal Farm Home. 
(2) An Economical Home for 


the Farm Builder. 
(3) Farm Storage Units. 
(4) Open Face Implement 
Shed. 
(5 Ice House Plan 
POULTRY HOUSES AND EQUIP- 
MENT—40 pp. of discussion 
and pictures of all types of 
poultry buildings. (10c) 
AN ALL WOOD SEPTIC TANK— 
Free leaflet. 
Sash, Frames and Trim 
FACTS ABOUT WOOD SASH 
AND FRAMES. 
WOOD WINDOWS FOR FAC- 
TORY BUILDINGS. 
THE CASE FOR WOOD SASH. 
bal =A a AND HEATING 


COSTS. 
TIME SAVING TRIM DETAILS. 
General Construction 
HEAVY TIMBER CONSTRUC- 


TION. (Planograph.) 

TIMBER FRAMING TALL 
BUILDINGS. 

AIRPLANE HANGAR _ CON- 


STRUCTION; 40 pp., illus, (10c) 
HIGHWAY VIADUCT OF PRE- 
FABRICATED TIMBER IN 
OREGON. (Reprint.) 
LU te FOR Yo INDUSTRY 


) 
HANGAR FIRE TEST PICTO- 
RIAL. (10c) 


Miscellaneous 


PREVENTION OF TERMITE AT- 
TACK—(Planograph.) 


It is possible that many who ‘make such charges do not know just what has been done along this line, 
While the lumber industry has perhaps not done all that it might to 


various manufacturers’ organizations have prepared many 


AIR INFILTRATION THROUGH 
VARIOUS TYPES OF WOOD 
FRAME CONSTRUCTION. 

EFFECTIVENESS OF MOISTURE 
EXCLUDING COATINGS ON 


CE OF 
TREATED WOOD. 
BEARING STRENGTH OF WOOD 
UNDER BOLTS. (5c) 
WOOD IN _ AIRCRAFT CON- 
STRUCTION—275 pp. ($1.00) 


Lest 


how much of this material is immediately available, the AMERICAN LUMBERMAN has 
prepared the following complete and uptodate list of literature issued by the larger manufacturers’ 


groups for use of 


Every reader should find this list of inestimable value if he will keep it where it can be easily con- 


HUMIDITY TESTS OF WOOD 
EXTERIOR REFRIGERATORS 
—40-page booklet. (10c) 

WOOD BOXES. (Leaflet.) 

WOOD OFFICE FILING EQUIP- 
MENT. (Leafiet.) 

PLAN YOUR OFFICE 


Popular 


THE STORY OF WOOD. 
OUR AMERICAN FORESTS. 


IN WOOD. 


CALIFORNIA REDWOOD ASSOCIATION 


Single copies of all the following with the exception of “Redwood 


Vacation Homes” 
request. 


plan book will be furnished free of charge upon 
Prices for quantity lots will be quoted upon inquiry, 


Address 405 Montgomery Street, Say Francisco, Calif. 


General Publications 


CALIFORNIA REDWOOD—lIllus- 
trated booklet. 

CALIFORNIA REDWOOD AS 
USED AT SAN DIEGO EXPO- 


N. 
STANDARD SPECIFICATIONS 
FOR YARD GRADES. 
STANDARD SPECIFICATIONS 
FOR STRUCTURAL GRADES. 
GRADE USE GUIDE—CALI- 
FORNIA REDWOOD. 
STANDARD PATTERN BOOK. 
STANDARD WOOD MOULDINGS. 


Technical Bulletins 


SHRINKAGE. 
PAINTING CHARACTERISTICS. 


TERMITES AND THEIR CON- 
TROL. 

STADIUMS. 

NAILING. 

es | 7 eee CRIB CONSTRUC- 


TION 
REDWOOD SHAKE CONSTRUC- 
TION. 


INSULATION. 
REDWOOD TO THE FIRST 
FLOOR 


INTERIOR FINISHES. 

REDWOOD SEPTIC TANKS. 

PAINTING AND FINISHING 
CALIFORNIA REDWOOD EX- 


TERIORS. 
SANDBLASTING, TORCHING, 
ADZING, ETC. 
SMALL GREENHOUSE PLAN. 
REDWOOD TANKS AND VATS. 
RELATION OF WOOD SHINGLES 
AND WOODEN CONSTRUC- 
TION TO FIRE HAZARDS. 
TERMITES CAN BE EASILY 
ELIMINATED. 
a hte CULVERT BULLE- 


REDWOOD PIPE. 

woe YS OE 4 LEAFLET. 

OVER - ROOFING WITH 
SHINGLES OF CALIFORNIA 
REDWOOD. 

COMPLETE DATA ON “CERTI- 
FIED CALIFORNIA RED- 
WOOD SHINGLES” — Applica- 
tion, etc. 


FIVE ESSENTIALS OF ROOF 
VALUE. : 
REDWOOD SIDING FOR MOD- 
ERN EXTERIORS—Leaflet. 
PAINTING INSTRUCTIONS— 
California Redwood Siding 
WAYSIDE TOURIST HOME— 

Plan for California type. 
WAYSIDE TOURIST HOME— 

Plan for Rustic type. ; 
WAYSIDE a ge ell HOME— 

Plan for Colonial type. __ 
REDWOOD VACATION HOMES 
—Plan Book. (25c copy) 


Agricultural Series 


BARN—General Utility Barn. 
(Unit Construction.) 
CATTLE—Comb. Feed Rack. 
FENCING—Separate bulletins on 
Gates; Fence Posts; Farm 
Gates; Portable Fence Panels; 
Portable Hurdles and Pens. 
HOGS—Self Feeder. 
IRRIGATION STRUCTURES — 
Two bulletins: Irrigation Gate, 
Single Wall Type; Irrigation 
Gate, Double Wall Type. 
MISCELLANEOUS — Two bulle- 
tins: Trays, Hay Stack Covers, 
Turkey Nests, Etc.; and Boards 
for Hay Stack Covers. 
POULTRY HOUSES AND 
DOUIPMENT: 
All-Purpose Poultry 
(Unit Construction.) 
Portable (Backyard or Colony) 
Poultry House. 


House. 


Poultry Laying House. (U. C. 
Type. ne 
Nests for Poultry, Sliding 


Drawer Type. 
Dry Mash Feeder—Two bulle- 
tins: Type A; Type B. 
Poultry Feeder. (Benson Type.) 
Self-Feeding Mash Hopper — 
Two bulletins: Type 1; Type 2. 

RABBIT HUTCHES—Unit Con- 
struction. 

SHEEP—Feed Rack. 

SEPTIC TANK Sewage Dis- 
posal: Two bulletins: Cali- 
fornia State Board of Health 
Type; U. of Calif. Type. 





AMERICAN WALNUT MANUFACTURERS’ ASSOCIATION 


The following is but a partial list of the association’s publications, 
including only those which are of particular interest and help to 


the dealer and consumer. 

THE STORY OF AMERICAN 
WALNUT. 

AMERICAN WALNUT FOR IN- 
TERIOR WOODWORK AND 
PANELING. 

VENEER AND PLYWOOD— 
Specifications and descriptions. 

HOW TO IDENTIFY REAL 
AMERICAN WALNUT. 

INTERIORS OF AMERICAN 
WALNUT. 


THE Ago es FIGURE OF 
JUGL, NIGRA. 


Address 616 South Michigan Blvd., Chicago. 


BARS IN WALNUT. 

GRAPH SHOWING _ PHYSICAL 
AND MECHANICAL PROPER- 
TIES OF WELL KNOWN 
CABINET WOODS. 

CERTIFICATION AND GRAD- 
ING OF WALNUT VENEERS. 

LOGGING AMERICAN WALNUT. 

HOW TO SELECT AND GET 
OUT MERCHANTABLE WAL- 
NUT STUMPS. 

RULES FOR GRADING AMERI- 
CAN BLACK WALNUT LOGS. 
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Trade Extension Aids, Lumber Use-Grade Data 
Made Available by Manufacturers’ Associations 


APPALACHIAN HARDWOOD MANUFACTURERS (INC.} 


The following publications are distributed free of cost to all 
retail yards, wholesalers and users of hardwoods upon request. While 
hardwood lumber does not play a large part in the business of some 
retail lumber yards, the greater bulk of it being purchased by indus- 
trialists, still there are a great number of retail yards which oper- 
ate planing mills and consume hardwood lumber for interior trim 


purposes. Most dealers are interested in hardwood flooring, trim 
and paneling. Address 414 Walnut Street, Cincinnati, Ohio. (Trade 


Kxtension Department.) 

APPALACHIAN HARDWOODS— 
Fight - page brochure’ giving 
characteristics of these woods. 

CHESTNUT AS A CORE WOOD— 
Four-page reprint from Forest 
Products Laboratory publica- 


tion. 

APPALACHIAN YELLOW POP- 
LAR—Five minutes of profit- 
able reading. 

THE SOUTHERN APPALA- 
CHIANS, LAND OF THE 


HARDWOODS —By David G. 
White. 

FLOORS AND HEALTH Some 
aspects of the relation of floors 
in low cost housing projects 
to the health of the occupants. 

PROTECTION THROUGH  SE- 
LECTION—Discussion of hard- 
wood lumber specifications. 

CHESTNUT FOR DISTINCTIVE 
PANELING—Handsomely illus- 
trated 8-page brochure. 








NORTHERN HEMLOCK AND HARDWOOD 
MANUFACTURERS' ASSOCIATION 


The following publications are distributed to dealers upon request. 
Address office of Secretary-Manager, Oshkosh, Wis. 


BEAUTIFUL BIRCH FOR 
BEAUTIFUL WOODWORK. 

RULES FOR THE INSPECTION 
OF HEMLOCK LUMBER AND 
WHITE CEDAR SHINGLES. 

ARISTOCRAT OF ROOFING MA- 
TERIALS “LIFE LONG WHITE 
CEDAR SHINGLES.” 

HOW TO LAY A HALF CEN- 
TURY SHINGLE ROOF. 

met USES OF HARD 


MAPLE. 
PRACTICAL FARM HOUSES. 
SENSIBLE BARNS AND DAIRY 
BARNS. 


SEVEN VITAL FACTORS OF 
BUILDING CONSTRUCTION. 

ECONOMICAL GARAGES. 

CORN CRIBS AND GRANARIES. 

SMALL FARM BUILDINGS. 

KORN KEEP SILO. 

PLANS, SPECIFICATIONS AND 
BILLS OF MATERIALS FOR 
ABOVE—Please specify. 

COMPARATIVE PHYSICAL 
PROPERTIES OF HARD- 
ee strength 
tests. 

BEFORE YOU BUILD. 

LUMBER BUYER’S GUIDE. 


SOUTHERN PINE ASSOCIATION 


New literature is constantly being prepared and is rapidly ex- 
hausted. The following list is up to date and any of these booklets 
and pamphlets may be secured at the price given by writing the 
association office, Interstate Bank Building, New Orleans, La. 


Technical 


SOUTHERN PINE MANUAL OF 
STANDARD WOOD CON- 
STRUCTION—Pocket size; 200 
pages, thin paper. of tables, 
diagrams, technical engineer- 
ing information, formulae, etc., 
in standard wood construction. 
For engineers, architects, con- 
tractors, ete. $1.50. 

ARCHITECTS’ SPECIFICATION 
MANUAL FOR RESIDENCES 
For architects, designers, deal- 
ers and users of wood in resi- 
dential construction; principles 





for use of the home builder; 
bill of material included. 
(Free) 

PERMANENT HOMES OF 
SOUTHERN PINE—Fifteen car- 
dinal points of correct frame 
construction. (Free) 

AND NOW DRY LUMBER—Clar- 
ification of reasons for subject- 
ing lumber to moisture limi- 
tations of SPA standard speci- 
fications and the advantages of 
properly seasoned southern 
pine lumber. (Free) 

SOUTHERN PINE—WHAT IT IS 
AND WHAT IT IS USED FOR 





SOUTHERN CYPRESS MANUFACTURERS’ ASSOCIATION 


Many useful and attractive booklets have been distributed by 
this association and new ones are issued frequently. So popular have 
these proved however that the supply has been quickly exhausted. 
At the present the following list comprises all that is available. 
Address Barnett National Bank Building, Jacksonville, Fla. 


THE AMERICAN BALD OFFICIAL GRADE MARKS AND 
CYPRESS; by Hermann Von TRADE MARK—Also ceertifi- 
Schrenk — Thirty-eight page cates of inspection, rate of 
bulletin on the physical and charges for inspection and re- 
chemical properties of cypress inspection service. 
with special reference to red PAINTING INSTRUCTIONS FOR 
cypress, coast type. io RED CYPRESS 

TIDEWATER RED CYPRESS— Leaflet. 

Twenty pages of valuable in- STANDARD GRADES AND CLAS- 
formation on_ grades, _ uses, SIFICATIONS OF CYPRESS. | 
properties of cypress with rec. BIRD-HOUSE BOOK—New | edi- 
ommended grades for various tion of the popular book “Good 
ordinary uses, such as _ walks, Bungalows for Good Birds.” 
platforms, fences, billboards Contains working plans and 
and the like as well as for specifications; also illustrations 
structural purposes. Pines Raggy = you and other 
- . information. c 

STANDARD SPECIFICATIONS “PECKY” CYPRESS—What it is 
FOR STRUCTURAL STRESS- $4. 
GRADES OF TIDEWATER and where and how to get it; 
RED CYPRESS — Grades ae also contains working draw- 
joists, beams, stringers, posts ings for making original and 
ced Geahenn distinctive furniture pieces. 

° , TIDEWATER RED CYPRESS 

THE REPELLENT QUALITIES FOR INTERIORS—Handsome- 

OF CYPRESS TO TERMITES— ly illustrated booklet now on 

Hight-page booklet. the press. 


SOUTHERN HARDWOOD PRODUCERS ([INC.) 


Since this organization is comparatively new there is as yet not 
much literature to be listed under its name. However plans are 
already completed for the issuance of a series of bulletins on the 
more important southern hardwoods, of which one is already off the 
press. These bulletins will be available to dealers, specifiers and 
users of hardwoods upon request. Address Maritime Building, New 
Orleans, La. 

RED AND SAP GUM FROM SOUTHERN HARDWOOD FORESTS— 

Bulletin No. I of proposed series, eight pages on the nature, char- 

acteristics, availability, distribution and uses of red and sap gum. 


WEST COAST LUMBERMEN'S ASSOCIATION 


The association now has available the booklets listed below, man 
of them free in limited quantities. This material includes both 
technical and popular discussions of the grades, properties, uses, 
merits and available supplies of each of these woods. All requests 
for literature should be addressed to the association office, 364 Stuart 
Building, Seattle, Wash. 
STANDARD GRADING AND 
DRESSING RULES FOR DOUG- 
LAS FIR, SITKA SPRUCE, 


WESTERN RED CEDAR, THE 
ENDURING WOOD OF HIGH 
y a SERVICE—24 pp. illus. (Free) 
WEST COAST HEMLOCK AND WHERE TO USE WEST COAST 
WESTERN RED CEDAR LUM- WOODS ON THE FARM—32 
BER—Single copies free to re- pp. illus. (Free) 
tail dealers on request. POULTRY HOUSES AND EQUIP- 
WEST COAST MOULDING MENT—24 pp. illus. (Free) 





BOOK: 7000 Series—1931 edi- PROFITABLE HOG RAISING— 
tion. (15c) —22 pp. illus. (Free) 
ASSOCIATION MEMBERSHIP 


DIRECTORY—Includes list of Technical 


products manufactured. (Free) 





of construction, specifications —Widely used as a text book 
and diversified uses of southern in schools; beautifully illus- 


pine; recommended grades for trated. (Free) 

various uses. Free for single FOLLOWING SOUTHERN PINE 

copy, 10c in quantities. THRU THE LABORATORY— 
COMPARATIVE VALUES OF Record of Forest Products 

SOUTHERN PINE AND Laboratory tests. (Free) 


OTHER SOFTWOODS—Leaflet 


re THE SPECIFICATION OF SPA 

(Free). 

MAXIMUM LOADS AND SPANS 
WITH 


GRADE-MARKS OR CERTIFI- 
CATES OF INSPECTION—How 
TABLES OF INTER- the Government specifies lum- 

CHANGEABLE JOISTS—A ber; SPA plan; certificates of 
practical booklet for architects inspection; charges. (Free) 
and engineers; selection of BUYER’S GUIDE—List of sub- 
economical joist sizes, safe scribers and locations of plants 
toons for Neg of joists ete. (Free) 
and spans, etc. ree). . * 

TABLE OF INTERCHANGEABLE Gradina aieenincbaton Senteets 
JOIST SIZES FOR SOUTHERN FOR GRADES OF L. L. AND 


PINE—Leafiet (Free). S. L. SOUTHERN PINE—To re- 
Promotional tail dealers 25c; to others 35c. 
SOUTHERN PINE FARM BUILD. CAlfogdABEIEAY cats andthe: 
INGS Blue prints and mate- motives; grading classification, 
rial lists for small, modern average weights worked to 
buildings. incorporating ideas standard Pe ARA car mate- 
for additions or alterations. rial atterns. ote. (She each 
Simple directions and designs pie. 3 P $1,003 ete. eac 
anyone can follow. (25¢ STANDARD WOOD MOULDINGS: 
CONTE ater an atin eee 7000 Series—Full-size designs 
ND HOW TO BUILD THEM— American standard size mould- 
Eleven designs for one-, two- ings and examples of assem- 
and three-car garages Draw- bly. (30c) 
ings especially prepared forthe sgTANDARD WOOD MOULDINGS: 
amateur who wants to_ build 8000 Series—Moulding patterns 
his own garage; detailed and that were standard prior to 
elementary instructions (25c) adoption of 7000 Series. (30c) 
BEAUTIFYING THE HOME THE GULF COAST CLASSIFI- 
GROUNDS—Attractive designs CATION OF PITCH PINE— 
for pergolas, trellises, lawn and Covers export items of resawn 
garden furniture, etc. (25c) lumber and sawn timber, espe- 
JOY BUILT INTO A SMALL cially recommended to manu- 
GREENHOUSE—Folder;  sim- facturers, exporters and im- 
plified directions and plans porters. (25c) 








WEST COAST HEMLOCK, ITS 
QUALITIES AND USES—20 pp. 
illus. (Free) 

SITKA SPRUCE, A QUALITY 
WOOD OF HIGH SERVICE— 
16 pp. illus. (Free) 

DAIRY FARM BUILDINGS—24 
pp. illus. (Free) 

DOUGLAS FIR SASH AND 
FRAMES—20 pp. illus. (Free) 

PRIZE HOMES OF WEST COAST 
WOODS—32 pp. illus. booklet 
showing designs developed by 
West Coast Architectural Com- 
petition in 1929. (Free) 


DOUGLAS FIR BRIDGE MATE- 
RIA Free) 


L. ee 
CHARACTERISTICS, STRENGTH 
AND DURABILITY OF DOUG- 
LAS FI 


a ee) 

MECHANICAL PROPERTIES OF 
TIMBERS. (Free) 

GRADE-USE GUIDE—32 pp. 
Recommends suitable grades of 
West Coast woods for build- 
ings and other structures. 
(Single copies free) 

DOUGLAS FIR USE BOOK—209 
pp. Structural design data for 
architects and engineers. ($1.00 
per copy) 


WESTERN RED CEDAR LUMBER 


The following mailing pieces and pamphlets may be obtained by 
dealers on request. All are free in limited quantities. Address 5566 


Stuart Building, Seattle, Wash. 

PORTFOLIO OF INFORMATION 
SHEETS—Describing properties 
of western red cedar, its grades 
and examples of use. (Single 
sets free) 

DISTINCTIVE SMALL HOME 
BUILT WITH CEDAR—Reprint 
from American Home. 

USE OF CEDAR IN FARM 
BUILDING CONSTRUCTION— 
Mailing piece for dealer distrib. 


RESTYLING OLD HOUSES BY 
USE OF CEDAR SIDING— 
Mailing piece for dealer distri- 
bution. 

PAINT INSTRUCTION — Leaflet; 
mailing piece for dealer dis- 
tribution. 

GENUINE WESTERN RED 
CEDAR SIDING —Illustrating 
residential construction; mail- 
ing piece for dealer distrib. 


NORTHERN PINE MANUFACTURERS’ ASSOCIATION 


At present this association has only two pieces of literature ready 


for distribution as listed below. 
Minneapolis, Minn. 


Address Lumber Exchange Building. 


STANDARD GRADING RULES FOR NORTHERN WHITE PINE. 
NORWAY PINE, JACK PINE, SPRUCE, BALSAM, TAMARACK 


AND ASPEN—15 cents each. 


GRADE-USE GUIDE COVERING NORTHERN WHITE PINB, NOR- 


WAY PINE AND EASTERN SPRUCE 


Free. 





(Continued on following page) 
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RED CEDAR SHINGLE BUREAU 


In addition to the permanent helps listed below the Bureau pub- 
lishes now and then reprints regarding “Certigrade” red cedar 
shingles and special pieces which are available as long as they last. 
These circulars are kept up to date and revised and improved when- 


June 20, 1936 


DOUGLAS FIR PLYWOOD ASSOCIATION 


Single copies of all the following will be furnished free of charge 
upon request. Prices for quantity lots will be quoted upon inquiry. 
Address Tacoma Building, Tacoma, Wash. 


7 WAYS FOR BUILDERS TO 





ever it is thought advisable. 
For General Distribution and 
Envelope Stuffers 
WOOD SHINGLE INDUSTRY 
NATIONALLY ATTACKED. 
SEVERE TESTS MET BY 
CEDAR SHINGLES 


FARMS. 

THE RIGHT NAILS FOR RED 
CEDAR SHINGLE ROOFS. 

RED CEDAR SHINGLE OVER- 
WALLING. 

rHE CERTIGRADE RED CEDAR 
SHINGLE. 

RED CEDAR SHINGLES FOR 
HOMES OF LASTING BEAUTY. 

RED CEDAR SHINGLE SIDE 
W ALLS 


OVER-ROOFING WITH RED 
CEDAR SHINGLES. 

MRS. GILROY GOES UP TO HER 
GARRET. 

STORM-PROOF RED 
SHINGLES. 

RED CEDAR SHINGLES—THE 
HOME OF SNUG BEAUTY. 

MRS. SUTTON GOES DOWN TO 
HER CELLAR. 

SUMMER AND WINTER INSU- 
LATION. 


CEDAR 


Address 4408 White Building, Seattle. 


For Educational Purposes 


THE ROMANCE OF THE SHIN- 
GLE—Sixteen pages. 





For Those Interested in Roof 
Application 

GRADING AND PACKING RULES 
FOR RED CEDAR SHINGLES: 
Twelve pages; for general dis- 
tribution to retail lumber deal- 
ers, contractors, carpenters, 
architects and others directly 
interested in the roof applica- 

tion of red cedar shingles. 


For Advertising Uses 

A COMPLETE NEWSPAPER 
MATRICE SERVICE — Twelve 
different mats furnished free of 
charge to those interested in 
advertising “Certigrade” red 
cedar shingles. 

For Salesmen 

THE RED CEDAR SHINGLE 
SALESMAN—Monthly publica- 
tion containing sales aids of 
value. 


WESTERN PINE ASSOCIATION 


A revised schedule of publications (Publication List No. 2) will be 


sent to inquirers, together with blank for ordering. 


Address Infor- 


mation Service, Western Pine Association, Yeon Building, Portland, 
Ore. Following is a condensed list of these publications, which are 
free for single copies, except where price is given. For quantity lots 


a price is made. 
Descriptive Leaflets 

THE WESTERN SOFT TEX- 
TURED PINES—4 pp. folder 
for architects, contractors and 
engineers. 

FACTS ABOUT PONDEROSA 
PINE—4 pp. folder for general 
information. 

FACTS ABOUT SUGAR PINE— 
4 pp. folder for general infor- 
mation. 

FACTS ABOUT IDAHO WHITE 
PINE—4 pp. folder for general 
information. 

FOR SAFETY, BUILD WITH 
WooD—2 pp. illus. monograph 
on Helena earthquake. 


Promotion Brochures; Species Books 


PONDEROSA PINE. ITS PROP- 
ERTIES, USES AND GRADES 
—80 pp. species book, illus. 
with grade photos. (25c) 

IDAHO WHITE PINE. ITS PROP- 
ERTIES, USES AND GRADES 

64 pp. species book, illus. with 
grade photos. (25c) 

LARCH, ITS PROPERTIES, 
USES AND GRADES—1931 edi- 
tion: 64 pp. illus. grade photos. 


(25c) 

SUGAR PINE, ITS PROPERTIES, 
USES AND GRADES—5?2 pp. 
species book, illus. grade 
photos. (25c) 

THE WESTERN PINES—D. & D 
edition, 20 pp. Handsomely il- 
lustrated; for dealer distribu- 
tion to customers. Sample free. 











Technical Bulletins: Research Data 


(All the following are compiled 
from data gathered from lab- 
oratory studies.) 

SHRINKAGE AND SWELLING 
OF PONDEROSA PINE—Tech 
Bulletin No. 1; 14 pp. 

SHRINKAGE AND SWELLING 
OF IDAHO WHITE PINE 
Tech. Bulletin No. 2: 14 np. 

SHRINKAGE AND SWELLING 
OF SUGAR PINE—tTech. Bul- 
letin No. 3; 14 pp. 

HINTS ON PREPARING KNOTTY 
PINE PANELING—tTech. Bul- 
letin No. 4; 4 pp. Seasoning 
and handling to avoid shrink- 
age trouble. 

SOME CONTRASTS BETWEEN 
WOOD SASH AND METAL 
SASH—Laboratorvy note. mimeo. 

KILN DRYING TO PREVENT 
BLEEDING OF PITCH—6 pp 
monograph, mimeo. 

THE PREVENTION OF DFCAY- 
FAVORING CONDITIONS IN 
WOOD SASH 

PROPRIETARY COMPOUNDS 
FOR TREATING WOOD SASH 
—Laboratory note, mimeo. 





PROPRIETARY WATER RE- 
PELLANT—Laboratory note. 
PAINTING OVER KNOTS—Lab- 
oratory note, mimeo. (Leaflet) 


Plan Books and Practical Suggestions 


(Following for dealer distribu- 
tion: lots of 25, one color. $2.00; 
extra charge for special im- 
printine: additional lots 10c. 

PLAN BOOK FOR THE BOY 
BUILDER—Idaho white pine; 
handicraft suggestions 

MODERN FARM AND SUBUR- 
BAN BUILDINGS—32 pp. de- 
signs. (10c) 

MODERNIZING PICTORIAL—16 
pp. ideas for imvroving homes. 
(10¢) 

INTERESTING SMALL HOMES 
—37 pp. sketches and floor 
plans. (10c) 

FARM USES FOR WESTERN 
PINFS—16 pp. practical sug- 
gestions 


Grade-Use Guide Pamphlets 


PONDEROSA PINE—20 np. (10c) 
SUGAR PINE—16 pp. (10c) 
IDAHO WHITE PINE—20 pp. 


(10c) 
LARCH-DOUGLAS FIR—16 pp. 


(10¢) 

ENGELMANN SPRUCE—4 pp. 
(Free) 

WHITE FIR—4 pp. (Free) 


Official Grades: Standard Patterns 


STANDARD GRADING RULES— 
Effective Jan. 1, 1934: Ponde- 
rosa pine, Idaho white pine, 
svgar pine and other species. 
Manual 190 pp. (15c) 

OFFICTAT, GRADF. TRADE AND 
SPECIES MARKS—Facsimiles 
and descriptions of authorized 
marks for grade marking lum- 





ber under association rules. 
(Free) 
THE STANDARD MOULDING 


ROOK—R8000 Series. (35c) 
STANDARD WOOD MOULDINGS 
—T7NNN Series. (30c) 
DIRFCTORY OF MEMBERSHIP 
—Rated capacity, species and 
classified products. (Free) 
W. P. A. LUMBER PRICE LIST 
“A”—Oct. 1, 1935. (15c) 


Oxzalid Prints 
(Full size drawings of patterns) 
batt ‘- STANDARD PATTERNS. 
evuc 
OTHER W. P. A. PATTERNS. 


(35¢) 

LOG SIDING, CASKET, SHELV- 
ING. (25c) 

THICK FLOORING, DECKING. 


(20c) 
FULL SET OF ALL ABOVE 
PATTERNS. ($1.00) 


NORTHEASTERN LUMBER MANUFACTURERS ASSOCIATION 


At this writing the association has no publications or pamphlets 


suitable for inclusion in this list. 


However, it is expected in the 


near future to have ready some promotional material covering the 
production of members for distribution to dealers, specifiers and 


users of wood. Address 122 E. 


Forty-Second St., New York City. 


For General Distribution and 
Envelope Stuffers 


NEW INEXPENSIVE COMFORTS 
FOR YOUR HOME—Describing 
the application of plywood to 
built-ins, furniture etc. 

FOR CRACK -PROOF WALLS 
AND CEILINGS—Leaflet. 

NEW INEXPENSIVE BUILT-IN 
COMFORTS—Leaflet. 

NEW MODERN FURNITURE. 

EXTRA ROOMS AND CLOSETS. 

VACATION COMFORTS—Leaflet. 

FLOORS AND SUBFLOORS. 

FAVORITE LUMBER OF THE 
HANDY MAN—Leaflet. 


For Builders 

BASEMENT PROFITS FOR 
BUILDERS—Working drawings 
of basement conveniences such 
as tool racks, seed cabinets etc. 

12 NEW PLANS FOR LOW-COST 
PROJECTS—W orking drawings 
of projects for manual training 
classes. 

FOR WALLS AND CEILINGS OF 
STRENGTH AND BEAUTY— 
Illus. 4-p. booklet on walls and 
ceilings: finishing directions. 

MONEY MAKING PLANS FOR 
BUILDERS—W orking drawings 
of furniture. 

















KEEP BUSY—Working draw- 
ings of built-ins. 

HOW TO BUILD A FUN ROOM— 
Working drawings of basement 
recreation room and_ée indoor 
tennis table. 

HOW TO MAKE STRONGER 
DISPLAYS AND FIXTURES— 
Suggested designs for window 
displays. 


General Construction 


FOR DAMAGE-PROOF CON- 
STRUCTION SPECIFY DOUG- 
LAS FIR PLYWOOD-— 8-p. 
booklet describing and _ illus. 
various uses of Douglas fir ply- 
wood. Includes technical data 
on the product, information on 
sizes and grades, painting and 
finishing directions, etc. 

FOR SMOOTH, FINLBSS CON- 
CRETE, SPECIFY DOUGLAS 
FIR PLYWOOD—4-p. booklet 
on use of this product for con- 
crete form construction. 


Industrial Uses 


INDUSTRIAL BULLETIN — De- 
scribes how Douglas fir ply- 
wood can be efficiently and 
economically applied to a num- 
ber of industrial uses. 


NATIONAL OAK FLOORING MANUFACTURERS’ ASS'N 


In addition to various folders the following “data sheets” are dis- 
tributed and may be had by addressing the association headquarters 
at 830 Dermon Bldg., Memphis, Tenn. 

ARCHITECTS’ DATA SHEETS—tThese give accurate advice as to 
grades of flooring for various types of architecture, and the essen- 
tials of good floor construction and good floor finishing. 


THE VENEER ASSOCIATION 


This is a young organization which has not yet had time to pre- 
pare much literature, but has already put forth two valuable booklets 
for the use of veneer and plywood consumers. Address 616 S. Mich- 


igan Ave., Chicago. 


FACES AND FIGURES—21-page complete story of veneers from for- 
est to home with illustrations in natural colors; glossary; chart of 


furniture periods (35c). 


WOOD—ITS USE IN ARCHITECTURAL DESIGN 





22-page booklet 


on architectural uses of wood; glossary of wood terms; grading 
rules; reference data on principal interior finishing woods. (20c) 


ARKANSAS SOFT PINE BUREAU 


_ Single copies of the following pieces of literature are available 
free to architects and lumber dealers located in the trade territory 


of member mills. 


Plan Books 


SNUG HOMES OF FRIENDLY 
WwooD—Complete handbook for 
the home builder. (To con- 
sumer there is a charge of $1 
for this pnlan book containing 
12 new designs in the $5,000 
class.) 

HOUSES OF WOOD FOR 
LOVERS OF HOMES—48 
pages; contains 25 home de- 
signs in the $8,000 to $10,000 
class, with text on Arkansas 
soft pine for complete home 
construction and finishing. 

NEW INTERIORS FOR OLD— 
12 pages; three work sheets; 
illus. paneling in various de- 


Address Little Rock, Ark. 


signs, with detail drawings for 
installations. 


Envelope Stuffers 


A QUAINT CUSTOM RETURNS. 

NEW INTERIORS FOR OLD. 

KILN DRIED LUMBER. 

ARKANSAS SOFT PINE WIN- 
DOW JAMBS. 


Trade and Professional 


HANDBOOK—Including 8000 Se- 
ries Molding Designs and A. I. 
A. Supplement. 

GRADING RULES AND SPECI- 
FICATIONS. 

FINISHED AND NATURAL 
SAMPLES. 


PHILIPPINE MAHOGANY MFRS. IMPORT ASS'N (INC.} 


This association has not at present as an association any booklets 
or pamphlets illustrating the uses of woods, although such booklets 
are being planned for future publication. There are, however, avail- 
able through the members five booklets of a series now being issued 
which when completed will form a continuous story of Philippine 
mahogany as well as mahogany in general. To obtain these booklets 
write the association headquarters, 111 West Seventh Street, Los 
Angeles, Calif. Additional booklets may be procured from the mem- 
bers of the organization upon application to the address given, the 
inquiries being referred to the members nearest the inquirers. These 
booklets may be bound for future reference, and will form a compre- 


hensive book on the subject. 


MAHOGANY ASSOCIATION (INC.} 


For the use of the consumer this association distributes “The 
Mahogany Book,” 25c each, except in the case of a bona fide home 
building prospect when it will be supplied without charge. For the 


use of architects, contractors, 


lumber dealers, cabinet and mill 


workers, there are two bulletins: “Finishing of Mahogany” and 
“Specifications for Carpentry and Cabinet Work.” (Free.) To these 


“The Mahogany Book” is also free. 


75 East Wacker Drive, Chicago. 


MAPLE FLOORING MANUFACTURERS’ ASSOCIATION 


Numerous leaflets and envelope stuffers are distributed by the 


association through its members to their customers and 


listed here. 


are not 


All essential information about their product is con- 


tained in a 12-page booklet entitled “Northern Hard Maple, Beech 
and Birch Flooring: Grading Rules and Standard Specifications, 


Architects’ Edition.” 


A copy may be had on request. 
the association “Grading Rules,” 


In addition 
a pocket-size edition booklet, a 


folder on “Heavy Duty Finishes” and one on “Precautions at the 
Job” may be had by \-tcinge A ema headquarters at 332 South 


Michigan Avenue, Chicago, 
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AMERICAN LUMBERMAN 


Louisiana Considers New Laws 
Affecting Lumbermen 


New Oreans, La., June 15.—Three bills are 
pending in the Louisiana legislature, seeking to 
amend the severance tax law. One of them 
makes no change in rates on cypress, pine, or 
hardwoods, but has a provision for 20 cents a 
cord on pulpwood of any species. The other 
two make no changes in the rates on cypress 
and hardwoods, but seek to change the present 
rate of 12 cents a thousand log scale on pine 
to 7 cents on second-growth and oldfield pine, 
and 17 cents on virgin pine, which was the rate 
before enactment of the law fixing the 12 cent 
rate. The operators in second-growth timber 
land presented such convincing arguments, that 
they could not afford to pay 17 cents, when the 
proposition was before the legislature, that their 
request was granted. They were fortified by 
court decisions in two parishes and two courts 
of appeal in different districts, that they could 
not be forced to pay on a higher-than-actual 
value. At that time the tax was 2 percent on 
an agreed value of $6. The second-growth men 
in northern Louisiana were buying stumpage 
from $2 to $4, and refused to pay a tax based 
on $6. The tax collectors in two parishes 
brought suit to enforce collection and the pen- 
alties of the law, but the courts held that the 
percentage must apply to the value of the stump- 
age, and not on an artificial set-up, so if the 
stumpage cost $2 the tax was 4 cents; and if 
it cost $4, the tax was 8 cents a thousand. These 
hills are before the ways and means committee 
of the house, which has not set a time for 
hearing. There are no severance tax bills pend- 
ing in the senate. 

The pulpwood provision is high. Twenty 
cents a cord is 40 cents a thousand feet of 
lumber, although some figure 2% cords to a 
thousand feet. Some plants do not buy on the 
cord basis, but by weight. This rate is out of 
proportion to the rate on logs, which has some 


relationship to the realization. The burden 
comes upon the farmer and not the pulp mill, 
which usually buys at the plant. The farmer can 
cut one cord a day, for which he receives 75 
cents at the place where it is cut, so his wage 
would be 55 cents with the tax and nothing for 
the wood. He would also be liable for the 
severance tax for cutting down the tree. This 
is the first attempt to place a severance tax on 
pulpwood. 

Another bill, that has aroused the hardwood 
manufacturers, has passed the senate. It pro- 
vides that all school buses shall have all steel 
bodies. This bill went through the senate with- 
out a hearing. It is now in the house, with a 
promise that a committee hearing will be had 
before the bill comes up for passage. 

Two competent men on each locomotive are 
provided for by another bill. This may affect 
logging locomotives, but it was intended for 
Diesel locomotives. 

There is a bill to fix the value of denuded 
lands at from $2 to $4 an acre for taxable pur- 
poses. 

Trade associations that have grade marks, 
like the Southern Pine Association, will be able 
to enforce a remedy against unauthorized use, 
if the bill relating to this subject is passed. 

There are several workmen’s compensation 
bills pending, some introduced at the instance of 
insurance companies; others by other interests. 

Among the bills is one for complete revision 
of the motor vehicle law, which will affect retail 
lumber dealers who deliver with trucks, and 
lumber manufacturers who use trucks in log- 
ging, also private automobiles. 

The corporation franchise act is affected by 
several bills. There is also a sales tax bill, and 
several social security bills, as well as bills 
affecting lumbermen in their individual capacity 
as citizens. 





Counsels Limitation on Russian 
Lumber Imports 


WasHINnGTON, D. C., June 15.—Brief tele- 
graphic information was carried in the last 
issue of AMERICAN LUMBERMAN to the effect 
that the lumber industry is interested in the 
Russian agreement relative to commerce which 
expires on July 13, and on which negotiations 
are now in process. 

The National Lumber Manufacturers’ Asso- 
ciation is calling the attention of the secretary 
of State, the secretary of the Treasury, and 
the chairman of the United States Tariff Com- 
mission to certain phases of the treaty. 

In his letter to Secretary of State Hull, Wil- 
son Compton recommends that consideration be 
given to establishing a quota restriction upon 
the importation of Russian lumber into the 
United States. It is suggested that permitted 
shipments of Russian lumber to the United 
States should not substantially exceed a rea- 
sonable average of those during recent years. 
In his letter to Mr. Hull, Mr. Compton says: 

The trade agreement between the United 
States and Russia provides, we understand, 
for the opening, not later than June 13, 1936, 
of official discussions as to extension beyond 
the present date of termination, July 13, 1936. 
May we express the hope that in such nego- 
tiations, when undertaken, encouragement be 
not given to substantial increases in impor- 
tations of Russian lumber. 

Soviet Government spokesmen heretofore 
have freely and publicly stated their inten- 
tion of vastly expanding lumber shipments 
to the United States. The fantastic figures 
Which they have sometimes used are of 
course subject to much discount. Russian 
lumber nevertheless is a source of constant 
uncertainty and, without further safeguard, 
a threat of unfair and subsidized competition 
on a large scale. 


It is known that Russian agencies are now 
seeking to force American importers to ac: 
cept during this year a volume of Russian 
lumber greatly in excess of the maximum 
volume of such imports during any single 
year heretofore. 

You and your colleagues will, I am sure, 
need no reminder that substantial additional 
importations of Russian lumber would be not 
a resumption of normal trade but a displace- 
ment of it. 


Mr. Compton also addressed letters on the 
same subject to the secretary of the Treasury 
and to the chairman of the Tariff Commission. 





European Timber Export Statis- 
tics for March, 1936 


VIENNA, AustrIA, May 14.—A press sum- 
mary of the official control statistics of the 
European Timber Exporters’ Convention, which 
by binding agreement limits the sawn timber 
exports of the signatory countries, has been is- 
sued by the Comite International du Bois, as 
follows: 

Exports 

of Sawn 
and Planed 

Total Softwoods 
Exports (Included in 





Country Cubic Column 2) 
of Origin Meters Standards* 
gk. ee 25.284 4.016 
BWOGOM 2.65... aoe 102.558 16.886 
Finland eee 87.351 11.900 
fe = — ap +a 116.734 9.887 
ie Cone alli Saray eean 5.101 458 
I a i ies wig aa 72.527 5.643 
Lithuania ; 5.940 1.011 
oO See , Sag 264.965 26.348 
Czechoslovakia .... 260.302 5.623 
Pe Se sania 183.169 21.576 
i) eer 69.512 6.702 
ee Perr rere 94.826 12.393 
Es nm nok ek ane 1,288.269 122.443 


*Official equivalent is 4.672 cubic meters, 





S parkling 


to help you SELL MORE 


SISALKRAFT 


SISALKRAFT’S new wall poster—attractively 
printed in five colors—can do an automatic 
selling job that will surprise you. It will pleas- 
ingly force customer attention on the import- 
ance of reenforced building paper. It will 
start people asking questions about SISAL- 
KRAFT—and asking for “Tear it Up” samples. 
That asking is the start of a SISALKRAFT sale 
—the start of a profit you may be missing every 
day now. 


Practical selling helps are fine, but actually, 
“THE BEST SELLING HELP IS A SELLING 
PRODUCT.” SISALKRAFT is that. It’s 
tough—strong—-durable. It’s windproof and 
waterproof. SISALKRAFT protects—and with 
SISALKRAFT samples you can easily demon- 
strate why it protects. You can make folks 
want SISALKRAFT when you show them how 


downright economical it is. 


Sell It for Scores of Practical Uses 
TO THE CONTRACTOR: For curing con- 


crete basements, drives, sidewalks and roads. 
For covering stock piles and closing in. He’ll 
like it because it won’t rip, tear or puncture. 
TO THE FARMER—for lining poultry houses, 
dairy barns, milk houses, grain bins. For 
building TEMPORARY SILOS. For protect- 


ing farm machinery, hay stacks, shrubs. 


THE SISALKRAFT CO. 
NEW YORK CHICAGO _ san Francisco 


THE SISALKRAFT CO., ALJ 
205 W. Wacker Drive, Chicago. 


[) Send the new SISALKRAFT WALL 
POSTER. We will let it sell for us. (—) Send 
us new samples, also. 
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Among the Lumbermen’s Clubs 


Midwest Retail Association-Secre- 
taries Discuss Problems 


Kansas City, Mo., June 15.—Secretaries of 
State and district retail lumbermen’s associations 
of the midwest were in session in Des Moines, 
lowa, June 9, discussing common problems of 
the lumber industry. 

Among those in attendance were Hunter 
Gaines, of Michigan; D. S. Montgomery, of 
Wisconsin; J. D. McCarthy, of Illinois; Oliver 
Bright of Missouri; W. H. Badeaux, of Iowa; 
F. M. Slagle, of Indiana; Phil Runion, of Ne- 
braska; E. E. Woods, of the Southwestern Lum- 
bermen’s association; Ormie C. Lance, of the 
Northwestern Lumbermen’s association; Allen 
Platt, secretary of the Clay Institute, Des 
Moines, and Roger Finkbine, president of the 
Northwestern Lumbermen’s association. 

The executives plan to meet every ninety days 
to discuss their problems. 


— = 2 


Enjoy Golf and Whoopee Party 


SEATTLE, WASH., June 12.—More than one 
hundred and twenty lumbermen and their guests 
sat down to the banquet table, and some 70 par- 
ticipated in the Lumbermens’ Field Day golf 
tournament sponsored by the Seattle Lumber- 
men’s Club at the Olympic Golf Club today. 
Twenty-five prizes were awarded to victors in 
the golf tournament. In the evening, the lum- 
bermen were entertained by four singing acts, 
three wrestling bouts, and dancing girls. 





Cloverlanders to Meet for Business, 


Pleasure 
Iron River, Micu., June 15.—The Cloverland 
Retail Lumbermen’s Club of the Upper Penin- 
sula will hold its annual convention in Iron 
River on July 25, with headquarters at the Iron 
Inn. While one day is set apart for the busi- 
ness sessions, it is expected that most of the 
two hundred retail lumber dealers and lumber 
manufacturers of the Upper Peninsula who will 
be present will remain over for the week-end. 
While details of the program have not been 
completed, it is announced that one of the speak- 
ers will be an official of the National Cash Reg- 
ister Co. Other speakers are being lined up, 
and it is planned to make this one of the most 
interesting sessions ever held by this aggressive 

group of retail lumbermen. 








Baltimore-Washington Club 
Reviews Year 


BALTIMORE, Mp., June 15.—The Baltimore- 
Washington Lumber Sales Club, made up of 
representatives of the large West Coast mills 
and other big corporations engaged in pro- 
duction, at its annual meeting held June 1 at 
the Stafford Hotel, this city, received reports 
of retiring officers; heard H. A. Crane, the 
retiring president, make an informal address; 
elected new officers—and did justice to an ex- 
cellent dinner. 

Mr. Crane thanked his fellow members for 
the co-operation they had given during the last 
twelve months, told of the progress made by 
the club in the direction of promoting the in- 
terests of the sales representatives, and gave an 
encouraging augury for the future. Conditions 
in the industry came in for a cursory review 
and comment, and various committees submitted 
statements as to their activities during the year. 
The election of officers resulted as follows: 

President—Thomas S. Hauck, Baltimore. 

Vice-President—R. B. 
Wimsatt, Washington. 





Riley, Johnson & 


Secretary-Treasurer—Arthur V. 


Charshee, 
saltimore. 


Directors—R. B. Riley, Washington; D. L. 
Van de Wiele, Washington; G. V. Frederick- 
son, Weyerhaeuser Sales Co., Baltimore; 


Thomas S. Hauck; H. A. Crane, representing 
Blanchard Lumber Co., Baltimore; A. 
Church, and Arthur V. Charshee. 

The new officers will serve for one year 
from June 30. The inclusion of the Wash- 
ingtonians was designed to give the national 
capital recognition, consequent upon the expan- 
sion of the scope of the club, which now is made 
up of twenty-eight members, all representing 
important manufacturing interests. The ac- 
complishments of the organization during the 
last year were the subject of encouraging com- 
ment and felicitation. 





Tacomans Prepare Welcome for 
Midwest Dealers; Plan 
Tournament 


Tacoma, WasH., June 13.—The Tacoma 
Lumbermen’s Club, at its meeting here yester- 
day, named a committee of four to have charge 
of welcoming members of the Northwestern 
Lumbermen’s Association on their proposed Pa- 
cific coast tour. Advices received by the Tacoma 
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club indicate that Tacoma has been tentatively 
placed on the itinerary of the proposed tour for 
Aug. 6 and 7. While here, the lumbermen will 
be taken on inspection trips through some of 
the larger sawmills in this district. The com- 
mittee chosen yesterday includes John Dower, 
Karl Richards, C. B. Hurley and W. G. Hellar. 

Ernest W. Demarest, president of the Pacific 
National Lumber Co., has been chosen to act 
as general chairman for the club’s 1936 golf 
tournament, to be played at the Tacoma Coun- 
try & Golf Club July 24. Others named on the 
general committee include Maj. Everett G. 
Griggs, George W. Cain, J. P. Weyerhaeuser, 
Paul Johns, FE, J. Calloway and Grant Hellar. 
The publicity chairman is Cecil Cavanaugh; he 
will be assisted by Elliott Metcalf and E. B. 
Snyder, Tacoma newspapermen. 


Buffalonians Date Fall Outing 


BurFrao, N. Y., June 15.—The Buffalo Lum- 
ber Exchange held its last meeting for the sea- 
son on June 12, and will reassemble for regular 
meetings in September. It has been decided to 
hold no summer outing this year, but it is 
planned to hold the regular fall outing on Sept. 
11 at Sturgeon Point, Ont., on the shore of 
Lake Erie. 





Sales Congress to Discuss the 


Hows and Whys 


CLEVELAND, Oun10, June 15.—Plans for the 
coming National Forest Products Sales Con- 
gress and annual meeting of the National Asso- 
ciation of Commission Lumber Salesmen, to be 
held at the Cleveland Hotel in this city, June 
24-26, are progressing rapidly, and officers of 
the association expect this to be one of the most 
important assemblages of lumbermen brought 
together in years. While all details of the pro- 
gram have not yet been completed, enough has 
been done to assure all those who attend, re- 
gardless of the branch of the industry repre- 
sented, an interesting and helpful three days. 


To Study Manufacturer Relations 


The first day’s session will be devoted largely 
to a discussion by lumber manufacturers and 
commission salesmen, of the following subjects: 

The need of definite sales agreements be- 
tween commission salesmen and their ship- 
pers. 

How can commission salesmen help stabil- 
ize the market? 

The effect of the abuse of the wholesale 
discount. 

The effect of buyers’ 
branches of the industry. 


agencies on all 


What the commission salesman can do to 
increase the use of WOOD. 

What the commission salesman can do 
towards more orderly, economical and ethical 
distribution. 


In the evening, there will be joint committee 
meetings of commission salesmen and manufac- 
turers, to recommend the industry action on 
subjects discussed during the Wednesday ses- 
$10n. 


Orderly Distribution; Sales Education 


On Thursday, June 25, reports and recom- 
mendations of the committees, covering subjects 
discussed the previous day, will be presented 
and discussed. The principal subject for discus- 
sion will be “How Can Commission Salesmen 
Be Mobilized to Make Distribution More Or- 
derly, Effective and Ethical? Also educate com- 
mission salesmen as to merits and uses of the 
species and products which they will sell?” 

The evening session will be devoted to a joint 
meeting of delegates from the manufacturers 
and the board of directors of the National As- 
sociation of Commission Lumber Salesmen. This 


will be followed at 10 p. m. with entertainment 
at a night club. 

The final day’s session will be occupied by a 
meeting of the board of directors and the an- 
nual meeting of the National Association of 
Commission Lumber Salesmen, to be followed 
in the afternoon by a joint meeting of the 
board of directors and representatives of the 
manufacturers. 

The convention will conclude with a dinner 
dance at 6 p. m. on June 26. 

Representatives of associations of manufac- 
turers who already have signified their intention 
to be present, are as follows: 

W. B. Nettleton, president, Wilson Comp- 
ton, secretary-manager, and George W. Du- 
lany, Jr., former chairman of the trade pro- 
motion committee, National Lumber Manu- 
facturers’ Association; W. B. Greeley, secre- 
tary, West Coast Lumbermen’s Association; 
H. C. Berckes, secretary, Southern Pine Asso- 
ciation; W. W. Woodbridge, manager, Red 
Cedar Shingle Bureau; J. E. Mackie, manager, 
Western Red Cedar Lumber; L. N. Erickson, 
Western Pine Association; B. R. Ellis, South- 
ern Cypress Manufacturers’ Association; 
Ralph Hill, secretary-manager, National Oak 
Flooring Manufacturers’ Association. 

Acceptances also have been received from 
managers and sales managers of a number of 
prominent lumber manufacturing concerns. 


Southern Pine to Have Practical 
Exhibit at Congress 


New Oreans, La., June 15.—Arrangements 
have been made by the Southern Pine Asso- 
ciation to participate in the annual meeting ot 
the National Association of Commission Lum- 
ber Salesmen, which will take the form of a 
Forest Products Sales Congress, in Cleveland, 
Ohio, June 24 to 26, inclusive. Among other 
features, the SPA exhibit will include a series 
of charts showing the importance of correct 
manufacture, grading and seasoning of lumber : 
the adaptability of southern pine for various 
construction purposes, and the advantages ot 
handling officially grade-marked lumber. Infor- 
mation of a technical, but practical, nature also 
will be furnished by the SPA to those attend- 
ing the Sales Congress, on the strength of 
southern pine as compared to other species, and 
other data designed to assist the lumber com- 
mission men in their sales efforts. 
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Housing, Market Protec- 
tion and Promotion 
Engage Ontarians 


Toronto, Onrt., June 15.—The Eastern On- 
tario Retail Lumber Dealers’ Association held 
a meeting at Carleton Place, Ont., on June 4. 
Dealers were present from nearly all parts of 
the district. President H. W. A. Beatty, Pem- 
broke, occupied the chair, with C. J. Mahoney, 
Ottawa, as secretary. Mayor W. A. Nichols, 
Carleton Place, a member of the association, 
extended a warm civic welcome and attended 
the meeting. 

One of the important items of discussion was 
the Dominion Housing Act. The secretary- 
manager of the Ontario Retail Lumber Dealers’ 
\ssociation submitted a draft of a brief which 
it is preparing, to be submitted to the Dominion 
minister of finance by a representative delega- 
tion, at an early date. The proposed brief met 
with the approval of all present. 

During the afternoon session there was an in- 
teresting discussion of amendments to the re- 
cently-enacted building by-laws of Toronto, 
which have resulted in almost total restriction 
of frame construction, and frame construction 
with brick veneer or stucco. The association 
was advised of the steps being taken for holding 
a meeting of lumber manufacturers, wholesalers 
and retailers to deal with this subject, and with 
the general subject of protection and promotion 
of markets for lumber in Ontario. 

M. M. Walker, eastern Canada field man for 
the Red Cedar Shingle Bureau, British Colum- 
hia Division, told of interesting and successful 
results recently secured by the Bureau in pro- 
tecting the use of wood shingles in a number of 
municipalities in Ontario where by-law revisions 
were under way. 

D. Kemp Edwards, Ottawa, told of good 
progress in connection with the promotion of 
the model House of Wood which is being con- 
structed in Ottawa by the Ottawa dealers. 

Important steps were taken in connection with 
organizing small local groups of dealers that 
would devote their efforts chiefly to better busi- 
ness relations between competitors. 

Luncheon was held at the Mississippi Hotel. 
during which interesting short addresses were 
delivered by President H. W. A. Beatty; Sec- 
retary-Treasurer C. J. Mahoney; H. A. Leak, 
wholesale lumber dealer, Toronto; F. Albany 
Rowlatt, manager of the White Pine Bureau, 
Toronto; L. D. Barclay, Canadian Western 
Lumber Co. (Ltd.), Toronto; and G. B. Van 
Blaricom, editor of the Canada Lumberman, 
Toronto. 


Steel-Wood Bodies Claimed 
Best for School Buses 


New Orteans, La., June 15.—Hardwood 
manufacturers in Louisiana, in co-operation 
with Southern Hardwood Producers (Inc.), of 
New Orleans, are making an effort to save a 
valuable market for wood that is threatened 
through proposed legislation now pending in the 
Louisiana State legislature. The senate already 
has passed a bill requiring bodies for all school 
buses used in the State be built entirely of steel 
This senate bill is now pending in the house of 
representatives. Legislators have been supplied 
with evidence of the superiority of a composite 
wood and steel body over one of solid steel; and 
hardwood manufacturers generally throughout 
the State are being urged to contact their rep- 
resentatives in the legislature and see that they 
are properly advised. Southern Hardwood Pro- 
ducers (Inc.) has asked the chairman of the 
committee on public education, to which the bill 
has been referred, to permit representatives of 
the Louisiana lumber industry to appear before 
the committee. Co-operating with Southern 
Hardwood Producers( Inc.) is the Southwest- 
ern Hardwood Manufacturers’ Club. 
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An automatic dipping vat need not be expensive. Many 
efficient vat installations have cost less than one hundred 
dollars. The increase in bright lumber—the kind that sells 
easier—soon pays for the vat and returns a real profit. 


LIGNASAN*—the TIME-TESTED ANTI-STAIN CHEMICAL 





Dip one-half the length of 50 freshly sawn, 
very sappy boards in LIGNASAN*¥ solu- 
tion. Leave other half undipped. Carefully 
mark boards for identification later and 
stackin lower part ofan air seasoning pile. 
Inspect when dry and note sap stain 
control on LIGNASAN*-dipped ends. 


—is used in more dipping 
vats because results are con- 
sistently good year after year. 
And continued research has 
resulted in improvements mak- 
ing even better results possible. 


Consumers prefer bright lumber. 
More and more orders for air- 
dried stock specify ““LIGNASAN-* 
dipped.’’ Keep old customers 


and go after new ones with 
LIGNASAN.* 


* Trade Mark Registered. 


THE GRASSELLI CHEMICAL CO., INC. 


* Guardian Bldg., Cleveland, Ohio 
GENTLEMEN: Please send me more 
information and prices on LIGNASAN.* 


Manufactured by 
E.1.Du Pont de Nemours 
& Co., Wilmington, 


Delaware, for Ss 


THE GRASSELLI CHEMICAL CO. 
Incorporated Ohio 


Cleveland 


This is not to obligate me in any way. 


Name 





Address 





City & State 
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Associations’ Plans and Activities 


COMING CONVENTIONS 


lune "4—Conference on Douglas Fir Plywood 
Standards, Winthrop Hotel, Tacoma, Wash. 

June 24-26—National Forest Products Sales Con- 
gress, Cleveland Hotel, Cleveland, Ohio. Spon- 
sored by National Association of Commission 
Lumber Salesmen 


june °6 Conference on Hardwood Dimension 
Standards, Brown Hotel, Louisville, Ky. 

June 9 Philippine Mahogany Manufacturers’ 
Import Association Palmer House, Chicago 
Annual 


June 29-July 3—American Society for Testing Ma- 
terials, Chalfonte-Haddon Hall, Atlantic City, 
N. J. Annual. 

July 16-17—The Carolina Building Material Insti 
tute, Myrtle Beach, 8S. C. Summer meeting. 





luly 22-23—National Lumber Manufacturers’ As- 
sociation, Olympic Hotel, Seattle, Wash. Di- 
rectors’ midsummer meeting 

July Cloverland Retail Lumbermen’s Club 
Iron River, Mich, Annual. 

July 28—Roof Manufacturers’ Association, Ral- 
ston Ho Columbus, Ga Monthly meeting 


Sept. 17-18—National Hardwood Lumber Associa- 
tion, Hotel New Yorker, New York City. An- 
nual. 

Sept. 17-18—National Wholesale Lumber Distribut- 
ing Yards Association, Hotel New Yorker, New 








York City Annual. 
New Field Man for Hardwood 
Producers 


New Orceans, La., June 15.—Announcement 
of the appointment of Franklin W. Kelley as 
field man—to work among architects, millwork 
plants, woodworking factories and manufac- 
turers of furniture—was made today by Ed R. 
Linn, secretary-manager of Southern Hard- 
wood Producers (Inc.) Mr. Kelley started in 
the lumber business in 1908 after finishing his 
education, being employed by his father, Walter 
N. Kelley, who operated a sawmill at Traverse 
City, Mich., manufacturing both hardwoods and 
softwoods. A sales office was maintained at 
Detroit. When the Traverse City operation cut 
out, Walter N. Kelley came to the South and 
operated sawmills from 1923 to 1930 in Ray- 
ville, La., Wynne, Ark., Luxora, Miss., Craw- 
fordsville and New Madrid, with a sales office 
in Memphis. Franklin W. Kelley came to the 
South in 1924, having charge of the production 
end of the operations until they cut out. He also 
has had sales experience. Mr. Kelley went with 
the Hardwood Manufacturers’ Institute during 
the operation of the Lumber Code, and came 
with Southern Hardwood Producers (Inc.), in 
the statistical department, upon its organiza- 
tion. He is visiting mills during June, and will 
take up his field work July 1. 





‘Distributing Yard Problems to Be 
Discussed at Lunch 


SALTIMORE, Mp., June 15.—It is the an- 
nounced intention of the National Wholesale 
Lumber Distributing Yards Association to main- 
tain itself as an important factor in the trade 
and to carry on the work it was formed to 
promote. In a circular letter sent out by J. 
Jackson Kidd, Jr., secretary-treasurer, atten- 
tion is called to the fact that though the organi- 
zation has been comparatively inactive during 
the past several months, it has remained con- 
stantly alive to the developments within the 
industry. He says: 

The officers and directors of our associa- 
tion have felt that it was a better policy 
to remain quietly on the side lines at this 
time, maintaining our membership and keep- 
ing our organization alive and in readiness 
to act if the occasion should arise, than to 
embark on new ideas which we might not 
be able to carry out and by which we might 
possibly lose the support of some of our 
members 

Since the first of the year this office has 
been receiving many reports indicating the 
substantial increase in business among the 
wholesale hardwood distributing yards, and 
general rise in prices, and an improvement 
in business in all lines Those of us close to 


Washington are confident, through our own 
observations and advice of our associates 
there, of the continued need of an organiza- 
tion such as ours to represent the wholesale 
hardwood distributing yards in future prob- 
lems which more than likely will arise. A 
great deal of time and effort was spent in 
the past to bring our membership together 
and we are conserving our remaining funds 
and continuing to keep our association alive. 

We sincerely hope that a majority of our 
members will be present at the National 
Hardwood Lumber Association convention in 
New York during September. It is our desire 
to hold a luncheon for our group at that time, 
such as we did last year, and this luncheon 
will be given to the members of our associa- 
tion. We are hopeful of having Mr. Forbes 
(Daniel Forbes, the association counselor) 
with us, and to arrange a short but worth- 
while program of speakers. Time will be 
allowed for discussion among our group, and 
the renewal of our contacts and the addi- 
tional opportunity to discuss our mutual 
problems should be an added incentive for all 
such yard operators to be on hand. 





PREPARE NATIONAL 
DIRECTORS' AGENDUM 


At a meeting of members of the 
trade extension committee of the 
National Lumber Manufacturers Asso- 
ciation, held in Chicago, June 15-16, 
plans were completed for the presen- 
tation to the directors of the associa- 
tion, at their meeting in Seattle, June 
22, of important promotion subjects. 
During the meeting the plan sug- 
gested by the AMERICAN LUMBER- 
MAN for interesting, through the 
national 4-H Clubs, the youth of the 
country in learning, through practical 
experience, of the uses of wood, was 
presented by E. C. Hole, manager of 
the AMERICAN LUMBERMAN, and 
Guy Noble, manager of the National 
Committee on Boys and Girls Clubs. 
and received the earnest attention of 
members of the trade extension com- 
mittee. As a result of these delib- 
erations, it is expected that a definite 
program along these lines will soon 
be undertaken. 





Hardwood Dimension Standards 
to Be Established 


Wasuincton, D. C., June 15.—Harry H. 
Steidle, division of trade standards, United 
States Department of Commerce, has notified 
producers, distributors and users of hardwood 
dimension lumber that a general conference 
will be held, beginning at 10 a. m. Friday, June 
26, at the Brown Hotel, Louisville, Ky. The 
object of this conference is the establishment 
of a commercial standard for the grading of 
hardwood dimension lumber. It is hoped that 
through the medium of this conference, the 
proposed standard may be adjusted as far as 
practicable, to meet the desires of all those di- 
rectly concerned. 

Copies of the proposed standard have been 
mailed out with the notice, in order that there 
may be time for study and for the preparation 
of recommendations. 

The commercial standard grading rules for 
hardwood dimension lumber cover definition of 
the product; general requirements; detailed re- 
quirements; grade for flat stock and squares; 


standard measurement methods; examples of 
measurement, both for solid and laminated 
stock; and recommended uses of various grades. 
There is included also a list of symbols. 

The program for the conference includes an 
outline of procedure for the establishment of 
commercial standards, by Harry H. Steidle; 
presentation of proposed commercial standard, 
by C. D. Dosker; floor discussion and ad- 
justments; formal action on recommendations ; 
setting effective date for new production and 
clearance of existing stocks; the certification 
plan and appointment of a standing committee. 


Nova Scotians Report Good Move- 


ment of Spruce to Britain 


Toronto, Ont., June 15.—At the recent an- 
nual meeting of the Nova Scotia Forest Prod- 
ucts Association, held in the Board of Trade 
Rooms, the following officers were elected: 

President—C. G. Hawkins, Milford Station, 
N. 8. 

Vice president—C. C. Tyrer, Halifax. 

Secretary-treasurer—W. McL. Robertson, 
Halifax. 

Sawn Lumber section—R. E. Dickie, R. A. 
MacGregor, W. K. McKean, W. S. Wilbur. 

Export section—John Arklie, Charles H. 
Read, G. R. Lordly. 

Round wood and piling section—D. Francis 
Daugherty, Hon. Albert Parsons, C. A. Hunt- 
ley. 

‘Box and small manufacturing section— 
Thomas Hood, R. D. Miller. 

The retiring President, R. E. Dickie, Stewi- 
acke, N. S., reported that spruce shipments from 
Nova Scotia to the United Kingdom during the 
past year had reached a total of 97,000,000 feet. 
Mr. Dickie spoke favorably of the permanent 
value of the work done in the United Kingdom 
by K. G. Fenson, timber commissioner for east- 
ern Canada. 

The failure of the Dominion Housing Act to 
secure results in connection with low-cost houses 
was commented upon adversely by several 
speakers. The association has also written to 
the minister of finance suggesting that the Act 
be extended to cover the renovation and im- 
provement of existing buildings, as well as con- 
struction of new ones. 


Wholesalers’ Executive Commitee 


New York, June 15.—Secretary W. W. 
Schupner, of the National-American Wholesale 
Lumber Association, has announced the appoint- 
ment of the executive committee of that organ- 
ization to serve for the coming year, as fol- 
lows: 

Otis N. Shepard, New York City; John I. 
Coulbourn, Philadelphia, Pa.; Robert C. Pep- 
per, Springfield, Mass.; J. A. Currey, Irving- 
ton-on-Hudson, N. Y.; W. G. Dalin, Portland, 
Ore.; Dwight Hinckley, Cincinnati, Ohio; 
Clifton F. Leatherbee, Boston, Mass.: Max 
Myers, Cleveland. Ohio; W. H. Schuette, Pitts- 
burgh, Pa., and John C. Shepherd, Charlotte, 
N. C. 


Wood Preservers Confer With 
Laboratory Experts 


Mapison, Wis., June 15.—Wood preserva- 
tion problems were studied at a meeting of the 
American Wood Preservers’ Association here 
June 11, at the Forest Products Laboratory and 
Hotel Loraine. Members from the East, South, 
and Canada were in attendance. 

The primary purpose of the meeting of the 
executive committee and laboratory officials was 
to discuss wood preservation problems in which 
the association is interested, the work which the 
Laboratory is conducting, and co-ordinating 
their efforts. Executive committee members at- 
tending were President R. S. Manley, Texas 
Creosoting Co., Orange, Tex.; Secretary H. W. 
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Dawson, and Assistant Secretary W. A. Pen- 
rose, Washington, D, C.; H. R. Duncan, super- 
intendent of timber preservation for the C. B. 
& Q. railroad, Galesburg, Ill.; R. E. Meyers, 
of the International Creosoting & Construction 
Co., Galveston, Tex.; B. M. Winegar, Canada 
Creosoting Co., Quebec; C. S. Burt, superin- 
tendent of tie and timber and treatment, Illinois 
Central railroad, Grenada, Miss.; W. R. Good- 
win, engineer wood preservation, Soo Line, Min- 
neapolis; M. F. Jaeger, Philadelphia and Read- 
ing railroad, Port Reading, N. J. 





Rate Changes Stir Southeast 
Roofer Mills 


Co_tumBus, GaA., June 16.—Contemplated 
changes in freight rates on lumber, which 
changes have already affected the industry in 
this section and are expected to have even more 
drastic effect after July 1, were discussed at 
length at the regular meeting here today of the 
Roofer Manufacturers’ Association. 

Gordon Reynolds, of Albany, urged that a 
member be appointed to represent the interests 
of the group in the matter of rates and other 
business. A chart which shows in tabulated 
form the effect of rate changes favoring West 
Coast shippers, contrasted with rates proposed 
fer the southeastern section of the country, was 
studied and copies furnished members. 

H. Dixon Smith, named at the meeting of the 
association here in May to represent the group 
in the matter of rates negotiations, made report 
on rate conferences held in Washington. Asso- 
ciation action as to rates was deferred, pending 
outcome of a meeting in Washington this week 


National Lumber 


WasuHincrton, D. C., June 16.—The lumber in- 
dustry of the country is eagerly looking forward 
to a national gathering in force, of lumber man- 
ufacturers from all over the United States, on 
the occasion of the mid-summer meeting of the 
directors of the National Lumber Manufactur- 
ers’ Association, which is to be held in Seattle, 
Wash., July 22 and 23. The same week will 
witness the meeting of the West Coast Lumber- 
men’s Association, and that association purposes 
to act as host to the officers and directors of 
the National association as well as to all visit- 
ing lumbermen who may be prompted to accept 
the open invitation extended to them by the 
West Coast Lumbermen’s Association. 

President Walter B. Nettleton, of the Na- 
tional association, is a resident of Seattle, and 
is intent upon bringing to his home city lum- 
bermen from every section of the United States. 
Mr. Nettleton and his associates are eager to 
show and explain the wonders of their Douglas 
fir industry to their friends and rivals. A glit- 
tering program of entertainment has been pro- 
vided, extending over the whole week of July 
20. The Seattle Lumbermen’s Club and the 
Tacoma Lumbermen’s Club will assist in acting 
as hosts to the lumber pilgrims. The program 
includes visits to sawmills, logging camps, door 
factories and other industries, the annual golf 
tournament of the Tacoma Lumbermen’s Club, 
an all-day cruise on Puget Sound, and visits 
to Mt. Rainier, which is to be called Mt. Ta- 
coma during this week. 

Aside from the open and executive sessions 
of the lumber associations on lumber affairs, 
there will be an interesting inspirational and 
educational program featured by an address by 
C. P. Winslow, director of the U. S. Forest 
Products Laboratory, Madison, Wis., who will 
outline the laboratory’s program in the interests 
of the lumber industry, such as the pre-fabri- 
cated all-lumber house, fire-resistant treatments 
for wood and other methods of processing wood 
to complement its native qualities with acquired 
ones. Mr. Winslow will also suggest desirable 
types of co-operation between the lumber in- 
dustry and research work of the Government. 

As the greatest forest owner in the United 
States, Uncle Sam is now devoting exceptional 
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of the heads of the larger eastern and southern 
railroads. 

There were a number of visiting railroad and 
mill supply men and a few wholesalers attend- 
ing the open session of the association and the 
luncheon at the Ralston Hotel at 1:15 o’clock 
in the afternoon. After the luncheon, most of 
the visiting lumbermen attended a baseball game 
between Macon and Columbus teams of the 
South Atlantic League. 

Those in attendance reported somewhat of a 
lull in demand and production as compared with 
recent months, but activity is still greater than 
it was a year ago. 

The next meeting of the association will be 
held on July 28. 





Philippine Mahogany to Re-convene 
at Chicago 


Members of the Philippine Mahogany Man- 
ufacturers’ Import Association have been ad- 
vised that the adjourned annual meeting of that 
organization will be held on Monday, June 29, 
at 10 a. m., daylight saving time, at the Palmer 
House in Chicago, for the purpose of hearing 
reports of officers, electing officers for the en- 
suing year, and transacting any other business 
that may properly come before it. The annual 
meeting convened in the offices of the corpora- 
tion in Los Angeles, on June 8, and adjourned 
until June 29 as indicated. Inasmuch as mat- 
ters of vital importance to the industry are to 
be considered at the adjourned annual meeting, 
President W. G. Scrim has urged that all 
members who can possibly do so arrange to 
attend. 


Industry Reunion 


attention to improvement and extension of wood 
utilization as a double-barrelled way in which 
to perpetuate his forests and simultaneously 
make them nationally beneficial industrially, 
socially and conservationally. 





Program for Lumber Week 
at Seattle 


SEATTLE, WASH., June 13.—The week begin- 
ning July 19 will be Lumber Week in Seattle, 
the high spot of which will be the mid-summer 
meeting of directors of the National Lumber 
Manufacturers’ Association. The West Coast 
Lumbermen’s Association will be host to visit- 
ing lumbermen, and a cordial invitation has 
been extended to lumbermen representing all 
branches of the industry to come to Seattle for 
that week and take part in the various meetings 
that will be held and entertainment features 
that will be offered. During the week there will 
be meetings of the trade promotion committee 
of the National Lumber Manufacturers’ Associ- 
ation, and also of the National joint committee 
on forest conservation. 

The tentative program outlined for the week 
is as follows: 

July 20 and 21: Trips by visiting lumber- 
men to West Coast sawmills, camps, door 
factories etc. 

July 22: Open meeting of West Coast Lum- 
bermen’s Association with NLMA directors 
and all visiting lumbermen, commencing at 
9:30 a. m. There will be an open forum on 
lumber industry interests, problems and un- 
dertakings in all parts of the country. At 
3:00 p. m. adjournment will be taken to the 
Seattle Golf Club. At 7:00 p. m. there will be 
a dinner tendered all visiting lumbermen by 
the West Coast Lumbermen’s Association. 
This will be at the Golf Club. 

July 23: Open meetings of NLMA directors 
and standing committees, including discus- 
sions of export trade, aggressive market ex- 
tension ete. 

July 24: At Tacoma Country Club, Tacoma, 
Annual Golf Tournament of Tacoma Lumber- 
men’s Club. 

July 25: 
Sound. 


Lumbermen’'s cruise over Puget 
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Any way you look at it 


Figure it out for yourself.. When 
you place your order for cypress 
with a company that has the 
combined stocks and facilities of 
five outstanding mills, aren't you 
pretty certain of getting the cy- 
press you want... and getting 
it promptly? 





You enjoy this advantage when 
you order your cypress from the 
Florida Louisiana Red Cypress 
Company, for this company han- 
dles the entire output of five mills 
located in the most noted cy- 
press-growing region in the world. 


And remember, the cypress pro- 
duced by these mills is all trade 
and grade-marked Arrow Brand 
Tidewater Red, the true species 
of “The Wood Eeternal.” 


ALWAYS SPECIFY wetter Red. 
The o> Cypress 
Arrow B. 


a 
*The Wood Eternal* 


FLORIDA LOUISIANA 
RED CYPRESS COMPANY 
JACKSONVILLE, FLORIDA 





DENSE Short Leaf PINE — KILN DRIED 


MIXED CAR SPECIALISTS 


Fidelity Lumber & Timber Company 


DURANT, MISS. 










WHITE PINE (22 


California White 
Also and Sugar Pine 


Fir Wallboard Wet’ Cans Products 


William Schuette Company 
New York 


Office—4i East 42d St. PITTSBURGH, PA. 











WILLIAMS & VORIS 
LUMBER CO. 


CHATTANOOGA, TENN. 


Twenty Million Ft. 


HARDWOODS 
OAK FLOORING 
CEDAR LINING 
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Labor Board Has No Jurisdiction in 


Manufacturing, Cour 


Rules That Labor Board Has 
Right to Take Testimony 


New Orveans, LA., June 15.—Jurisdiction 
of the National Labor Relations Board has 
been defined by the Fifth United States Circuit 
Court of. Appeals in a lumber case. The deci- 
sion is that the Board can not be enjoined 
from taking testimony; that jurisdiction can 
be tested in only two ways, either by appealing 
to a United States Court of Appeals after the 
Board has entered an order, or by refusal to 
produce books and documents upon subpoena by 
the Board, which will then have to go into 
court to obtain the means for enforcing its 
subpoena, and then the question of jurisdiction 
can be raised and tried. The court holds that 
should a defendant protest the jurisdiction of 
the Board at a hearing, he may produce evi- 
dence, and it will have no effect as a bar to 
his plea. 

The decision is upon a bill for injunction filed 
in the U. S. District Court at New Orleans 
by a lumber company, to restrain the taking 
of testimony by the Board and its regional 
director, Charles H. Logan. The injunction 
was denied, and an appeal taken. The issue is 
stated in the opinion, an extract from which is 
below. Testimony was taken here in March 
after the injunction was denied, witnesses being 
brought here from Arkansas, where the hearing 
was to have been held, but a bill for injunction 
was brought in a State court, and the hearing 
was adjourned to New Orleans. 

Mr. Logan says the testimony and record is 
now before the Board at Washington. The 
next step is its decision, but he does not know 
when it will be rendered. 

The United States Circuit Court of Appeals 
for the Fifth Circuit in its opinion says: 

The Bradley Lumber Co. and the Bradley 
Lumber Sales Co., of Warren, Ark., filed a 
bill to enjoin the taking of testimony by 
Cc. H. Logan, the regional director for the 
National Labor Relations Board, touching a 
complaint put forward by Logan for the 
3oard, charging them with unfair labor prac- 
tices in discharging certain employees, and 
touching a petition made by a labor union 
for an investigation by the Board of a con- 
troversy about representation of the em- 
ployees in bargaining. 

The Board can not be sued in a District 
court, and had not been validbky served. 

A final order may be attacked by implead- 
ing the Board either in the District of Co- 
lumbia, or in a Circuit Court of Appeals of 
the circuit where the aggrieved person re- 
sides, or the subject matter of the order 
arose. This provision does not apply here, 
since there is as yet no final order, and since 
the aggrieved persons do not reside in the 
Eastern District of Louisiana, nor are the 
labor practices concerned alleged to have 
arisen there, nor was a Circuit Court of Ap- 
peals entered. The Board is not under the 
law made answerable elsewhere than in its 
official home until it has made a final order. 
If Logan, as the bill contends, is about to do 
an injurious thing, unjustified by a valid law, 
or a valid authority from the Board and of 
a sort which equity is accustomed to restrain, 
the District Court of his domicile can enjoin 
him from so doing although the Board for 
whom he is acting can not be reached by its 
process. The Board was properly dismissed 
from the suit. But as to Logan the court 
rightly held that there was no sufficient case 
in equity. 

Manufacture, mining and agriculture in 
themselves are not interstate commerce, al- 
though the product will likely be sold in or 
shipped to another State, but it does not 
follow that labor troubles in connection with 
such enterprises as plaintiff and its alleged 
subsidiary are engaged in may not conceiv- 
ably burden it In many operations besides 


railroad transportation, labor troubles can, 
and Congress has found, in its recitals of the 
Act, that they do, impede and hinder inter- 
state commerce actually in progress. 

We do not think, as argued, that appellants’ 
appearance before the regional director of 
the Board at a hearing, or the submission of 
evidence by them, will waive an objection 
duly taken to the jurisdiction. The rules of 
procedure adopted by the Board expressly 
say that. Nor do we think that the Board’s 
findings of the facts on which jurisdiction 
rests will conclude a court when reviewing 
a final order under the procedure fixed by 
the Act, but under a proper construction of 
the Act jurisdictional findings will be sub- 
ject to full jurisdictional review. The ap- 
pellants can have a recognition of all their 
just right under the schemes of procedure 
set up by the Act. Even in advance of a 
final order by the Board, jurisdiction can be 
brought under final scrutiny, because no sub- 
poena can be enforced nor any document or 
book be compelled to be produced, nor any 
other order enforced save by appeals to a 
court, which would then and there refuse to 
Sanction or aid any clear usurpation. A bona 
fide resistance in such matters in order to 
secure a court test would not in our opinion 
come within the penal provisions of section 
12 as being a wilful impeding, resisting or 
interfering with the Board or its agents in 
performance of their duties. No doubt an 
investigation may, as the bill asserts, stir up 
some feeling among employees, and cause 
some inconvenience by taking witnesses from 
their work, but these things are incident to 
évery sort of trial and are part of the social 
burden of living under government. They 
are not the irreparable damage which equity 
will interfere to prevent, and a suit in equity 
would not wholly obviate them. ... The 
new power to make a declaratory decree does 
not authorize a court of equity by declaration 
to stop or interfere with administrative pro- 
ceedings at a point when it would not under 
settled principles have interfered with or 
stopped them under its power to enjoin. 


Employees in Manufacture Not 


Under NRLB Jurisdiction 


New ORLEANS, June 16.—Applying to 
the United States Circuit Court of Appeals for 
the Fifth District for authority to enforce one 
of its orders, the National Labor Relations 
Board was surprised when the court decided 
that the Board had no authority to enter its 
order, nor any jurisdiction in the premises, the 
holding being that the Board has no jurisdic- 
tion over labor disputes touching the discharge 
of laborers engaged only in manufacture. This 
decision follows quickly a decision by the same 
court of appeals in a lumber case, which held 
that the Board could not be enjoined from 
holding a hearing, but that the question of 
jurisdiction could be raised, when the Board 
asked a circuit court of appeals to give it the 
authority to enforce its order, as the Wagner 
law does not have the power to punish. In 
the instant case, the Board issued an order 
against the Jones & Laughlin Steel Corp., of 
Pennsylvania directing it to reinstate a number 
of former employees that had been discharged 
from its Aliquippa (Pa.) plant. Swit was 
brought in New Orleans, under the law which 
permits suit for enforcement to be brought by 
the Board in any district where the defendant 
corporation has a plant or office. The corpo- 
ration has a plant on the Industrial Canal. 

In its decision the court ruled: 

The petition must be denied because, under 
the facts found by the National Relations 
Labor Board and shown by the evidence, the 
3oard has no jurisdiction over a labor dis- 
pute between employer and employees touch- 
ing the discharge of laborers in a steel plant, 
who were engaged only in manufacture. The 


t Rules 


Constitution does not vest in the Federal 
Government the power to regulate the rela- 
tion as such of employer and employee in 
production or manufacture. 

At this point the opinion cited several cases 
and the ruling of the United States Supreme 
Court May 18, 1936, in the Carter Coal Co. 
case. 


Congress Can Not Invade State's Rights 

Continuing the opinion says: 

The making and fabricating of steel by 
Jones & Laughlin Steel Corp. is production 
regulable by the State of Pennsylvania, not- 
withstanding the corporation also engages 
in interstate commerce regulable by Con- 
gress in bringing in its raw materials, and 
again in selling and delivering its products. 
That the employer has a very large business, 
the interruption of which by a strike of em- 
ployees which might happen, and that in con- 
sequence of such strike production might be 
stopped and interstate commerce in the prod- 
ucts affected, does not make the regulation 
of the relation justified under the commerce 
power of Congress, because the possible 
effect on interstate commerce is too remote 
to warrant Federal invasion of the State’s 
right to regulate the employer-employee re- 
lation. 

No specific present intent appears to im- 
pede or destroy interstate commerce by 
means of a strike in a manufacturing plant 
or other like, direct obstruction to or burden 
on interstate commerce. 

The order we are asked to enforce is not 
shown to be one authorized to be made under 
the authority of Congress. Carter vs. Carter 
Coal Co. supra. The petition is denied. 

So far as lumber companies are concerned, 
it can be inferred from this decision that the 
jurisdiction of the National Labor Relations 
Board is confined to the shipping department, 
and then only to the employee who is handling 
an order that moves in interstate commerce, 
and not any act of the same employee who may 
in the same hour be handling an intrastate or a 
local order—if it has any jurisdiction at all. 
Lots of fine points and distinctions arise to 
plague the lawmakers. 


Camp Strikes and Log Shortage 
Close Mills 


SeatrLe, WASH., June 11.—Strikes and pos- 
sibility of strikes continue to worry Pacific 
Northwest lumbermen, but except in the Colum- 
bia River area, business is being transacted as 
usual. 

About thirty logging camps along the Colum- 
bia River formerly employing six thousand 
men, have been shut down since May 15. The 
difficulty is entirely over differences between 
the employers and the union leaders in connec- 
tion with union control of hiring. The strike 
had its inception on May 4 when the union 
closed down five camps. During the week of 
May 10 the employers closed down the other 
camps. A compromise was proposed by C. H. 
Gram, Oregon labor commissioner, who got 
the two parties together. The compromise in- 
cluded an independent hiring hall to be con- 
trolled by Commissioner Gram, adjustments of 
wages, hours, working conditions, and recogni- 
tion of the union as the bargaining agency for 
its own members. 

The Columbia River district council of the 
union undertook to have all members of the 
union in the area vote on this set-up during 
week of May 31 to June 6, under supervision 
of Mr. Gram and E. C. Marsh, United States 
labor conciliator. But on Saturday, June 6, 
the council announced that because of “irregu- 
larities’’ in the balloting, the voting would have 
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West Coast Industry Striv- 
ing for Settlement of Its 


Strike Difficulties 


to be done over again. After announcing that 
the second vote would be taken during the week 
of June 7 to 13, the council, on June 10, an- 
nounced that the vote had been postponed until 
the following week. 

It is estimated that the total payroll losses 
taken by the loggers since the strike started is 
not less than $600,000. Log shortage has closed 
a number of mills. Those reported down are the 
West Oregon Lumber Co., and Clark & Wilson 
Lumber Co., both at Linnton, and the Westport 
Lumber Co., at Westport. The Inman-Poulsen 
mill at Portland is running two 4-hour shifts 
and a short week. Others are curtailing opera- 
tions, and more are expected to go down this 
week, 

Most of the fourteen hundred men who were 
out on strike in British Columbia are working 
again. The strike was a failure, due to lack of 
public support, American leadership, and domi- 
nance of conservative men by the employers. 
This strike was an attempt to get recognition 
of the union. None of the mills have recognized 
it. 

In Seattle, some one hundred eighty em- 
ployees of the Nettleton Lumber Co. are on 
strike for the second time in the month. Union 
leaders accuse Nettleton of bad faith; he main- 
tains he is protecting the rights of men to work 
without belonging to the union. 


Log Shortage Closes Most 
Portland Mills 


PorTLAND, OrE., June 16.—The loggers’ strike 
is still on in the Columbia River district, and, 
as result of the shortage of logs, two Portland 
mills, those of the Jones Lumber Co. and the 
Multnomah Lumber & Box Co. are the only 
ones in the entire district now in operation. 
These two mills have sufficient logs on hand to 
continue operation for a few days longer. The 
strikers are to take a new vote on the agree- 
ment arrived at between their representatives 
and the employers. The balloting is to com- 
mence June 18. A ballot was taken a week ago, 
but some alleged irregularity came up, and, to 
avoid complications, a new ballot was ordered. 





Tacoma Plywood Plant Workers 
Strike 


Tacoma, WasH., June 13.—The Oregon- 
Washington Plywood plant here, one of the 
city’s largest industrial operations, was idle to- 
day, a strike having been called by the Lumber 
& Sawmill Workers’ Union. It is the first 
strike of consequence involving a lumber opera- 
tor to occur here in several months. “This com- 
pany has been negotiating with the union and 
was willing to do so,” Manager Philip Garland 
said. “We were getting closer to an agreement 
all the time, when, without a vote of our men 
and without waiting for me to return from out 
of town where I had gone to talk with my 
principals, the strike was called.” 





Citizens Support Company in 
a e 
Re-opening Mill 
SPOKANE, WASH., June 13.—Following a 
shutdown of five weeks, and without report of 
any settlement with the strike committee of 
the local Lumber & Sawmill Workers Union, 
operations were resumed at the factory of the 
Biles-Coleman Lumber Co. June 9. Announce- 
ment that the company would reopen its plant 
on or before June 15 was made Saturday after- 
noon, following a mass meeting of local or- 
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chardists and businessmen in Omak last week. 
At this meeting, two resolutions were unani- 
mously passed, one pledging support to the em- 
ployees who desired to return to work, and 
the other thanking the company for its efforts 
to reopen the plant. The following resolution 
was unanimously adopted at a meeting of the 
business men and orchardists of Omak. 

Resolved, That we will support the em- 
ployees of the Biles-Coleman Lumber Co. who 
desire to return to work, in their lawful right 
so to do, and will take all lawful means to 
prevent violence to their persons or damage 
to their property. We understand that more 
than 50 percent desire to work. 


Additional police protection was provided for 
at a special meeting of the city council held 
Saturday afternoon. Citizens have also organ- 
ized to assist the peace officers. Reports were 
spread over the week-end that cars of products 


4 


recently shipped by the Biles-Coleman Lumber 
Co. were being held up en route. This rumor 
was disproved. 





Manages Steamship Line 


PorTLaND, OreE., June 13.—Norman Buoy of 
Buoy Lumber Co., which succeeded the Buoy 
& Cutler Lumber Co., Terminal Sales Building, 
has been appointed resident manager for the 
Kitsap Lumber Co.’s_ steamship department, 
operating the steamer Cornealia and the San 
Pedro. The San Pedro, under charter to the 
Kitsap Lumber Co., will sail in July from Puget 
Sound for Balboa. 





KEEPING THE house and equipment in good 
repair will eliminate many annoying incon- 
veniences and lighten the task of the home 
maker. 
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GET: 


|. BETTER QUALITY DRYING 
2. 25% TO 50% MORE CAPACITY 
3. LOWER STACKING COST 


Many lumbermen have found that the most 
practical way to get increased kiln capacity 
and better quality drying is to install 
Moore’s Cross-Circulation Fan System in 
their old kilns. 


What a difference this makes! Compare the 
old “flue’’-stacking with modern, edge-to- 
edge stacking. More capacity . . . cheaper 
and faster stacking. 


Compare old-style sluggish “draft” perco- 
lating up through flues . . . with mod- 
ern fast air circulation flowing across both 
sides of every board in the loads. Circula- 
tion controlled and directed . . . reversed 
at regular intervals . . . insuring uniform 
drying in top, bottom and center of loads. 
But the biggest advantage of the Moore 
System is the better quality drying pro- 
duced by low-temperatures and fast, re- 
versible circulation. Over 900 Moore Cross- 
Circulation Fan Kilns are in use today 











These kilns look alike; are the same size; yet the modernized kiln has 25% to 50% greater holding and drying capacity! 


Modernize your old Kilns to 
Moore’s Cross- Circulation System 





OLD-STYLE STACKING MODERN STACKING 
Flue-stacking Is costly No waste space in this 
and reduces capacity. load. Tight - stacking 


It’s out-of-date now. gives greater capacity. 





+ « « can you afford to be without this 
System? 


Our practical kiln man will gladly call 
and go over your drying problems in de- 
tail. Write today; there is no obligation. 


MOORE DRY KILN COMPANY 


Largest Manufacturers of Dry Kilns & Veneer Dryers 
JACKSONVILLE, FLORIDA 
NORTH PORTLAND, ORE 
























































Garage and Barn 


Door Hardware 


“Always on the Track” 


Now that building activity is in 
full swing once more, ALLITH 
Dealers are reaping a harvest of 
interesting profits . . . because 
every new barn or garage and 
every old door that’s rebuilt means 
business for the dealer with a full 
line of ALLITH Door Hardware. 
Whether the building calls for a 
folding - sliding, round -a - corner, 
push-over, or straight rolling door, 
ALLITH offers the correct hard- 
ware installation at a price that 
lands the business. 


You can boost your volume and 
profits by stocking ALLITH lib- 
erally, particularly the new “Push- 
Over” “50-50” with its record- 
breaking low price. Rush your 
order today for the ALLITH num- 
bers you need. 


ALLITH-PROUTY MFG. CO. 


DANVILLE ILLINOIS 
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“CONSISTENCY, THOU ART A JEWEL” 


No doubt many lumbermen have noticed with 
surprise the fact that the U. S. Forest Service, 
which devotes much time and effort to the de- 
velopment of information that will lead to the 
wider use of wood for structural purposes, is 
building in the various national forests many 
lookout towers in the construction of which the 
use of no wood is permitted. It has remained 
for F. K. Paxton, of the F. K. Paxton Co., 
Knoxville, Tenn., to take up this important 
question with the chief forester. In a letter 
addressed to this official on June 4, copy of 
which was sent to the AMERICAN LUMBERMAN, 
Mr. Paxton said: 

We have just read “The Log of the Lab” 
released at Madison June 1, 1936. 

This document calls attention to the favor- 
able development of the structural timber 
joint, in support of which reference is made 
to the 326 foot broadcasting tower at Rich- 
mond, Va. 

The pamphlet also makes reference to “the 
crop and utilization value of trees” and states 
that “the purpose of the Forest Products Lab- 
oratory is to aid our great forestry program on 
the practical dollars-and-cents side by im- 
proving the utilization of wood and that such 
utilization is needed to liquidate the billions 
invested in forest land by both public and 
private ownership.” 

In the early stages the Forest Service was 
very ingenious in building lookout towers 
out of poles. In the past two years many 
thousands of the public’s money has been 
spent for lookout towers of steel. Recent 
invitations do not permit an alternate bid on 
wood. Another bureau of the Department of 
Agriculture recently asked for bids on more 
than 330,000 fence posts for wild fowl refuges, 
and declined to permit an alternate bid on 
wood. 

Your sincerity, in administering the affairs 
of the Forest Service, and in your appearance 
before the public and appropriating bodies of 
the Government, would seem to pardon our 
reference to the above paradox. 

If wood is structurally suitable for broad- 
casting towers and other purposes mentioned, 
and is not good for forest lookout towers and 


fence posts, it would be interesting to know 
what justifies the conservation of wood for 
structural purposes, especially when about 
the only structural purposes for which it jg 
not suitable is for lookout towers used by the 
Forest Service. 

The statement that “a number of forest 
lookout towers have been constructed of 
wood” is misleading unless you care to state 
the number of wood towers compared to the 
number of steel towers. This information 
would be interesting reading matter to lum. 
bermen throughout the United States, when 
they learn that a very few lookout towers 
have been built of wood compared to many 
hundreds that have been built of steel. 


Wood Deserves Consideration as Alternate 

If the Forest Service is using its resources, 
influence and the money appropriated to pro- 
mote the use of wood for structural purposes, 
it is suggested that to someone in your Bu- 
reau be delegated the responsibility of look- 
ing over every Governmental requisition call- 
ing for structural material other than wood, 
and the diligent use of the influence and 
facilities of the Forest Service and the For- 
est Products Laboratory to the end that wood 
be specified, and if it is not consistent to 
have wood specified exclusively, then at least 
to have it specified in a practical way as an 
alternate. It is suggested that the first dil- 
igent application of this effort be made with 
the Forest Service. 

To realize that wood is not even allowed 
to be considered as an alternate on lookout 
towers for the Forest Service, may not lessen 
your enthusiasm in selling conservation to 
the public, but it might possibly lessen the 
lumbermen’s enthusiastic reception of that 
idea. Most of us have a hard time selling our 
product when we are sold on it ourselves, 
and most of us are loyal to the product we 
sell. 

It is sincerely hoped you may find it ex- 
pedient to give some consideration to our 
suggestion, and, if we are wrong about the 
comparative number of wood lookout towers, 
please advise us the record over the past 
three years. 

We hope we 
reply. 


may have an éncouraging 





Here is a cooling 
tower built 42 
years ago for the 
Tennessee Coal 
lron & Railroad 
Co., U. S. Steel 
subsidiary in Bir- 
mingham, Ala. 
When the struc- 
ture was torn 
down recently by 
the Alabama 
Building & House 
Wrecking Co. 
(Inc.), of Bir- 
mingham, the 
lumber was found 
to be in excel- 
lent condition. 
The tower was 


: 125 feet tall and, 


except for steel 
girders, was built 
entirely of Cali- 
fornia cypress 
and yellow pine. 
"| never saw a 
case of better 
preserved lum- 
ber,” said Jack 
Reznick, execu- 
tive of the wreck- 
ing company. 
The steel girders 
had rusted out, 
and that is why 
the tower was 
razed 


COOLING TOWER STANDS 42 YEARS 
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BILL OF MATERIAL 


= lin. ft. 2x8 
pes. 2x10—16 
pes. 2x!0-—10 
pes. 2x10—1i2 
pes. 2x10—I8 
pes. 2x10—16 
pes. 2x6—16 
130 pes. 2x4—7 
276 pes. 2x4—8 
34 pes. 2x6—10 
18 pes. 2x6—14 
30 pes. 2x6—18 
45 pes. 2x4—I16 


1,200 ft. 2x4 No. 


No. | mud sill 
No. | joist 
No. | joist 
No. | joist 
No. | joist 
No. | joist 
No. joist 
basement studs 
studs 
roof 
roof 
roof 
0. | gable studs & fire stops 
| plates 


120 lin. ft. 2x8 No. | opening headers 
. 1x6 No. 2 roof braces 
. 1x4 No. 2 bridging 


. 1x6 Ne. 
. 1x8 No. 
. x8 No. 


2 D&M sub. fig. & partition 
2 sheathing 
2 roof deck 


18 scuares 5 to 2 5X R. C. shingles 
16 squares 5 to 2 5X R. C. shingles stained 


320 lin. ft. 
260 lin. ft. 334-i 
260 lin. ft. 2-ine 


1¥4x6 clear cornice 


neh crown molding 
h bed molding 


8 rolls 500 sq. ft. building paper 


1,350 ft. %exl'2 


clear hardwood flooring 


200 ft. 3x24 No. | S4S 
600 tin. ft. No. 2 furring strip 
| keg (6d com nails 


50 Ibs. 20d com. 
2 kegs 8d com. n 


nails 
ails 


125 Ibs. zine coated shingle nails 3'/2d 


75 Ibs. blue lath 


LIVIfle hoo 


Te saber 


Py Rye 


Cae Mg te 


nails 


M 
RITCHER 


PLooR PLAN 


50 Ibs. 4d finish nails 
50 Ibs. 8d & 6d finish and case nails 
26 sets weights and cords 
26 sash locks and bar lifts 
! entrance cylinder lock, pitcher handle 
| back door lock, night latch 
3 rein locks (basement doors) 
it mortise locks 
| D/A floor door hinge 
15 pr. 32x32 F.M. butts 
. push plates 
i'2 pr. 42x42 F.M. butts 
| pr. 2'ox2'>2 F.M. butts 
| sash catch 
| medicine case hardware set 
18 pr. |'2-inch F.M. cabinet hinges 
12 friction catches 
16 cabinet door knobs 
5 drawer pulls 
120 tin shingles 5x7-inch 
36 ft. 20-inch copper valley 
58 ft. gutter, molded design 
60 ft. down spout 
| fireplace adj. damper 
| ash dump 
| coal chute with hopper 
2 C.1. cleanut doors 
560 yds. plaster material 
4,800 4-foot No. | lath 
2,000 32-inch No. | lath 
60 firebrick 
20 Ibs. fireclay 
9 sq. ft. hearth tile 
14 sq. ft. mantel tile 
120 sacks cement 
15 yds. gravel and sand, concrete mix 
3,500 common brick 
25 sacks Brick-C-Ment 
10 yds. metal lath 
80 ft. metal corner beads 
44 ft. metal galv. ridge roll 


MILLWORK 


entrance door frame 3-0x7-0x134-inch, 
sill, circle head. é 


back door fr. 2-8x6-8—1i34-inch, 1% case, oak sill 
twin wdw. fr., 26x26 2 It. ck. 1%, 1% case 

sgl. wdw. fr. 26x26 2 It. ck. 156, 1% case 

twin wdw. fr. 28x26 2 It. ck. 156, 1% case 

sgl. wdw. fr. 12x12 2 It. ck. 15 
circle head 

sgl. wdw. fr. 20x20 2 It. ck. 154, 
sgl. wdw. fr. 28x16 2 It. ck. 1%, 
twin wdw. fr. 24x24 2 It. ck. 15%, 
sgl. wdw. fr. 24x24 2 It. ck. 15, 


-——wowW— 


1% case 
Ye case 
i“e case 
1% case 


-—Ne— Oo 


head 


P. plate 


SB. 26x26, 2 It. 136 ck. top sash div. 
windows 28x26, 2 It. 1% ck. top sash div. 
windows 20x20, 2 It. 1% ck. top sash div. 
window 28x16, 2 It. 1% ck. top sash div. 
10 windows 24x24, 2 It. 1% ck. top sash div. 


-COne 


1 window (2x12, 2 It. 1% ck. top sash div. e te * (top 


sash half circle head, div. 4 It.) 











iYe case oak 
Rabbeted for 134 door. See front 
elevation for detail on plan; note special outside case. 


e, 1% ease, top sash 


sash fr. opening 1{-2x3-6xl%s, (% case, circle 
slub entrance door 3-0x7-0x134-inch, circle head, 2 It. 


— door 2-8x6-8x!34-inch, gl. 22x30, div. 6 It. 2 
3 4H. 


single sash opening 1-2x3x6x!%,-inch circle head 
5 cellar sash frame and sash (0x12, 3 It. 
cellar inside door and jambs, 2-8x6-8xi%, inch 5 X P 
blinds, half size, opening D.M. 1-3x4-lIixi'e (see 
elevation) 
pr. blinds, opening 12x12, 2 It. wdws. circle head 

12 door jambs with stops 

| cased opening jamb 5-0x7-0 and trim 

5 door 2-8x6-8xi%q inch, 2 panel stock design 

5 door 2-4x6-8x1 34-inch, 2 panel stock design 

2 door 2-0x6-8xi%g-inch, 2 panel stock design 

25 sets door trim for above 

| set door trim 3-0x7-0 circle head 

25 sets window trim 

2 sets window trim circle head 
oak thresholds 3 ft. | inch 
basement plank step, 13 risers, 3 ft. wide, 2x!0 
stringers, 2x8 treads, with 4x4 newels, 2x4 rail 
main stairway, {5 risers, 3 ft. wide. 9 open left 
risers, balance between plaster wall. 1'4 treads, 
\2-inch risers, housed string | main newel, | landing 
newel. (See detail.) 
mantel, see detail 
china cupboard, see detail 
set kitchen cases, see detail 
ironing board 
medicine case, 14x18, 
linen case, see detail 
small door for bathtub, plumbing exit 

360 lin. ft. G-inch E.E. base No. 7431 

360 lin. ft. base shoe No. 7073 

270 lin. ft. picture molding 

50 lin. ft. 2%. E.E. chair rail molding 

140 lin. ft. 7041 ceiling molding 

100 ft. shelving 

100 ft. 7307 hook strip 


glass mirror, adj. shelves 
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Old Attic Has Surprising Possibilities 


"Before" and “after pictures of the room at the top of the house made over from an ugly and useless junk 
room into an attractive bedroom or study, warm, cozy and home-like. Sometimes the modernized attic serves 


as a smoking room or billiard room where the man of the house may entertain his friends. 


Your attic may look like the one 
above, before it was made over. 
It wasn't a bad-looking extra room, 
either. But at small expense it 
was turned into the charming room 


at the right. In this case there 





were no great changes, it being a 


well-built house, structurally sound. 














Bare beams and walls covered, 
a few shelves and some paint—and 
behold what a change! This is a 
sample of what modernizing may 
do for the most hopeless looking 
attic. What an ideal boys’ room 
this top-o'-the-house unused space 


would make. 
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WINS ALL 


7 


THREE WAYS... ! 


“The three most important el- 
ements in determining the kind 
of glass on which to standardize 
are quality, public acceptance of 
the brand name and a protected 
profit for yourself. 


“L-O-F wins hands down on all 
three counts. Consistent national 
advertising has made its name 
familiar from coast to coast. And 
consistently superior quality 
backs up that name in a way that 


consequently, easier to cut. That @ L-O-F Quality Glass has a last- 
keeps it on top. 


protects your profit because it re- ingly brilliant finish, is always of 
“Furthermore, more perfect an- duces breakage to a minimum. uniform quality and has a surface 
nealing in the longest lehrs used “Years ago, I decided L-O-F was considerably flatter than that of 
in the industry makes L-O-F the glass for me. And my profits ordinary window glass. Libbey: 


Quality Glass less brittle and, prove I’m right.” Owens: Ford Glass Company, Toledo. 
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News Notes From California 


San Francisco, Cauir., June 13.—Offices of 
L. J. Carr & Co. newly organized whole- 
sale lumber dealer and mill representative, 
have been opened in room 815 Crocker Build- 
ing, 620 Market Street, by L. J. Carr, until re- 
cently sales manager of Buzard-Burkhart Pine 
Co. The company will act as the sales depart- 
ment of the Sacramento Box & Lumber Co., 
with mill at Kyburz, Calif., and will wholesale 
California pines, Port Orford and incense ce- 
dars, and redwood. 

Mr. Carr has a background of sixteen years 
experience in selling lumber. He started with 
the Exchange Sawmills Sales Co., of Kansas 
City. In 1927 he joined the Forest Lumber 
Co. at its mill at Pine Ridge, Ore. Successively 
from 1928 he sold along the Pacific Coast for 
Exchange Sawmills, handled sales of the For- 
est Lumber Co., and carried on a commission 
business of his own. In 1934 he opened San 
Francisco offices as sales manager for the Buz- 
ard-Burkhart company, a position he held to 
May 1 of this year, when he started his own 
lumber company. 


Yard Men Ask Shorter Week, 
Wage Boost 


Reports from San Pedro (Calif.), Los An- 
geles Harbor, indicate lumber yard workers 
have demanded that wage increases of 10 to 39 
percent, and a 40-hour week, be written into 
their new agreement. The old agreement, which 
expired June 5, was based on a 44-hour week. 
The matter is under discussion between unions 
and companies concerned. 


Will Employ Tie and Post Makers 


The Redwood Products (Inc.), Fortuna, 
Calif., recently asked the California State Em- 
ployment Service, San Francisco, to supply the 
company with sixty experienced tiemakers and 
postmakers. On piece-work basis, the company 
offers 25 cents per tie, furnishes cabin, and 
charges $1 a day for board. It was estimated 
a man can cut from 25 to 30 ties a day to a 7 
by 8 by 8 measure. 


On His Record, Seeks Public Office 


H. H. Smith, former mayor of Daly City 
and head of H. H. Smith Lumber Co., has an- 
nounced he will be a candidate for the office of 
supervisor from the First Township, San Ma- 
teo County. Elected to the Daly City Council 
for nine consecutive terms, Mr. Smith served as 
mayor for eighteen years. He is an official of 
the peninsula branch of the California League 
of Municipalities. During his administration, 
municipal garbage and water systems were in- 
augurated at a big saving to taxpayers. 


Plans to Take Over Redwood Mill 


Ralph W. Bull, well known publisher at 
Eureka, is reported to be organizing the New- 
burg Redwood Co., to take over the old Dodge 
Mill & Lumber Co’s mill at Newburg, near 
Fortuna, Calif. 


Building Western Pine Mill 


Probably the most important sawmill plant 
under construction at the present time in the 
western pine belt, is that of the Walker-Hovey 
Co., at Canby. Its construction was started un- 
der direction of the late Richard Hovey, and 
was delayed by his sudden death. Willis J. 
Walker, chairman of the board of the Red River 
Lumber Co., is the head of the Walker-Hovey 
Co. Since the death of Mr. Hovey, “Hy” 
Brown, who for many years has been associated 
with the Red River Lumber Co. operations in 
various capacities, has been made manager of 
the Walker-Hovey Co. and is now in charge 
of construction. It is planned to have the new 
mill completed and ready for operation early 


this fall or late summer. The plant building has 
been constructed on the basis of a double-band 
operation, but to begin with one band is being 
installed. The company owns a large block of 
timber tributary to the mill, which will insure 
its operation for a period of twenty years or 
more. 


Pleased With Eastern Market 
Prospects 


Returning from a five weeks’ business trip to 
all principal eastern cities and lumber markets. 
Milton V. Johns, manager of the Redwood Sales 
Co., San Francisco, reports the future out- 
look for redwood in these markets is very sat- 
isfactory. 


Will Deliver Grade-Marked Lumber 


Through newspaper advertisements, the W. 
W. Prather Lumber Co., Lakeport, has an- 
nounced special prices on direct mill deliveries 
of lumber for any place in Lake County. The 
Prather mill on Elk Mountain has also in- 
stalled special machinery for grade marking of 
lumber, complying with West Coast grading 
rules. New sorting tables have been installed, 
and an expert grader employed. Each piece of 
common lumber is now marked by the Prather 
firm, designating whether the lumber is No. 1, 
2 or 3 grade. 


To Reorganize Under Federal Law 


The Sunset Lumber Co., of Oakland, a sub- 
sidiary of the Charles Nelson Lumber Co., has 
filed for reorganization under section 77-B of 
the Federal Bankruptcy Act. Under a blanket 
order signed last month by Federal Judge A. F. 
St. Sure, Sidney M. Hauptman becomes trustee 
under the reorganization plans. June 29 has 
been set for a hearing to determine if Mr. 
Hauptman remains trustee permanently. 


California Ports Emphasize 
Foreign Trade 


Los ANGELES, CA.ir., June 13.—Saturday, 
May 16, was Harbor Day, ushering in For- 
eign Trade Week, and Los Angeles Harbor 
cities of Long Beach, Wilmington and San 
Pedro were hosts to thousands of visitors, who 
thronged the palatial passenger vessels and the 
sturdy freighters anchored in the harbor, and 
inspected the score or more of large industrial 
plants that make use of these seagoing vessels 
to carry their merchandise to every corner of 
the earth. Said the manager of the Rossman 
Milling & Lumber Co.: 

Our firm joined with a score of other large 
commercial establishments in running a full 
page ad, in which we invited the citizens of 
southern California to inspect the workings 
of our plant, and enjoy the many interesting 
events of Harbor Day. Few realize the mag- 
nitude of the harbor city industries and the 
important part they play in the swelling of 
foreign trade, so we were very glad to co- 
operate with the Junior Chamber of Com- 
merce, which had charge of affairs, in giving 
the crowds of visitors much valuable inside 
information regarding foreign trade. 


The San Pedro Lumber Co., of San Pedro, 
and the McCormick Lumber Co. and American 
Lumber & Treating Co., both of Wilmington, 
were others that kept open house and delegated 
guides to escort the visitors all through their big 
plants. 

The lumber firms on Terminal Island, in 
whose berths were steamers from most of the 
maritime nations of the world, co-operated 
heartily in entertaining the visitors. These firms 
included L. W. Blinn Lumber Co., Consolidated 
Lumber Co., Hammond Lumber Co., Kerchoff- 
Cuzner Lumber Co., Chas. R. McCormick Lum- 
ber Co., San Pedro Lumber Co., E. K. Wood 
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Lumber Co. and Municipal Lumber Wharf. 

Terminal Island presented a gay and enter- 
taining appearance to the vast crowds that came 
to view the ships and local industries. Of great- 
est interest to the majority was the Japanese 
fishing village (the island is the heart of the 
commercial fisheries of southern California), 
with its many rows of little frame houses, as 
like as two peas in a pod. The little town was 
in gala dress for the occasion. Gay streamers 
were hung across the streets, and the American 
flag and huge kites representing the Japanese 
carp—symbol of courage and fighting instinct 
were displayed on every hand. Japanese boy 
scouts directed the auto traffic in all the con- 
gested districts, and acted as a general bureau 
of information. 


Southern California Receipts 
Highest Since 1930 


Los ANGELES, CALIF., June 13.—Lumber re- 
ceipts in Los Angeles for May, 1936, totaled 
87,250,000 board feet, this being the highest to- 
tal for any month since August, 1930. Local 
construction activity in this territory is reflected 
in the figures that show lumber receipts for the 
first five months of 1936 amounted to 324,203,- 
000 board feet, compared with 202,298,000 feet 
received during the first five months of 1935. 


Sees New Conveniences, Financing 


Methods in Golden State 


Tacoma, WAsH., June 13.—Californians are 
building lavish homes again, and there is a 
strong residential construction movement under 
way in the State, Cecil Cavanaugh, president- 
manager of the Cavanaugh Lumber Co., local 
retail firm, told members of the Tacoma Lum- 
bermen’s Club. He recently returned to Tacoma 
following a business trip to the southern State. 
He had some interesting observations to make 
regarding this trip. 

“I went to see a contractor in the Beverly 
Hills district who had six houses under con- 
struction, each costing between $80,000 and 
$100,000,” Mr. Cavanaugh said. “I saw as many 
as seven kinds of lumber in one building,” he 
continued. “There are a lot of pine doors com- 
ing in for some reason, where once you saw 
nothing but fir doors. I saw lots of flush doors.” 

He said there appeared to be a tremendous 
amount of money around Los Angeles available 
for home buildfng, and added that the banks 
in California were making building loans in a 
way that was new to him. A man with a home 
site, he explained, goes to the bank with his 
plans for a house, and the bank pays the bills 
for construction as they come along, and makes 
the loan afterwards to fit the requirements. Mr. 
Cavanaugh said he found there was lots of 20- 
year money available. 

He told of being in several new homes, or 
homes under construction, where the doors 
opened by themselves as a person approaches 
them. Even outside doors open in this way, 
and from either side, he said, explaining that 
there is either an electric contact made as a 
person steps in front of the door, or that there 
is an electric eye whose beam of light the per- 
son intercepts. Very little molding is being used 
on interiors, or casings and trim he said. In 
some cases, concrete floors are laid down right 
on the ground and painted before the house is 
built. 


Wood Sash, Frames Go in P. O. 


SPOKANE, WASH., June 13.—The timber 
products bureau of the Spokane Chamber ot 
Commerce has received word that revised speci- 
fications for the new postoffice building to be 
erected in Spokane will provide for wood sash 
and frames. The original specifications called 
for steel sash, but representation was made to 
Washington, D. C., as to the number of ad- 
vantages that would come from the use of 
wood produced in this district. 
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To Establish Fair Practices in 

. 
Log Exporting 

ABERDEEN, WASH., June 13.—Stabilization of 
the log exporting business, and elimination of 
unfair trade practices in that industry, were 
forecast by J. T. Herber, of Seattle, an official 
of the Grays Harbor Exportation Co., in con- 
ferences with local log exporters here yester- 
day. 

Under an agreement which took effect June 
i, all logs sold for export will be scaled by the 
Brereton scale, and the measuring will be super- 
vised by the Pacific Lumber Inspection Bureau. 

In the past, exporters have had several differ- 
ent methods of scaling logs, and some exporters 
in an attempt to take over the market have used 
methods that resulted in price cutting, and have 
resorted to other methods that tended to de- 
moralize the log exporting business, Mr. Her- 
ber said. , 

Despite unsettled conditions existing in some 
countries to which Grays Harbor logs are being 
shipped, Mr. Herber believes that foreign trade 
prospects look brighter than they have for some 
time 





Builds Mill in Georgia 


SYLVANIA, GA., June 15.—Having recently 
purchased a large tract of timber from the 
Peavy-Welsh Lumber Co., of Shreveport, La., 
the W. R. Altman Lumber Co., of Brooklet, 
Ga., is erecting a plant at Sylvania for the 
purpose of manufacturing this timber. The 
\ltman company purchased about one-third of 
the holdings of the Peavy-Welsh Lumber Co. 
in this section, its purchase comprising both 
pine and hardwood. This timber, together with 
other holdings of the company, will assure an 
ample supply for the new plant for approxi- 
mately ten years. The Altman company is well 
and favorably known in the trade, having behind 
it an honorable and successful record. 





Millwork Concern to Liquidate 


MILWAUKEE, WIs., June 15.—The Matthews 
Bros. Manufacturing Co., maker of interior 
woodwork and cabinets, has been granted a mo- 
tion by Judge F. A. Geiger, in Federal court 
here, to declare insolvency and liquidate its as- 
sets. The petition was supplementary to a pre- 
vious petition for reorganization under the bank- 
rupicy laws. It was stated that the company 
was unable to agree upon a form of reorganiza- 
tion satisfactory to all concerned, and had asked 
that the reorganization petition be disregarded. 
The firm had made interior woodwork and fit- 
tings for many of the government structures in 
Washington, including the new: Supreme Court 
buildings. 


Standard For Oak Flooring Pub- 
lished by National Bureau of 
Standards 


WasuHincTon, D. C., June 15.—A publication 
just made available by the National Bureau of 
Standards, Department of Commerce, sets forth 
the commercial standard for oak flooring devel- 
oped by the National Oak Flooring Manufac- 
turers’ Association, in co-operation with the 
Bureau. This standard is designed to serve as 
a basis of understanding between the producers, 
distributors, and users of this product. It be- 
came effective March 15, 1936. 

Both plain and quarter-sawed grades are in- 
cluded in the Commercial Standard, and the 
characteristics of each grade are specified. Fur- 
ther requirements cover minimum and average 
lengths. 

Dimensions are given for the various stand- 
id sizes, and drawings (published for the first 
time) indicate the various detailed dimensions 
vhich will permit the manufacture of a truly 
standard product, allowing the laying of an at- 
tractive and serviceable floor made of material 





AMERICAN 


LUMBERMAN 


47 











Hundreds of mills are now in 
a position to supply you with 


PERMANENTLY BRIGHT 
STAIN-FREE LUMBER 


O Be sure to specify DOWICIDE- TREATED 


and be assured of BRIGHT LUMBER 








DOWICIDE’S advantages 
of greater permanence 
and effectiveness in both 
stain and mold control, its 
ease of application, low 
cost, convenient ware- 
house stocks—have made 
it the logical choice of 
hundreds of operators 
who pride themselves in 
furnishing their customers 
thoroughly bright lumber. 






LOOK 
at the 


Ditference 


The boards at the left 
were untreated... 
note the heavy sap 
stain. At the right, the 
boards were treated 
with DOWICIDE. See 
how bright and free 
from stain they are. 











Write for copy of folder 
giving specifications for 
inexpensive treating equip- 
ment and further infor- 
mation on DOWICIDE. 





DOWICIDE 


Manufactured by the Dow Chemical Company, Midland, Mich. 


Distributed and Serviced by 


A.D. CHAPMAN & COMPANY, Inc. 


New Orleans, La. 


Chicago, Ill. 














from different sources. The subject of inspec- 
tion and reinspection is also covered. 

Since the finest oak flooring obtainable may 
be ruined by improper handling and installation, 
there has been appended to the Commercial 
Standard, certain manufacturers’ recommenda- 
tions, careful adherence to which should pro- 
vide a satisfactory floor. 

The pamphlet, which is obtainable from the 
Superintendent of Documents, Government 
Printing Office, Washington, D. C., at 5 cents 
a copy, includes a list of the official acceptors 
of the standard, together with the membership 
of a standing committee which will consider 
the necessity for future revisions. 





A closet on each floor for cleaning equip- 
ment and supplies is a big labor saver. 


Ships Flooring from Its New 
Missouri Plant 


St. Louis, Mo., June 15.—Dealers who have 
been supplying their trade with Lockwood oak 
flooring, manufactured by George C. Griffith 
Stave Co., have noted with pleasure the fact 
that this concern, after suffering the loss of 
its plant by fire, again is manufacturing and 
shipping flooring, having purchased a plant at 
Springfield, Mo. According to company offi- 
cials, this plant at Springfield, a single unit, is 
more modern than the plant that was burned, 
has greater dry kiln capacity, and this will per 
mit the company to handle a larger volume of 
business. The company has been manufacturing 
and shipping flooring from the plant at Spring- 
field since May 25. 
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QUERY AND COMMENT 


Selecting an Architectural School 


It just occurred to me, being a subscriber 
to your journal, that you might be able to 
give me valuable information, that would be 
helpful to someone who is interested in a 
complete architectural course. The informa- 
tion desired is a list of names of some 
schools that offer a good and complete course 
in architecture; mentioning schools that 
would be of some help in aiding their gradu- 
ates secure desirable employment.—INQUIRY 
No. 3241. 

[The inquirer has been sent a list of archi- 
tectural schools, in which particular attention 
is directed to those that have been admitted 
to membership in the Association of Collegiate 
Schools of Architecture, which requires that a 
school have facilities and faculty of certain 
standards before admission; no information is 
available, of course, as to whether the non- 
member schools have sought such membership. 
Most universities and schools make efforts to 
place their graduates; but as to just how ex- 
tensive these are at any particular school one 
would have to inquire from the school itself. 
The professional school graduate need not rely 
wholly for his employment on the efforts of his 
school, and promises of such aid should not 
unduly influence the choice of a school. The 
main thing is to select one that has a reputa- 
tion for turning out well trained architects.— 
Epitor. } 


SCHOOLS OF ARCHITECTURE IN’ THE 
UNITED STATES 
*Member of Association of Collegiate 


Schools of Architecture, 1931 List. 


*Alabama Technical Institute, School of Ar- 
chitecture and Allied Arts, Auburn, Ala. 

Polytechnic College of Engineering, School 
of Architecture, Oakland, Calif. 

San Francisco Architectural Club, San Fran- 
cisco, Calif. 

*University of California, School of Archi- 
tecture, Berkeley, Calif. 

*University of Southern California, College 
of Architecture, Los Angeles, Calif. 

*Yale University, School of Fine Arts, De- 
partment of Architecture, Boston, Mass. 

*Catholic University of America, Washington, 
~ 

Master School of Interior Decoration & 
Architecture, Washington, D. C. 

University of Florida, School of Architec- 
ture, Gainesville, Fla. 

*Georgia School of Technology, Department 
of Architecture, Atlanta, Ga. 
*Armour Institute of Technology, 
ment of Architecture, Chicago. 
*University of Illinois, Department of Archi- 

tecture, Urbana, IIl. 

*University of Notre Dame, Notre Dame, Ind. 

University of Idaho, Department of Art & 
Architecture, Moscow, Idaho. 

Iowa State College of Agriculture, Me- 
chanic Arts & Architecture, Ames, Iowa. 

*Kansas State College of Agriculture & Ap- 
plied Science, Manhattan, Kan. 

University of Kansas School of Engineering 
& Architecture, Lawrence, Kan. 

Tulane University of Louisiana, College of 
Architecture, New Orleans, La. 

Cambridge School of Domestic Architecture 
and Landscape Architecture, Cambridge, 
Mass. 

*Harvard University, Schools of Architecture, 
Landscape Architecture, and City Plan- 
ning, Cambridge, Mass. 

*Massachusetts Institute of Technology, De- 
partment of Architecture, Boston, Mass. 
Lowthorpe School of Lanscape Arichtecture 

& Gardening, Groton, Mass. 

University of Michigan, College of Architec- 
ture, Ann Arbor, Mich, 

*University of Minnesota, College of Archi- 
tecture, Minneapolis, Minn. 

*Washington University, School of Architec- 
ture, St. Louis, Mo. 

*Princeton University, School of Architec- 
ture, Princeton, N. J. 

*Columbia University, School of Architecture, 
New York City. 

*Cornell University, College of Architecture, 
Ithaca, N. Y. 

Pratt Institute, Brooklyn, N. Y. 

Beaux-Arts Institute of Design, New York 
City. 


Depart- 


*New York University, Division of Architec- 
ture, New York City. 

*Syracuse University, Department of Archi- 
tecture, Syracuse, N. Y. 

Ohio Mechanics Institute, School of Archi- 
tecture, St. Louis, Mo. 

*Ohio State University, Course in Architec- 
ture, Columbus, Ohio. 

Western Reserve University, Cleveland 
School of Architecture, Columbus, Ohio. 

*University of Oregon, Eugene, Ore. 

University of Oklahoma, School of Archi- 
tecture, Norman, Okla. 

*Pennsylvania State College, State College, 
Pa. 

*Carnegie Institute of Technology, College of 
Fine Arts, Pittsburgh, Pa. 

*University of Pennsylvania, Department of 
Architecture, Philadelphia, Pa. 

Clemson Agricultural College of South Caro- 
lina, School of Architecture, Clemson Col- 
lege, S. C. 

A & M College, Department of Architecture, 
College Station, Tex. 

*University of Texas, Department of Archi- 
tecture, Austin, Tex. 

State College of Washington, Department of 
Architecture, Pullman, Wash. 

*University of Washington, Department of 
Architecture, Seattle, Wash. 


Process for Hardening Lumber 


The other day I was reading the Mil- 
waukee Journal, and ran across an item re- 
specting someone up in Kenosha who over 
a period of some nine years has apparently 
developed a process for hardening lumber. 
No doubt you have all information on this, 
and if at your convenience you can let me 
know what there is to know respecting it, 
I will be very grateful. In fact I am sure 
there are places where we could use wood 
which had been chemically hardened (the in- 


quirer is a northern manufacturer of ma- 
chinery), in place of metal and to good ad- 
vantage.—INQUIRY No. 3254. 

[There are two types of process for hardening 
wood, the Forest Products Laboratory says, 
first, those that retain the wood structure, em- 
ploying mechanical or hydraulic compression 
without preliminary heat, moisture or chemical 
treatment; and, second, those that alter the 
wood structure, to produce fibre board or plas- 
tics. One of the earliest of these processes was 
the Auspitzer, used in 1920 by R. L. Watts, of 
Tacoma, Wash., to make pulleys of compressed 
spruce. 

The process mentioned by the inquirer was 
invented by Alfred G. Olsen, Elkhorn, Wis. 
He saturates the wood in cleansed, warm raw 
or boiled linseed oil containing 1 percent so- 
dium chloride as a softening agent, then puts 
it in a heated press where it has its cell walls 
collapsed and is reduced to a semi-plastic state, 
further moving pressure transversely of the 
grain reducing its volume by one-third to one- 
half of the original, with great increase in 
strength and durability, but no increase in 
weight of the piece treated. Copies of this 
patent may be obtained for 25 cents from Royal 
E. Burnham, Patent Attorney, 511 Eleventh 
Street, N.W., Washington, D. C. A piece of 
wood treated by Mr. Olsen was inspected by 
the Laboratory, which noted that it retained 
its characteristic wood appearance, but had not 
subjected it to full tests, though an increase in 
side hardness was found, 

Rather sensational claims for a Russian pro- 
cess were recently made over the radio, but 
information is yet lacking. The Forest Pro- 
ducts Laboratory is conducting research along 
this line-—Eprror.] 
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“Dock Wollapers” of Cargo | 300,000, they will insist that| The 
Days—If the Chicago yardmen | they shall be paid at the rate 
want something in the way of|for 2-inch stuff on the entire 
As they are thoroughly 
not easily do a better thing, on organized, they have been en- 


an abuse to reform, they could | Cargo. 


Lumber Business of 
Tonawanda—We expect to find 
at the close of navigation every 
year an excellent report in the 
Tonawanda Herald of _ the 


general principles, or one that 
would be of more benefit to 
themselves, than to mend the 
ways of those barnacles upon 
the business who are euphoni- 
ously described as “dock wol- 
lapers.” By means of an or- 
ganization, to which every man 
who expects to get any em- 
ployment handling lumber 
from vessels belongs, these men 
have been enabled to control 
such work, and to exact their 
own prices for it. The rate is 
fixed, under their rules, at “not 
less than twenty-five cents per 
thousand”; it goes as much 
above that price as the men 
think they can get. They make 
the most arbitrary exactions, 
and insist upon getting them. 
If a vessel captain objects, he 
has the alternative of waiving 
his point, or of having his ves- 
sel left severely alone. For 
example, if in a cargo of inch 
boards, which they have un- 
dertaken to handle on that 
basis, they find a few 2-inch 
plank, though there may not 
be more than 5,000 feet out of 





abled to have things pretty 
nearly their own way; but it 
would seem that the time has 
come when something should 
be done to change the situa- 
tion. 

e* e @ 

Board Measure Tables for 
Dimension—The Michigan 
Lumber Co., of this city, has in 
press and is about to issue, a 
valuable little book for every- 
one who has occasion to ascer- 
tain the number of feet in a 
given quantity of dimension 
lumber. It consists of a series 
of tables showing the exact 
contents of any number of 
pieces of scantling, joist or 
timber, up to 100, of any size 
from 2x4- to 12x12-inch, and of 
any length up to 30 feet. The 
contents in feet, board meas- 
ure, of any amount of such 
lumber, may be instantly as- 
certained by a glance at the 
proper tables, and _ without 
mathematical computation of 
any kind. It will prove a very 
useful and handy office com- 
panion, and should be in every 
lumber office in the country. 





year’s (1885) lumber business, 
and we never look in vain. 
“Never before in our history 
as a lumber market have the 
figures in all departments 
reached such gigantic propor- 
tions. We present the receipts 
by lake as shown by the cus- 
tom house reports,’ as follows: 
Lumber, feet, 498,613,000; 
Shingles, pieces, 52,004,000; 
Lath, 7,652,000; Timber, feet, 
30,000,000. The receipts by 
rail will foot up 5,500,000 feet, 
which added to lake receipts, 
make a grand total of 504,- 
113,000 feet of lumber.” 


Canada Taxes Exports of 
Logs—The Michigan lumber- 
men who made heavy invest- 
ments in Canada pine lands 
with the idea of shipping the 
timber in the log to the Lake 
Huron or Lake Michigan mills 
for manufacture are not much 
pleased at the recent action of 
the Dominion Government in 
increasing the export tariff on 
unmanufactured timber. 
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The Friends of Old 


Rain dripping from the leaves; 
The camp-smoke hanging low. 
It seems the forest grieves; 
For what we do not know. 
Perhaps departed snow 
This final tear receives, 
A thought of long ago, 
Of wild and wintry eves. 


Today a sky of gray, 
Tomorrow skies of blue, 
So winter slips away, 
A gruff friend that we knew; 
And yet we loved him, too, 
However rough his play, 
But now his time is through, 
And ended is his day. 


So there are hearts of gold, 
The rough hearts and sincere, 
The friends we lightly hold 
When wintry days are here. 
Then comes the changing year, 
The tale of life is told, 
And then we hold most dear 
The simple friends of old. 


Personalities 


This department was not astonished when 
Walter Edge was sent abroad as a diplomat, 
nor yet when he diplomatically withdrew as a 
candidate for vice president. Some time ago, 
when he was governor of New Jersey, he and 
we journeyed to Newark to address the annual 
dinner of the Chamber of Commerce. After 
we were seated at the speakers’ trough, we 
leaned over and confided to the governor: 

“T didn’t just catch your aide’s rank, and | 
don’t know what to call him.” 

“Well,” replied the diplomatic Edge, “he hap- 
pens to be a colonel. But always call them 
‘colonel.’ If they’re less than that they’re com- 
plimented, and if they’re more than that they’re 
not insulted.” 

Regardless of this lesson, we must recall our 
own faux pas in the early days of the Presi- 
dential campaign. Chatting with Col. Knox one 
night, we exclaimed brightly : 

“Oh, by the way, saw an old friend of yours 
the other night.” 

“That so. Who was it?” 

“Arthur Vandenberg.” 


We See b' the Papers 


Still, it would be cheaper to ask the Literary 
Digest. 

Mrs. Landon has lived in Kansas all her life, 
but doesn’t plan to. 

Market reports say that tin is unsettled. 
Maybe it’s the beer. 

The trouble with the due process of law is 
that it is so often overdue. 

But for a promising young man, give us the 
platform author every time. 

It should be understood that Alf Landon is 
no relative of Alfalfa Bill Murray. 

What we are worrying about isn’t the three 
long years but the five long months. 

You ought to hear the fellow yell who a 
year ago had never heard of Landon. 

Well, the Democratic convention next, and 
then it will be all over but the spouting. 

New York truck farmers have just had a 
“million dollar rain.” And it was from heaven. 

Campaigns ain’t what they used to be. You 
can’t have a torchlight parade over the radio. 

When the Italians entered Addis Ababa they 


found only a few coins in the Bank of Ethiopia, 


and the $7,500,000 gold reserve gone, which 
was all very disappointing to the cause of civili- 
zation. 

The fierce white light that beats upon a throne 
is now furnished by its own publicity depart- 
ment. 

Mr. Landon is at one disadvantage: there are 
sO many more paving blocks.in New York than 
there are in Topeka. 

Rents are going up another eight percent 
next month, so the Roosevelts have decided to 
keep the house they have. 


Now, when a Boston man can’t find his way 
home, he has an alibi. He may have lived 
there only ten or twenty years. 


Jim Farley calls Alf Landon the “mystery 
candidate.” To Jim, any man who would bother 
to balance the budget is a mystery. 


Under a new State law enacted in a special 
session, relief in Illinois has been turned over 
to the township supervisors. The trouble with 
this is that, instead of offering the village bum 
a check, the supervisor may offer him a job. 


Between Trains 


SAGINAW, MicH.—The State Lions’ conven- 
tion, in annual dinner assembled, went on rec- 
ord tonight as being unalterably opposed to 
any more wearing of the chin on the chest as 
far as this depression is concerned. The de- 
pression is unquestionably on its way out, and 
the Lions have decided that henceforth the 
necktie will be worn in full view, instead of 
obscured by the chin resting upon it. At 
least that was the attitude of those present, and 
those present totalled 10 percent of the mem- 
bership of the organization throughout the 
State. 

After it was over, former State Senator Chet 
Howell, of Chesaning and Saginaw, came 
around in his car, and we sat in front of the 
depot until train time talking about the old 
lumber days at North Muskegon when Chet 
and we went to school together and got saw- 
dust in our hair, whether we got anything 
else into our heads or not. 


CoLERAINE, Minn.—One of the problems 
confronting Presidents, sitting and running, is 
what to do with the graduates that are coming 
out of school and college. You can’t plow every 
third graduate under, and you can’t follow the 
Ponzi policy of making them all school teach- 
ers. And you can’t “make a place for them.” 
All you can do is to make it easier for them 
to find a place for themselves, as Roosevelt 
and Landon did. 

Tonight we assisted in our feeble way to 
graduate 110 of them from the local high 
school. If you saw us whispering on the stage 
while the diplomas were being passed out, that 
is what we were talking about. Under the able 
leadership of Superintendent H. W. Dutter, it 
was the largest class the school had ever grad- 
uated. Some of these boys and girls will take 
life as they find it. A few will make life as 
they want it. 


A Wayside Rose 


Beside the road there blooms a rose 
Where scarcely anybody goes, 

And yet if only one should pass, 
Discouraged youth or tearful lass, 
That single rose is needed there 
As much as any anywhere. 


Our place may be a humble place 
Where few will pass in any case, 
And yet the few will need the word 
That otherwise would not be heard. 
And we must speak as surely then 
For one as for a thousand men. 
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National Production, Shipments and Orders 


WASHINGTON, D. June 15 





Association 


report for two weeks ended June 6, and for 


twenty-three weeks pat that , covering mills w whose statistics for both 1936 and 1935 are available; also percentage comparison with statistics 
for identical mills for the corresponding period of 1935: 


TWO WEEKS: 
Softwoods: 
Southern Pine 
West Coast 
Western Pine 
California Redwood 


Northe TG Peis esoes 
Northern Hemlock... 


Total Softwoods.... 
Hardwoods: 
Southern Hardwoods* 
Northern Hardwoods... 


Total Hardwoods... 

Geen GOGREsccccccocncees 
TWENTY-THREE WEEKS: 
Softwoods: 
Southern Pine...... owt 
WOME GOOG ccc cows ‘ 
WOGKGTE PemOsccc cscs. 
California Redwood. 
Southern Cypress... 
Northern Pine...... 
Northern Hemlock.. 


Total Softwoods. 
Hardwoods: 
Southern Hardwoods* 
Northern Hardwoods. 


Total Hi: irdwoods.. 
Grand totals.... 


*1935 figures not avé ilable. eee stimated. 











Av. No. Production Percent Shipments Percent Orders Percent 
Mills 1936 of 1935 193 of 1935 1936 of 1935 
106 60,566,000 117 63,927,000 4 62,316,000 86 
200 223,021,000 466 219,539,000 345 186,252,000 265 
107 148,439,000 114 121,413,000 107 126,546,000 97 
13 17,469,000 137 16,594,000 131 13,440,000 85 
12 6,664,000 134 8,031,000 128 6,538,000 84 
7 9,447,000 96 5,122,000 77 4,973,000 81 
16 3,093,000 69 3,765,000 79 4,477,000 110 
161 468,699,000 179 438,391,000 159 404,542,000 132 
677 15,431,000 isin 15,596,000 ee 16,388,000 ets 
16 3,271,000 103 3,843,000 144 4,397,000 164 

83 18,702 000 ee 19,439,000 20,785,000 
528 487,401,000 i 457,830,000 425,327,000 
119 752,929,000 129 796,290,000 123 792,978,000 114 
200 2,422,479,000 155 2,375,068,000 137 2,333,747,000 131 
111 1,037,401,000 140 1,147,603,000 118 1,223,161,000 112 
13 194,560,000 142 184,873,000 121 193,048,000 106 
12 58,456,000 149 67,012,000 121 59,123,000 109 
7 25,436,000 78 48,439,000 77 45,768,000 82 
7 43,659,000 2 28,714,000 5 33,496,000 92 
479 4,534,920,000 145 4,647,999,000 127 4,681,321,000 120 
657 142,900,000 —F 74,294,000 var 165,813,000 eas 
17 59,580,000 127 47,363,000 126 46,455,000 111 
82 202,480,000 122** "221,657,000 133** 212,268,000 120** 
544 4,737,400,000 144** 4,869,656,000 127** 4,893,589,000 120** 
*Units of production. §West Coast high relationship with last year due to 1935 strike. 





Relation of Unfilled Orders to Stocks 


Wasuincton, D. C., 


June 15.—Following isa statement for seven groups of identical mills 


and two groups of flooring factories of unfilled order and gross stock footages on June 6: 





No. of Unfilled Orders Gross Stocks 
Mills 1936 1935 1936 9 
Softwoods— ‘ 
Southern Pine .. re . 102 65,482,000 84,675.000 354,689,000 360,155,000 
West Coast ...... ise aad 200 392,146,000 344,177,000 1,071,473,000 993,243,000 
Western Pine ........ : 5 a 103 239,613,000 232,296,000 1,268,305,000 982,981,000 
California Redwood. ; ask 3 42,938,000 50,727,000 276,939,000 270,775,000 
Southern Cypress... ci eeenn 2 8,117,000 11,1 26. 000 155,407,000 175,874,000 
Northern Pine....... aide ire eine’ 7 6,061,000 5,799,000 106,053,000 107,325,000 
Northern Hemlock............... 6,654,000 8,103,000 85,041,000 69,994,000 
Total Softwoods nee 446 761,011,000 736,903,000 317,907,000 2,960,347,000 
Hardwoods— 
Southern Hardwoods ........... No Report 
Northern Hardwoods - ‘ 12 8,974,000 7,239,000 77,234,000 88,195,000 
Flooring— 
Oak Flooring ......... No Report 
Maple, Beech & Birch.. 15 9,082,000 4,746,000 12,408,000 11,741,000 





West Coast Review 


[Special telegram to AMerIcAN LuMBERMAN] 
SEATTLE, WaAsH., June 17.—The 200 West 
Coast Lumbermen’s Association mills giving 
production, shipments and orders during the 
two weeks ended June 13 reported: 
Production 216,664,000 
Shipments 218,333,000 0.77% over production 
Orders 198,644,000 8.32% under production 
A group of 200 mills, whose production re- 
ports for 1936 to date are complete, reported as 
follows: 
Average weekly cut for twenty-four weeks: 
1935 . y 66,2 


oeawtee 70,000 

EE bil Wie bl a aan @ awh ae adel eee 105,334,000 
Average cut for two weeks ended 

lg RS ay ae eoepinat ereraeeys S 108,332,000 


A group of 200 mills w hose production for the 
two weeks ended June 13 was 216,664,000 feet, 
reported distribution as follows: 

Unfilled 


Shipments Orders Orders 
Rail ... 84,720,000 84,088,000 126,297,000 
Domestic 
cargo. 95,090,000 68,010,000 180,930,000 
Export 19,388,000 27.411.000 75,800,000 
Local 19,135,000 19,135,000 


218 333, 000 198,644,000 383,027,000 
A group of 200 identical mills whose reports 
of production, shipments and orders are com- 
plete for 1935 and 1936 to date, reported as fol- 
lows: 
Aver. for 2 
wks. ended Aver. for 24 wks. ended 


June June June 
13, 1936 13, 1936 15, 1935 
Production 108,332,000 105, 3° 4.000 66,270,000 
Shipments 199,167,000 103,375,000 73,652,000 
Orders 99,322,000 100, 791,000 75,920,000 


California Redwood 


SAN Francisco, Catir., June 13.—The fol- 
lowing information is summarized from the re- 
ports of 19 mills to the California Redwood 


\ssociation for April: 
—Redwood— White 
Percent of Wood 
Production Feet 
Production ..... 37,208,000 : 2,944,000 
Shipments ...... 32,206,000) 4,122,000 
Plant use ...... 2,847,000 § 94 505,000 
Orders— 
Received ..... 41,120,000 117 3,543,000 
On hand ..... 48,652,000 2 4,567,000 
Stock on hand. .269,575,000 9,292,000 


Detailed Distribution of Redwood 





Shipments Orders 
Northern California*. ..12,805,000 13,925,000 
Southern California*. 7,602,000 11,188,000 
Es salar ros eeretw BN 385,000 342,000 
EE <'ss eiuswawaw ewan 1,368,000 11,188,000 
PL: SS ccuaead awe eae 3,045,000 4,477,000 
Totals .... - ....-00,206,000 41,120,000 


*North and south of line running through 
San Luis Obispo and Bakersfield. 


*Washington, Oregon, Nevada and Arizona. 
TAll other States and Canada. 





RFC Loans in April 


WasuincrTon, D. C., June 15.—During April, 
the Reconstruction Finance Corp. authorized a 
loan of $45,000 to the Basil E. Kenney Lumber 
Co., Blountstown, Fla., and a loan of $30,000 was 
authorized to the Vanis Builders’ Supply & 
Lumber Co., Cleveland, Ohio. 





Residence Construction Costs 


Following are index numbers of construction 
costs, compiled by E. H. Boeckh & Associates 
(Inc.), Cincinnati, Ohio, covering residences, 
frame and brick: 

1926-1929 1934 1935 June 


Area Ave. Avg. Avg. 1936 
Atlanta— Frame. 82.7 70.6 68.4 67.5 
Brick.. 87.0 76.8 72.4 74.9 

Baltimore— Frame.107.2 83.8 80.0 81.9 
Brick..112.0 89.1 85.5 87.1 

Boston— Frame.116.3 94.4 91.2 89.3 
Brick..120.3 101.1 97.6 96.3 

Chicago— Frame.109.2 93.4 91.5 97.5 
Brick..114.2 99.2 97.9 103.1 

Cincinnati— Frame.100.5 87.6 86.4 83.7 
Brick..105.0 93.1 92.3 89.9 

Cleveland— Frame.107.2 89.6 87.6 96.1 
Brick..113.4 97.0 94.5 103.4 

Dallas— Frame.112.8 86.2 82.8 81.9 
Brick..115.8 91.6 88.9 87.7 

Detroit— Frame.103.3 82.5 78.1 81.7 
Brick..108.4 86.6 83.4 88.9 

Minneapolis— Frame. 92.8 87.0 82.7 92.0 
Brick... 98.2 94.0 88.6 98.1 

New Orleans— Frame. 93.3 76.5 76.2 73.6 
Brick.. 96.3 81.5 81.3 79.2 

New York— Frame.133.3 98.3 92.2 97.4 
Brick. .138.4 104.5 92.5 103.0 

Philadelphia— Frame.100.3 84.8 85.4 89.0 
Brick..107.6 91.0 91.9 96.4 

Pittsburgh— Frame.113.3 83.7 84.1 96.7 
Brick..118.8 91.1 90.5 105.2 

St. Louis— Frame.118.6 97.6 91.6 93.0 
Brick..121.1 105.5 99.7 101.0 

San Francisco— Frame. 87.7 85.0 84.1 85.2 
Brick.. 93.7 93.2 91.6 93.4 

Seattle— Frame. 84.5 78.2 81.1 79.5 
Brick.. 92.2 86.5 88.6 86.2 





Six New Pulp Mills in South 


New Or.eAns, La., June 15.—Six plants for 
utilizing pulpwood from the southern pines are 
either under construction, or plans have been 
made to start on them in the near future. Those 
under construction are at Savannah, Ga.; Cros- 
sett, Ark.; and at Houston, Tex., on the ship 
canal. Those projected are at Charleston, S. C.; 
Port St. Joe, Fla., and Fernandina, Fla. The 
investment is about five million dollars for each 
plant. These plants will turn out fiber board 
and kraft paper primarily, but it is likely that 
there will be some experimentation to discover 
a practical process for making newsprint. All 
of the sections in which these plants are being 
located have been important producers of pine 
lumber, and the Florida, Georgia and South 
Carolina regions have been producers of naval 
stores in large quantities. 
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Rees Notbohm Lumber Co.; lumber, 










































fuel, paint etc. 
CANADA. BRITISH COLUMBIA. Nakusp—Big 
a sen Cedar Pole Co. (Ltd.); $25,000. 
| Tor Vancouver—Bonilla Timber Co. (Ltd.); $75,000 
istics Vancouver—Malahat Logging Co., 12318 Standard 
' Bank Building: $500,000. Will also engage in 
, business as timber merchants. 
‘cent Vancouver—West Sawmills (Ltd.); 1104 Standard 
1935 e Lumber Co.; $50,000. To operate a general timber Bank Building; $50,000. Will engage in business 
- Business Changes ami tonthas Saslneus as timber merchants. 
65, : ’ NORTH DAKOTA. Bismarck—Bismarck Build . 
oT CALIFORNIA. Los Angeles—Huff Lumber Co., ers Supply Co.; $50,000. Casualties 
85 1390 West Adams Blvd., sold to John Haselmeier OHIO ien~ Titonlie Bond inc): te wae ‘ 
ind is now known as West Adams Lumber Co. , eon. aes : vines ee ARKANSAS Little Rock—Reedy Lumber (C<¢ 
F : L A - ~ = fac _ . " . F ars ¢ » access >», — ANDADS. 4 .¢ ) | ) 7” 
84 Watsonville—Watsonville Lumber Co.: 8. G. La- gone a ee = — roetpmgonngs 1700 East Fifteenth St., destroyed by fire, with an 
81 Frenaye and Herman Schupt sold interests to Earl OREGON. Eugene—Peters-Wright Lumber Co.; estimated loss of $10,000. The fire started in the 
10 i. Johnson. —, , ’ : : . main plant and spread to the dry lumber in the 
—— . ’ . = ere ’ ow Ce: -ortland—Gresham Lumber Yard; $10,000. yards, burning 300,000 feet of lumber. 
32 ae ote ye poate! “a gh Roseburg—Umpqua Logging Co.; $10,000. tussellville—Burnett-Wyss Lumber Co. suffered 
town. ‘ TENNESSEE. Columbia—Builders Material Co. a damage of $5,000 by fire to its sawmill 
<< IOWA. Holstein—Dessel Lumber Co. succeeded ae oe States Container Corp.; to Waldo~ Waldo Lumber Co. sawmill destroyed by 
64 by Strohm Lumber Co. a are : : fire, with loss estimated at $10,000, partly covered 
— KANSAS. Stafford—Stafford Home Lumber Co. , TEXAS. Houston—Charles J. Gerner Lumber & by insurance. The planer, drying sheds and stacks 
stock purchased by T. M. Deal Lumber Co.; the Supply Co. a of lumber containing 3,000,000 feet. were saved 
stock will be moved to the Deal yard. ‘ ea TON, Aberdeen—Reed Logging Co.; Mill will be rebuilt as soon as possible. 
20,000. M oT . y ‘ c . , Seavle »p . 
LOUISIANA, Shreveport—Clanton-Schober Lum- = i ala ig rea) oh. a NORTH CAROLINA. Marion—G. P. Seagle plan 
ber Co, succeeded by Clanton Lumber & Supply Co. change Co. : ° : ‘ " - (Continued on Page 65) 
14 MINNESOTA. Bayport and Scandia—Anderson 
31 Yard Co., of Bayport, sold its yards at preceding 
12 towns to Lampert Yards (Inc.), of St. Paul, Minn. 
06 MISSOURI. St. Louis—Carbondale Tie & Lum- 
oo ber Co. succeeded by Ozark Tie & Lumber Co. 
82 (Ine.), 518 Chestnut St. 
2 Slater—Slater Lumber Co.: Bert Rose purchased 
men interest of Ira Nix and will continue under the old 
20 firm name. . 
NEBRASKA. Archer—S. D. Ayres Lumber Yard 
purchased by Pat George Eckhoff, of Archer, and 
ii George E. Hedges, of Central City, who will oper- 
ate it as the Archer Lumber Co. ‘ = 
— Carleton—Citizens Lumber & Supply Co. suc- You can still buy the same good OLD Bradley-Miller 
20** ceeded by Atwood Lumber Co. s : : 3 
20** Crawford—George D. Tubbs Lumber Co. changed q R | . aaaggaeemned Northern White Pine and Ponderosa Frame 
name to Crawford Lumber Co. | ea the same high quality, perfectly manufactured, Long 
Page—Page Lumber & Hardware Store purchased ; Life Frames that B Mi ‘ 
— by Mr. and Mrs, F. E. Wilbur and C. E. Wilbur. “Old-Time” at Bradley-Miller has always built. 
OHIO. Harrison—Perrine Lumber Yard pur- Also Lumber! In Direct Mill Shipments or Mixed Cars 
sts chased from Mrs. Clara Perrine by John Perrine Michigan —Genuine Northern White Pine—Idaho White Pine 
and Paul Gieringer, who will continue it under Pond Pi Yell Pi Whi ,. 
ction the name of Atwood Perrine Lumber Co. ¥ oncerosa *ine—t ellow rine— te Spruce—Fir—Red 
‘iates OREGON. Creswell—M. A. Chamberlain sold White Cedar Lumber and Shingles—and all other Western 
a sawmill to Harold Stewart, George L. Wilhelm Z Forest Products. 
nces, and John Bean. Pine 
Drain—Douglas sawmill purchased by Ohrling . li ° li h 
—_— Lumber Co., of Curtin. Specialists in Quality Box Shooks 
1936 Waldport—Waldport Hardwood Co. succeeded by Frames 
tas Waldport Lumber Co. 
67.5 nel Nat a etl - ; 
$7.5 PENNSYLVANIA. Tunkhannock—E. M. DeLons Fe aaceal BRADLEY - MILLER & COMPANY 


81.9 succeeded by R. O. Farr. 


When yy Dh Poon 
es VIRGINIA. Buffalo Ridge—G. A. DeHart suc- , ‘Frames BAY CITY, MICHIGAR 
‘ 


ceeded by G. A. DeHart & Sons. 











“4 WASHINGTON. Raymond—Hart-Wood Mill Co. 
96.3 succeeded by Hart Mill Co. 
97.5 WEST VIRGINIA. Charleston—Morgan Lumber 
103.1 & Manufacturing Co. succeeded by Morgan Lum- 
83.7 ber Co. (Inc.). 
89.9 WISCONSIN. Amery, Minong, Osceola, Shell 
96.1 Lake and Spooner—Anderson Yard Co., of Bayport, 
103.4 Minn., sold yards at preceding five towns to Lam- 
81.9 pert Yards (Inc.), of St. Paul, Minn. 
87.7 
81.7 New Ventures 
92.0 CALIFORNIA. Lomita—Marion Welch Lumber 
98.1 & Building Supplies. 
73.6 San Diego—Rinde & Evenson; wholesale. 
79.2 ILLINOIS. Cairo—Valley Lumber Co., 216 Tenth 
97.4 St.; full line of builders’ materials. 
103.0 MICHIGAN. Iron Mountain—Carlson Lumber & 
89.0 Fuel Co. opened at corner of Stephenson Ave. and 

. F St. 
96.4 NEW YORK. New York City—Ace Lumber Co.; 
96.7 660 West 125th St. 

an} 

105.2 OKLAHOMA. Coyle—Roy Teal and S. M. Ross 
93.0 will put in a lumber yard in connection with the 
101.0 Teal Hardware company. 
85.2 OREGON. Astoria—Billie Brewer Lumber Co. 
93.4 has opened a household appliance store at 12th 
79.5 and Duane Streets. 
86.2 Detroit—North Santiam Shingle Co.; to operate 


a shingle mill. 
Eugene—Peters-Wright Lumber Co.; wholesale. 
TEXAS. Stinnett—Tulsa Rig & Reel Manufac- 
th turing Co. is opening a lumber yard here, 
WISCONSIN. Wausau—F. M. Crocker Builders’ 




















Supply Co.; 115 W. Franklin St. 
; for 
» are | - 
“osc ncorporations 
hose CALIFORNIA. lLomita—Gardiner Lumber Co.; 
*ros- $10,000. 
ship FLORIDA. Jacksonville—B. & V. Lumber Co. 
Swit. IOWA. Sioux City—Mid-West Roofing Co.; Cash in on the up 
$10,000. m R 
= KENTUCKY. Monticello — Cumberland Valley swing in construction, 
eacn Lumber Co.; $10,000. hich is b dt 
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Here's What's New— 


Dealer Help Booklet Presents Two 
New Products in Color 

To assist dealers toward increasing their 
sales of Celotex Insulating Stiff-Lath and Celo- 
tex Laminated Waterproof One-inch Insulating 
Sheathing, the Celo- 
tex Corp., 919 North 
Michigan Avenue, 
Chicago, has issued 
an 8-page book in 
colors. The _ book, 
entitled, “For En- 
during Comfort and 
Lasting Economy 
Use Celotex on 
30th Sides of the 
Framework,” is de- 
signed for consumer 
understanding and 
appeal, and is for 
dealers to distribute 
among their inter- 
ested prospects. This 
new piece of literature tells in a brief and inter- 
esting way of the manner in which both prod- 
ucts add strength and permanence, protect 
against summer heat and winter fuel waste, stop 
unnecessary infiltration of noise, and pave the 
way for air conditioning by providing ample 
insulation. 









FOR ENDURING COMFORT AND 
LASTING ECONOMY USE 


- ON BOTH SIDES 


=p) «OF THE FRAMEWORK 








* I © 


Nail-Marked Wallboard Eliminates 
Measuring for Line and Space 


Certain-teed Products Corporation, 100 East 
42nd Street, New York, announces that every 
sheet of Bestwall and Certain-teed Gypsum 
Wallboard is now nail-marked to eliminate the 
need of measuring the boards for stud spacing 
and then drawing nailing lines. The improve- 
ment is calculated to cut down appreciably the 
time required by carpenters to apply these prod- 
ucts. Nail-marking is accomplished with dots 
which can be seen plainly, but are not heavily 
enough impressed to mar the surface of the 
board in any way. Parallel to the vertical edges 
of each board, and sixteen inches inside of the 
edges, are rows of dots. Between these rows, at 
eight-inch intervals, are other vertical tiers of 
dots, thus automatically providing nailing lines 
for boards spaced on either 16- or 24-inch cen- 
ters. In each vertical tier, the dots are three and 
one-half inches apart. Therefore, nailing at 
alternate dots spaces the nails 7 inches apart, 
and nailing at each third dot spaces nails 10% 
inches apart. Samples of the improved boards 
are available on request. 

** * 


Pocket-Size Concrete Handbook Is 
Available to Dealers 


Penn-Dixie Concrete Tables and Recom- 
mended Mixes for Different Kinds of Work is 
the name of a vest pocket-size, 8-page booklet 
just published by the Pennsylvania-Dixie Ce- 
ment Corp., 60 East Forty-Second Street, New 
York. The book contains three tables, and ex- 
planations of their application. Table No. 1 
lists, in the first vertical column, eight different 
kinds of concrete work. In the next three col- 
umns are shown the mix by volume of job- 
damp materials for each kind of work, the 
mixes based on one standard sack of cement. 
Another column shows the amounts of water 
in gallons to be added at the mixer. The cubic- 
foot volume of concrete from a one-bag batch, 
and the workability or consistency, whether 
stiff, medium or wet, are also given. The ma- 
terials, including water, for each mix are shown 
in the final columns. Table No. 2 shows ap- 
proximate compressive strengths of stiff, me- 
dium and wet mixes for sixteen different pro- 


portions of cement and aggregate. Table No. 3 
shows compressive strengths at one, two, three, 
seven and twenty-eight days for various quanti- 
ties of water per sack of cement. The company 
announces that on request from the trade or 
members of staffs connected with construction, 
books will be sent free of charge. 
.* 6 


Poster Invites Readers to Ask for 
Sample and Test It 


A five-color wall poster proclaiming the mer- 
its of Sisalkraft as a protective, reinforced 
building paper is ready for distribution to deal- 
ers by the Sisalkraft Co., 205 West Wacker 
Drive, Chicago. In addition to recommending 
the use of Sisalkraft over sheathing, under 
floors and under roofs, the poster is designed 
to do an automatic selling job. The poster asks 
that the reader request a_self-demonstrating 
sample, and then try to “Tear it up.” Anyone 
who has ever tried to tear a piece of Sisalkraft 
knows the impression that must be left with 
the prospect regarding the toughness of the 
product. Beneath the finished illustration of an 
attractive house are shown three views of un- 
finished portions with Sisalkraft applied. Post- 
ers and samples may be obtained by requesting 
them from the company at its home office. 

. a 


Announces Lightweight Power Drill 


for Service Jobs 


A new electric drill, the Stanley “Victor” 
No. 114, is designed especially for use by 
carpenters and other trades- 
men on service jobs. It fits 
easily into a tool kit, meas- 
uring 12% inches in length, 
and weighing only 5% pounds. 
It has a capacity up to one- 
quarter inch in steel, and the 
power unit is a Universal 
type motor, operating on 
either D.C. or A.C. current, 
60 cycles or less. It has a 
heavy duty three-jaw chuck, 
and operates at a load speed 
of 1500 R.P.M. The motor 
housing and handle are cast 
in one piece from a strong 
aluminum alloy, and it is 
equipped with a rocker switch conveniently 
located on the handle. In announcing the new 
tool, the Stanley Rule & Level Plant of the 
Stanley Works, New Britain, Conn., prices it at 
$19.50. 





Basement Modernization Presented 
Effectively in New Booklet 


A booklet entitled “The Cellar Reborn” is 
an illuminating and “eye-opening” presentation 
of eighteen actual transformations of hopeless 
basements into beautiful and useful rooms. The 
reclaimed basements are divided into six classi- 
fications—hobby rooms, designed and equipped 
to characterize the owner of the house; chil- 
dren’s rooms; utility workshops; studies and 
home offices; sports rooms fitted as home gym- 
nasiums; and rumpus rooms for boisterous 
recreations. Each case is presented on two 
facing pages, showing the scale plan and equip- 
ment, and furnishing layout of the new base- 
ment, photographs of both the old and the new 
conditions, and breakdown costs of the opera- 
tions involved, including special furnishings. 

The treatments are unusual and distinctive, 
and the book illustrates effectively the utility 
and character that can be given a basement at 
nominal cost to the owner. Published by the 
American Radiator & Standard Sanitary Corp., 
40 West 40th Street, New York City, the book 
is available to dealers on request. 
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Primitive Insulation in Ireland Shown 
in Temlok Folder 


The fourth in the series of Illustrated News 
Sheets being issued by the Building Materials 
Division of Armstrong Cork Products Co. is 
entitled “Luck of the Irish in Home Insula- 
tion.” It describes and illustrates the methods 
used by the Irish peasants in County Kerry 
for insulating the cabins which they build and 
occupy. Black turf, which consists of partially 
carbonized vegetable matter dug in profusion 
from the bogs extending throughout the region, 
provides the material of insulation. A good 
measure of protection against severe weather 
conditions is obtained from it. This folder, with 
its predecessors in the series, is available either 
flat or folded, for counter display or mailing. 

= * * 


New Pressure Flow Compensator 


Works With Simple Spiral 


The principle of the automatic pressure com- 
pensator, recently developed by the Foxboro 
Co. for Foxboro flow meters, is the connection 
of a simple spiral pressure tube to a lever. The 
compensator is designed to prevent errors due 
to variations in the static pressure of com- 
pressible fluids while flow readings are being 
taken. -Spiral adjustment of the multiplication 
of the linkage between the float and pen arm 
provides a percentage correction instead of an 
additive one. The linear amount of correction 
differs at different points of the chart, and is 
calibrated to fit the flow formula of the meter. 
Thus, it is claimed, a continuous, instantaneous 
and accurate compensation for pressure changes 
is obtained automatically. At zero flow, pressure 
changes do not move the flow pen; at all other 
positions compensation is obtained. The meter 
is convertible to service where compensation is 
not required. It does not affect inclusion of 
pens for recording pressure or temperature. 

* * *& 


New Barn Equipment Sales Plan to 
Protect Dealer Profits 


Protection of dealers’ profits is the basis of 
a new plan of sales control recently announced 
by J. B. Clay, president of Clay Equipment 
Co., manufacturer of barn equipment, Cedar 
Falls, Iowa. 

At the time the new policy was announced, 
Mr. Clay said, “The time has come when some- 
thing must be done about the methods of selling 
barn equipment. From reports coming from 
our representatives, factory salesmen repeatedly 
sell direct to the 
farmer at close to 
dealer cost. They do 
all the contacting of 
the prospect prior to 
the sale, and gradu- 
ally edge the dealer 
out of the picture. 
The result is that 
many dealers have 
become disgusted 
with barn equipment 
sales, and I don’t 
blame them. Some- 
thing must be done 
to remedy this situ- 
ation. The market 
for barn equipment 
is a growing one, 
and it is a line no 
dealer can afford to 
overlook. That’s the 
reason for our publicly stated dealer sales pol- 
icy.” 

The new Clay policy was inaugurated by send- 
ing to all Clay factory representatives the fol- 
lowing set of instructions: 

1. After May 18, 1936, the retail discount 
for your dealers on any consumer sales shall 
not exceed 10 percent off the published list 
price, with freight equalized with the nearest 
barn equipment shipping point. 

. The office will check every order to see 
that there are no exceptions. Evidence of 
your co-operation will be your notice written 














J. B. CLAY, 
Cedar Falls, Iowa; 
Explains New Barn 
Equipment Sales 
Policy 
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on the dealer’s order as to the retail price 
at which sold, which notice shall show on 
the dealer’s copy, or in lieu thereof to secure 
the farmer’s signature on an order which is 
to accompany your dealer’s order to this 
office. 

3. It is not sufficient for the office to 


assume you have done this—it is necessary 


for you to show what you have done without 
reservations. 

To illustrate exactly what is meant by the 
first clause in the instructions, it is stated “that 
a Clay salesman calling on a farmer can not 
quote a lower price than 10 percent off the pub- 
lished list price. This is a maximum discount 
to the consumer which in every instance allows 
the dealer to make a profit. In other words, 
should the dealer’s discount on the merchandise 
be 30 percent, and the salesman was calling 
on one of his customers—a farmer—and quoted 
10 percent off, the dealer would make 20 per- 
cent.” 


Mr. Clay believes that defining the policy in 
a straightforward way will do much to right the 
wrongs of barn equipment selling. 

a . - 


Handbook of Shingle Information 
Saves Time in Figuring 


“Eighty-four pages of valuable shingle infor- 
mation” is the brief phrase used by the Red 
Cedar Shingle Bureau, Seattle, Wash., to de- 
scribe its new handbook, published expressly as 
an aid to dealers, and designed to save them 
time in figuring shingle jobs. The book is a 
sturdily bound, pocket-size volume containing 
tables of roof areas, stresses, number of nails 
per square, and numerous other data which 
heretofore the dealer had to take the time to 
calculate. It is a book which no dealer who 
handles Certigrade shingles can afford to be 
without. A copy will be supplied on request. 
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Admiral Byrd 
Writes 
Appreciation 
Letter to Saw 
Manufacturer 


oe 


Henry Disston & Sons 
(Inc.), Philadelphia 
(Pa.), manufacturers of 
saws, files, knives and 
other tools, have re- 
ceived from Admiral 
Richard E. Byrd a let- 
ter of thanks and ap- 
preciation for the part 
the complay played in 
Byrd’s second expedi- 
tion to Little America. 
A photograph of the 
etter is presented here- 
with. Admiral Byrd’s 
thanks are prompted by 
the company’s contribu- 
tion of saws, files and 
other tools to the expe- 
dition. The autographed 
piece of insulation 
of shown with the letter 
and mentioned in it was 
probably cut with a 
Disston tool, thus giv- 
i" ing the company the 
distinction of having at 
least one of its tools 
used at the southern- 
most point ever occu- 
pied by man. 














Loadings of Revenue Freight 


A report of the car service division of the 
Association of American Railroads shows that 
the revenue freight for the two weeks ended 
June 9, 1936, totaled 1,342,704 cars as follows: 
Forest products, 65,917 cars (a decrease of 623 
cars below the amount for the two weeks ended 
May 23); grain, 61,424 cars; livestock, 22,145 
cars; coal, 216,571 cars; ore, 96,792 cars; coke, 
17,387 cars; merchandise 310,053 cars, and mis- 
cellaneous, 552,415 cars. The total loadings for 
the two weeks ended June 6 show an increase 
of 77,851 cars above the amount for the two 
weeks ended May 23. 


Buys Black Mountain Stand 


Jenkins, Ky., June 15.—The McCorkle Lum- 
ber Co., headquartered at Big Stone Gap, Va., 
purchased June 5 several thousand acres of tim- 
ber lands lying largely in the Big Black Moun- 
tain section, adjacent to the Kentucky-Virginia 
border several miles east of here, and has an- 
nounced very early development of this stand. 
Two good sized sawmills are to be installed at 
Big Laurel, Va., and several miles of logging 
road constructed out from the L. & N. main 
line. 
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Let SALLIS 
Show You 


We feel that we really 
have something to offer 
you in the way of well- 
manufactured products 
and dependable service 
on: 


Yard and Shed Items, 
Eased edge Dimen- 
sion, Flooring, Ceiling. 
Siding, Finish, Mould- 
ings, Casing, Base, 
Timbers, etc. 


All Shed Stock is Kiln 
Dried —air dried items 
are Lignasan Treated. 


Let us quote—or better 
yet, try us with your 
next order. 




















SALLIS siinoonniss: 














St. Francis Basin 


OAK FLOORING 


GUM AND 


€orronwooo BOX SHOOKS 
everess PILING and TIES 


SOUTHERN 


HARDWOOD LUMBER 


Chapman & Dewey 
Lumber Co. 


Manufacturers, Memphis, Tenn 











Get Acquainted ! 


Ozark Brand Oak Floor- 
ing is building a reputa- 
tion for satisfaction. Qual- 
ity with economy never 
fails to build trade. Sam- 
ples and prices will con- 
vince you. 


| Ozark Oak Flooring Co. Inc. 


BISMARCK, MO. 
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Eastern Trade News 


[F. J. Caulkins] 


Boston, MAss., June 15.—Trade interest 
centers this week upon the Boston National 
Home Show, which opened Saturday in the 
Mechanics Building and will attract huge 
crowds of home minded people—afternoon and 
evening—through the remainder of this week. 
Eleven home shows of this type have been held 
thus far this year in other large cities of the 
country and exhibitors have been loud in their 
praise as to the interest shown and amount of 
new homes, remodeling and equipment sold. 
The managers of this Boston show have con- 
ducted similar shows in Philadelphia in Feb- 
ruary, Buffalo and Pittsburgh in April. This 
show at Boston is strongly sponsored by the 
Federal Housing Administration, the Manufac- 
turers Housing Display Council and the Bos- 
ton Better Housing Committee. The activity 
might properly be classed as an advance agent 
of the lumber promotion program being staged 
and financed by the lumber industry, because 
it will serve to focus the minds of prospective 
home builders upon wood as a building material 
for its beauty and economic appeal. It is re- 
ported that one lumber exhibitor at the Phila- 
delphia show booked more than $100,000 worth 
of new business as a direct result of contacts 
with home builders. The central feature of this 
3oston show is an ornate Cape Cod cottage 
26x28 feet located in the center of the main 
exhibition hall, the material for which was con- 
tributed by 52 retail and wholesale dealers, 
members of Northeastern Lumber Service and 
the New England Wholesale Lumber Associa- 
tion. This building stands as a distinct triumph 
for wood and for the “New Deal” in lumber 
promotion activities recently inaugurated by 
the National Lumber Manufacturers’ Associa- 
tion, and substantially backed by the leading 
lumber trade organizations of the country, rep- 
resenting all branches of the industry. When 
the managers of the show announced plans for 
the exhibit it was stated that this Cape Cod 
cottage was to be the central feature. The 
labor was to be contributed by the management, 
but it would use such material as was supplied. 
Then the lumber people stepped into the picture 
with a request that it be an all-wood struc- 
ture. This request was granted, and the home 
minded public are viewing this week a strik- 
ingly attractive home of four rooms and bath 
that is of wood throughout, even to the roof 
covering, which is of Certigrade red cedar 
shingles. The interior is artistically decorated 
and the furnishings of each room are in keep- 
ing with the Colonial type of house, which had 
been designed by the Architects Small House 
3ureau of Boston. The modern kitchen wood- 
work was supplied by a Boston distributor. 
The 100-foot approach to the house is flanked 
on either side by a spacious lawn laid with 
genuine grass sod. At the opening of the show 
on Saturday night the daughter of John F. 
Malley, State director of the Federal Housing 
Administration, cut the ribbon and officially 
opened this attractive home for inspection. The 
governor of the State, the mayor of Boston, 
United States senators, the president of the 
Chamber of Commerce and a long list of offi- 
cials from the FHA were on hand to voice 
their approval of the project and to expatiate 
upon the need and value of the modern home. 
While this feature display was a complete tri- 
bute to wood, the scores of booths about the 
spacious halls exhibited about every type of 
material used in home construction and in the 
equipment of the home. The Johns-Manville 
Sales Corp. exhibited its home insulation spe- 
cialties. Two local retail dealers—the G. Fuller 
& Son Lumber Co., of Brighton, and the Dix 
Lumber Co. of Cambridge, had fitted up booths 
to display lumber specialties, the former fea- 
turing a playhouse covered with novelty siding, 
also the interior of a room finished with knotty 


pine. The Dix Lumber Co. has a display of 
sruce flooring, Flintkote shingles and the pack- 
aged trim of the Trimpak Corp. The Federal 
Housing Administration has set up two carloads 
of educational home exhibits of real interest 
to the prospective home owner, and its pres- 
sure, combined with that of the loaning banks 
and the dealers in building materials, showid 
yield excellent results in home building activi- 
ties through the eight days that the show is 
to run. 

WEST COAST FIR AND HEMLOCK—The 
unreported arrival on May 31 of a Weyer- 
haeuser cargo at its new Boston terminal— 
Pier 4, South Boston—raised the total re- 
ceipts at Boston in May to 10,786,174 feet, 
and for the first five months of the year 
to 62,262,700 feet, which total compares with 
36,745,622 feet in the same period last year 
and 27,525,243 feet in 1934. The retail yards 
in the Boston area are carrying well rounded 
stocks and, not having moved lumber thus 
far this spring as fast as anticipated, they 
have placed very few orders calling for mill 
shipments during the past thirty days. The 
distribution yards have been fairly busy sup- 
plying fill-in lots to the dealers. The whole- 
sale price level is unsettled, both by reason 
of keen local competition and pressure by the 
mills to book new business. Local offices 
find that the mill discount ranges all the 
way from $10.50 to $11.50, but the figure most 
generally quoted is $11. This brings the 
ec. i. f. fir dimension prices to dealers at the 
Boston terminals to 2x3-inch, 8-foot dressed, 
$25.25; 12-foot, $27.75; 16- to 20-foot, $29.75 
If rough, add $2.50. For 2x10-inch, 8-foot, 
$34.25; 12-foot, $28.75; 16- to 20-foot, $30.75. 
If rough, add $1.25. For 6x6-inch, 8- to 
20-feet, $30.25, with the 18x18-inch, 8- to 
20-feet, $30.75, rough; and if D4S, $34.25. Fir 
and/or hemlock boards are in light supply 
at the local storage yards, with very few 
lots of No. 1 available. A mixed grade of 
No. 2 and better 8-inch dressed sells at $26, 








Green Woods Are Kiln Dried 
for Handle Manufacture 


Wititramson, W. Va., June 15.—One of the 
most important steps in manufacturing handles 
at the J. D. Westcott & Sons’ plant here, is the 
kiln-drying of stock green from the saw to a 





Beech is being kiln dried for making handles in the 
above picture 


uniform low moisture content. Beech, hickory, 
maple and ash are generally used, and are dried 
in a specially designed, large-capacity Moore 
cross-circulation kiln, designed and manufac- 
tured by Moore Dry Kiln Co., Jacksonville, Fla. 
After the stock has been seasoned, it is re-sawn, 
which is the big test of wood so dried, for dry- 
ing must be perfect to prevent warping later. 

The local handle company has its head office 
in Union City, Pa., and is one of the oldest 
handle manufacturers in the country. W. C. 
Westcott heads the concern. 
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and the 10-inch may be had at the same 
figure. The No. 3 boards sell at $23.50. 


EASTERN SPRUCE—tThe price position of 
both dimension and boards is steady at the 
level established on April 1, but demand has 
been somewhat less vigorous thus farin June, 
by reason of a lighter than normal demand 
from the yards. The industrials have placed 
orders freely, particularly for boards and 
crating. Fresh-cut 2x3- and 4-inch scantling 
is firm at $31@32; 6- and-°T-inch, $32@33; 
8-inch, $33@34; 10-inch, $36@37; with an oc- 
ecasional call for 12-inch at $38@39. Dry 
boards are being shipped promptly from 
stocks in the mill sheds, with the dressed 
and matched 6- and 7-inch stock boards at 
$32@33, with an occasional offering of sub- 
standard lots at $1 less. Covering boards, 5 
inches and up, are active at $28@29. Stand- 
ard lots of 2- and 3-inch bundled furring are 
steady at $27@29. 

LATH AND SHINGLES—Spruce lath, both 
narrow and wide, continue in a strong posi- 
tion, the 1%-inch selling freely at $4.75@5, 
and the wider size at $5@5.25. There is a 
steady call for eastern white cedar shingles 
at $4.25 per square for extra’s; $3.50 for 
clears; $3 for 2nd clears, and $2.80@2.90 for 
clear walls. For the West Coast red cedars, 
all-rail—delivered at New England points— 
prices average from 5 to 10 cents lower than 
in May. The 18-inch Perfections are quoted 
at $4.94; 16-inch XXXXX No. 1 at $4.39; No. 2, 
$3.34; No. 3, $2.99. At the local storage yards 
there is a complete assortment of grades, with 
yard prices for Perfections at $4.73; No. 1, 
XXXXX at $4.20; No. 2, $3.20, and No. 3, 
$2.80. These prices are for kiln dried lots; 
for air dried, drop 10 cents. 


PINE BOXBOARDS—There is a growing 
searcity of dry boards on the mill yards, and 
prices are firm. Most sales of inch round 
edge box are at or very close to $15 f. o. b 
the mill yard, with an occasional lot, of 
extra-wide average, at $16. Delivery by 
truck from mill yard direct to buyer, if haul 
is under 200 miles, runs from $4 to $5. By 
rail, the rate is from $3 to $3.50 for delivery 
at Boston rate points. For inch square edge, 
that will grade No. 3 barn and better, the 
f. o. b. mill price ranges $25@28. All box 
shops are busy, but competition is keen, and 
there is pressure for lower lumber prices, 
which shippers have thus far successfully 
resisted. 

EASTERN HARDWOODS—The market for 
birch and maple selling to the woodworkers 
and furniture factories is stronger than at 
any time in the past five years. The call for 
maple is so vigorous that most of the product 
is covered by orders well before it reaches 
shipping condition. It is a strong sellers’ 
market. Inch FAS maple sells at a range 
of $75@80, with the 2-inch at $88@90. The 
wood heel season has ended, but buying is 
active for the new season, which runs from 
July 1 to late in September. The short, cross- 
cut maple heel stock, graded to make 90 per- 
cent or better usable for heels, is held firmly 
at $85 for delivery after July 1. The long- 
length 2-inch plank, to grade common and 
better, has been moved up from $73@75 and 
is expected to reach $78, and perhaps $80, 
by early July, by reason of a real shortage 
of stock at the sawmills. The heel shops 
have set up new and higher prices for wood 
heels effective July 1, but no contracts at the 
new figure have been reported. Inch FAS 
native birch is firm at $75@80, and the 2-inch 


at $90. 
NEW YORK, N. Y. 


The movement of lumber from the yards is in 
substantially larger volume thus far in June 
than for the same period in any recent year 
since 1930. That the trade is spotty, however, 
is shown in the lack of uniformity in the re- 
ports picked up at many centers, that range all 
the way from extremely active to disappoint- 
ingly slow. Development projects on upper 
Long Island and at many points in New Jer- 
sey are taking a large percentage of the stock 
that is being hauled from the yards, though at 
some points in Westchester and in the resi- 
dential sections farther east there is apparently 
a mild form of boom in the construction of the 
better type of single homes. There is still com- 
plaint that deliveries of both longleaf and short- 
leaf yellow pine finish are being delayed, both 
by reason of short supplies at the mills and 
the pressing demand for lumber at southern 
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mi centers. Dealers here expect improvement on 

this score, the mills having he gp A gee THIS ADVERTISEMENT APPEARING IN 
of freely at the old freight rate basis, which wi 
the be sharply advanced on July 1. This, they feel, t U LL C0 L 0 R IN L E A D ING MA G AZINE S 
ha: should bring a rush of deliveries of stock that ' 


ome can be loaded and at the railroads before July 1. 
ATIC 


ced Freight Rate Advances Arouse Protests Ae 
and All trade organizations here have launched ; ? 
ing an offensive against the order of the Interstate 


29 
vo 











apa Commerce Commission advancing rates, and 
Dry have filed briefs with the Commission protesting 
“om the proposed advances in long-haul rates, as 
sed well as the cancellation of the 124 percent re- 
Pm duction in back-haul rates which expire by limi- 
“i tation on June 30. The Intercoastal Lumber 
nd- Distributors’ Association has appointed counsel 


are to act under the direction of the traffic manager 
of one of its member firms in carrying the fight 
oth against these rate advances right up to the 
om I. C. C. Up to the present moment, however, 
G9, no word has come from Washington to encour- 


Bs a 


zles age the hope that the advances in rail rates 
for will not become effective on July 1, or that the 
fol advance in the intercoastal water rate from 
— $12.50 to $13 will not come in force on that 
ai 


date. As these water rates apply only upon 




















ar shipments from American ports, shippers are 
» 2 less concerned over the higher freight cost than 
rds with the more favorable competitive position in 
vith which shippers from British Columbia are f 
. 1, placed. Deliveries of British Columbia cargoes 2 E A U Ag Y A N D 
Fon of fir _ a! — at — — 
i since April 1. it is currently reported that the ° 
lower rates at which foreign “tramps” are being BY S HERWIN - 
poe chartered more than offset the tariff charge of 
F _ : 5 
und $2 against these imports from British Columbia. Ge ebsptée silo ded lots aioe 
. Dd. Giving Instruction on Grade-Marking hy painted with SWP you see and 
be A new and real interest in the use of grade- : on Taping. Sane 1 Youn mest 
raul marked lumber has developed during the past Peg caps Peano gees 
By six months at many consuming points served 
very through New York. The Intercoastal Lumber 
dge, Distributors’ Association office in New York 
he is directing an educational program in connec- 
ond tion with all West Coast woods, and is as- 
ices. sisted by an official inspector from the West 
ully Coast Lumbermen’s Association. Secretary 
Titus and Inspector P. D. Ryan have during the 
— past thirty days held a series of meetings at 
cers centers in Westchester County, at which deal- wah a 
‘ _ ers as well as inspectors were instructed as to gcecapest ary eae 
eeaad grades and the proper marking of lumber. ming surface... and 
ches When a dealer or employee has mastered the job, “pe 
lers’ he may be licensed to apply the official grade- 
inge mark of the West Coast association under the 
7 supervision or direction of I. L. D. A. As rapidly 
Ban as possible, this program will be carried into 
onn- all of the Atlantic Coast markets, and to such 
per- inland points as call for service. 
*mly Cargo receipts of eastern spruce dimension 
ong - or boards have been light during the past thirty 
and lays. Sales of spr lath by car, on the oth 
mee day s pruce | Vy » ( e other 
$80, hand, have been in fair volume, with delivered 
tage prices ranging from $4.80 to $5. 
hops ° ; 
rood Jacksonville, Fla. 
ae SOUTHEAST AND EXPORT OUTLOOK— Prooucts 
tee Business is rather quiet, as usual at this 


season. But Florida retailers are commenc- 
ing to reap the rewards attendant on their 
recent advertising to former service men, 
urging home building. The export market 
is still somewhat stagnant, as local export- 
ers still hesitate to execute orders received 
from certain countries, because of their credit 


is in 
June 








year Situation. South American buyers are a little 

ever, more active. The Island trade is good, and 

> re- South Africa is the brightest spot. PF PLE IN YOUR TOWN . 

e all CYPRESS—With stocks scarce and broken, are seeing these 

oint- orntiee Br omg strong. Price changes are d Th ’ h 
predicted to be announced this week. It is ; i re. 

— expected there will be an upward revision. beautiful full color a vertisements. nid " ahaa og 

‘ SOUTHERN PINE—While there has been : —" i is’“— 

—_ somewhat of an easing in the demand, prices And in your town = meee street = metropo . 

na are still strong, and it is reported some mill . <11; ‘ar ; ; in- 

resi = getting premiums on scarce items. esa Sherwin - Williams advertising 1S telling the Sherwin 
of the orders on which the mills are busy “21° ° ° ° . 

= are old ones that could not be executed dur- Williams dealers’ story. And the telling 1S selling—selling 
ing the rainy season, which lasted well into : a - ° 

4 the spring. Framing and shed stock sell well. Sherwin-Williams Paint. Lead with the leader 

v HARDWOODS are weak as a result of 

both over-production, — SHERWIN-WILLIAMS PAINTS 

anc SHINGLES AND LATH are scarce, and it 


thern is difficult to get carloads of either. 
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San Francisco, Calif. 


PHILIPPINE RATES—Contract ocean 
freight rates from the Philippines to the 
United States have recently been, and will 
be further, revised upward on logs and lum- 
ber, according to an announcement by the 
Associated Steamship Lines of the Philippines 
Conference. The new rates will affect prin- 
cipally imported hardwood, the bulk of which 
is Philippine mahogany and these and the 
present rates are given below: 

Lumber Rates 
r~per 1,000 Board Feet—, 


To Pac. ToAtL& 

Coast Ports Gulf Ports 
Present cates ..ccccccese $11.50 $17.50 
“ee St eee 12.50 19.00 
in Ce. Bicacenneewe eee 13.50 20.50 

Log Rates 

—per 1,000 Board Feet— 

To Pac. ToAtl & 

Coast Ports Gulf Ports 
Peet te. Bee. Biunivisevees $13.50 $17.50 
Pe. MEE Ricavsceesences 14.50 22.00 
i Me Rebhecstewkeennsd 15.50 23.50 


Lumber and logs transported from the 
Philippines to the United States by the Con- 
ference lines for March (latest available fig- 
ures) total as follows: 

3oard Feet 
To Pacific Coast ports.......cceecoes 2,189,431 
To Atlantic & Gulf ports........... 109,389 


BOE cosa ccaeeesassecssenessecanwe 2,298,820 


HARDWOODS—The eastern market de- 
mand for Philippine Mahogany is reported 
strong, with prices strengthening in the 
Philippines. The northern California de- 
mand for this wood has been increasing with 
the general expansion in business, and prices 
are now showing a tendency to stiffen. Hard- 
woods have benefited substantially in Cali- 
fornia through the advancing tide of small 
jobs as typified by home construction in the 
$5,000 to $10,000 class. Large hardwood jobs 
are reported few and far between. 


REDWOOD—On the whole, the redwood 
situation is very favorable. With but a few 
dull spots, demand from all the principal 
eastern markets is reported very good. Prices 
are firm and showing a tendency to strengthen. 
The problem of the mills is to ship fast 
enough for eastern demand. All upper grades 
are wanted and mills report dry stocks 
broken. The demand for dry tank and vat 
stock continues strong. 


CALIFORNIA PINES—Local demand is 
very good, with prices firm in all btt Nos. 
2 and 3 common Ponderosa. Stocks of Nos. 
2 and 3 are plentiful and prices weak, and 
a like situation exists for box lumber. De- 
mand is particularly good in the Los Angeles 
area, where it is reported many millwork 
and cabinet factories are opening up again 
after being closed down throughout the de- 
pression. The San Francisco area is said to 
be opening up more and more as an impor- 
tant market for California pines, due to the 
fact that producers are awakening and push- 
ing their product, where formerly they con- 
ceded the market to other woods. With the 
large volume of home building, there has 
been a good call for knotty panels for in- 
terior finish of rooms. Prices for shop grades 
of sugar pine are very strong, with those 
for all grades strong and tending upward. 
There is some price cutting reported from 
the middle West on D Select Ponderosa, but 
factory grades seem steady. The New Eng- 
land market is reported good, with a nice 
volume already placed. On the whole the 


volume of business booked for California 
pines is very good. With mills in the 
Klamath Falls (Ore.) area discontinuing 


pitch selects, California exporters of those 
grades to Australia have a good outlook. War 
threats in Europe are said to be the cause 
of the light demand from the United 
Kingdom, 

DOUGLAS FIR—Current local demand for 
this wood is reported good, with prices only 
fair. 

LABOR—The industrial department of the 
State employment office in San Francisco re- 
ports inquiry from northern California timber 
areas for approximately 200 skilled workers 
over the past thirty days. 


BUILDING—The value of building permits 
for the twenty-five cities in the West re- 
porting the largest volume in May, 1936, was 
double that of May last year. San Francisco 
building permits in May were almost double 
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the total of May last year. In Sacramento 
(Calif.) the 1936 building program is reported 
the heaviest in nine years, totaling a shade 
less than $3,000,000 during the first five 
months of this year. 


Tacoma, Wash. 


WEST COAST WOODS—A general slowing 
up of the market has been apparent here 
during the last fortnight. Lumber mills, 
door manufacturers and plywood plants all 
are feeling it. Prices are reported to be off 
in all these branches of the industry. Oper- 
ators here are inclined to attribute the soft- 
ening of the market to unsettled labor con- 
ditions in Oregon and along the Columbia 
River. For some unexplained reason, they 
say, the entire industry has been affected 
unfavorably. The only benefit local plants 
have enjoyed from the Oregon situation has 
been the opportunity to fill out a few orders 
that had not been completed at the Oregon 


— Spokane, Wash. 


WESTERN PINES—The mills report that 
business is in fairly good volume, and that 
some orders are being placed in anticipation 
of the change of freight rates scheduled for 
June 30. The most important change in 
prices during the past several weeks was 
the advance of Sterling No. 2 Idaho pine, all 
widths and thicknesses being marked up $1. 


Seattle, Wash. 


WEST COAST MARKET—Complaint of 
slack demand in all markets is general, but 
figures of actual lumber sales reveal thaf 
new business continues in fair volume. Wet 
weather has removed fire hazard in the woods 
for the time being, and production of logs is 
unhindered, except on the Columbia River, 
where 6,000 loggers are out on strike. Log 
prices are an important factor in the selling 
price of lumber at this time; more so than 
usual, because weakness in lumber markets 
is tending to push mill prices downward, for 
labor and log costs are steady. 


RAIL—tThe market is rather quiet. Floor- 
ing is about $1 lower, and most other items 
are 50 cents to $1 off. Wholesalers’ orders 
include some from buyers anxious to have 
shipments made before the 78-cent rate be- 
comes effective July 1. Several pine mills 
are known to have refused further orders at 
the 72-cent rate, but the fir mills are not so 
well booked up. Car material is fairly strong. 





Mills are not selling framing at offered 
prices, which are around $23@25. The num- 


ber of mills cutting fractional lengths and 
sizes is limited. There is a steady demand 
for clear car sheathing and lining. 


INTERCOASTAL—Buyers and mills are un- 
uncertain of the future course of the mar- 
ket. Shippers who at first were indifferent 
are now inclined to fight the 50-cent rate 
increase, principally because it gives British 
Columbia shippers a still further rate ad- 
vantage. British Columbia is already laying 
down one-sixth to one-fifth of the lumber 
consigned to the east coast, according to 
estimates here, and this movement is worry- 
ing American shippers a good deal. 


EXPORT—A few more orders are coming 
from China, principally for ties, and these are 
asked for in higher quality than is usual. 
Japanese buying is spotty. Space for July 
will be a little easier, but rates to Japan 
continue at $6 and $6.50. Lumber consigned 
to China moves at $7 with $7.25, and $7.50 
obtained for out-ports. China is more and 
more making its own lumber from imported 
logs, buying a poor quality log of small 
dimensions. China began building mills five 
years ago, mostly with British capital. High 
labor and freight costs here make the f. a. s. 
price of lumber so high that it is more profit- 
able for China to import logs and do her 
own manufacturing. A number of good in- 
quiries have come from South America, but 
buyers hesitate over price; most of these are 
from Argentina, Peru and Chili. United 
Kingdom demand is less than that of a month 
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ago, and the Continental market is inactive, 
the demand for clears being very quiet. Aus- 
tralia is also taking logs and lumber. The 
labor trouble here and rise in labor costs 
are helping keep export quotations firm. 


SHINGLES—Demand continues very slug- 
gish, and prices are weak. Manufacturers 
have had one meeting with the shingle weav- 
ers’ union, and another is scheduled; it ap- 
pears certain they will soon be asked to pay 
a higher wage scale. Meantime, talk of mills 
closing down is general. With labor and log 
costs steady, there is a limit to price decline. 


LOGS—Prices remain firm. Input and sales 
are balanced. Weather on Puget Sound has 
favored production so far this summer. 


Kansas City, Mo. 


SOUTHWEST MARKET Southwestern 
manufacturers last week were booking all 
lumber orders on a conditional basis, and 
prices were based on new freight rates which 
go into effect June 30. If deliveries are made 
before the end of the month, the purchaser 
obtains the benefit of the currently lower 
rate, the saving ranging from 1 to 11 cents 
a hundred pounds. The new freight rates 
generally are opposed by local jobbers and 
wholesalers, as in most cases the change will 
require a readjustment of selling prices. 
Southwestern lumbermen also oppose the 
new rates because these place them at a dis- 
advantage with West Coast manufacturers, 
as the new set-up gives the West Coast fir 
market an edge over the southern pine trade 
of this district. For example, cost of fir ship- 
ments to the Buffalo-Pittsburgh region, un- 
der the new rates, would be raised about 
$1.20 per thousand feet, while cost of yellow 
pine shipments would be hiked about $2. 


RETAIL—Unusual building activity last 
week boosted the volume of lumber sales 
even higher than during the last fortnight 
in May. Improved crop conditions through- 
out the middle West were believed respon- 
sible for the improvement. Inquiries from 
retail yards were reported the heaviest in 
several months, and prices have shown 
strong advances, due to shortages in whole- 
salers’ and manufacturers’ stocks. Sales- 
men report that retail yards are unable to 
keep popular house building items in stock, 
and mills are generally oversold on these. 
Production has been increased by several 
southwestern concerns, but sales still are 
running far ahead of output. Retailers gen- 
erally are complaining over the inability of 
mills to furnish immediate shipment of all 
items. Sales of lumber in board feet at 158 
reporting yards in the tenth Federal Reserve 
district continued to expand in April, and 
were substantially larger than in April last 
year, in line with substantial increases in 
building activity this year. The dollar vol- 
ume of sales of all materials showed a simi- 
jar upward trend. The seasonal increase in 
lumber trade this spring has been somewhat 
greater than in recent years. Retail sales 
of lumber in board feet during the first four 
months of 1936 were 58.5 percent greater 
than during the first four months of 1935. 
Stocks of lumber were increased substan- 
tially during April, and on April 30 were 20.8 
percent larger than those of a year ago. 


BUILDING—Construction activity in the 
tenth Federal Reserve district showed a 
further slight increase during April to the 
highest level for that month since 1931, with 
the value of total construction contracts 
awarded equal to 83.2 percent of the average 
volume for April during the past ten years. 
Total awards for the first four months of 
1936 increased 54.8 percent, compared to 
awards for the first four months of last 
year. The number of permits issued by 
building departments in seventeen cities in- 
creased during April, and were the largest 
for the month since 1930, exceeding the num- 
ber for April, 1935, by 31.8 percent. Esti- 
mated expenditures for April, which were al- 
most twice the amount of expenditures a 
year ago, were at the highest level for the 
month since 1931. Denver, Colo., led all 
cities of the district with 525 permits issued 
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during April, representing a total estimated 
expenditure of $651,586. 


INDUSTRIAL demand kept pace with yard 
demand, virtually all industries being repre- 
sented in the buying. Heavy industries, such 
as furniture and automotive plants, again 
took the lead in buying, although box and 
cooperage concerns still were in the market 
for small amounts to round out stocks de- 
pleted by recent heavy call from. berry 
growers in southern Missouri. 


SOUTHERN PINE production was _ in- 
creased substantially last week, to reduce 
the margin between sales and output, but 
new business continued to flood local offices. 
Items suitable for residence and barn con- 
struction and repair were in best demand, 
and prices were generally higher than for 
other items in less urgent demand. Order 
files are the largest of the year and are in- 
creasing daily. Industrial demand is pressing. 


WESTERN PINES—Ponderosa and Idaho 
pines are higher, with C selects and better 
showing the greatest advance. Definite ad- 
vances throughout the list are expected 
within the next 30 to 60 days. Sales of 
Ponderosa have been heavy in comparison 
with previous weeks, although the demand 
for Idaho white pine has not been so active. 
Expansion in millwork demand is responsi- 
ble for a considerable portion of the west- 
ern pine sales volume. Total industrial de- 
mand is good. 





WEST COAST varieties were in fairly good 
eall, but the bulk of offerings was disposed 
of in eastern markets. Local demand showed 
a seasonal increase, but not in proportion to 
the call for other varieties. 


HARDWOOD producers reported the mar- 
ket very satisfactory. Their stocks are 
limited, while demand continues persistent, 
particularly from industrial buyers and 
prices are very strong. Activity in the build- 
ing trades has created unusually heavy de- 
mand for flooring, and flooring plants are 
absorbing large quantities of hardwoods. 


SHINGLES AND LATH were in limited 
supply, and prices are very strong. 


New Orleans, La. 


SOUTHERN PINE observers’ of 
market conditions say they have noticed a 
falling off in the volume of demand, which, 
although it is not great, nevertheless follows 
the normal tendency in June. Some items 
that have been scarce at the mills seem to 
be accumulating, for on such items the sales 
managers are being talked into making 
slight concessions, but as soon as they have 
balanced their stocks they become firm in 
their attitude and ask more money. One of 
the local papers announced that arrange- 
ments were being made to build 1,100 houses 
on the Lake Front, but it will be several 
months before the project is under way. The 
Southern Pine Association barometer and re- 
port of conditions for the week ended June 6 
shows stocks 2 percent below the same week 
a year ago, while orders are 20 percent 
above. This relationship can not continue, 
because production can not for long bridge 
this gap, and the stocks will be drawn upon 
to a greater degree than they can be re- 
placed. Unfilled orders are on the increase, 
being 2 percent above those of the week 
before. Stocks on hand are 88 percent of 
normal at 102 mills. 


HARDWOODS—tThere has been some soft- 
ening in prices noted the past week. Ex- 
porters are not in the market for much 
lumber, but the domestic demand seems to 
be practically unchanged. The Southern 
Hardwood Producers (Inc.) barometer for the 
week ended June 6, completed last Saturday, 
has reports from 63 units, representing about 
two-thirds of the productive capacity. Pro- 
duction is up 7 percent, orders down 1 per- 
cent, shipments down 4 percent, as compared 
with the week that ended May 30. 


CYPRESS and keeps on about the 
Same level, and there has been no increase in 
production or stocks on hand. All stocks 
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that had accumulated during the years of 
slack demand have been reduced, so that there 
is a balance, although some grades are in 
shorter supply than others. 


DOUGLAS FIR is reported in better de- 
mand this month. The retail yards have 
taken considerable shed stock and a ship 
building yard has bought a large quantity. 
Prices are unchanged. 


Baltimore, Md. 


NORTH CAROLINA PINE—Stocks are com- 
ing in faster than they are sent out, though 
outward shipments have increased, so several 
piers have begun to show quite an accumu- 
lation. The selection is now more adequate. 
Good weather has enabled the mills to run 
without interruption, and favors seasoning. 
Some believe that a slight easing-off in de- 
mand has developed of late. Prices are gen- 
erally well maintained. 


LONGLEAF PINE—The movement of 
Georgia pine is fairly well sustained, with 
the potential buyers showing perhaps re- 
duced reluctance in paying the higher prices 
asked. Longleaf is being specified more gen- 
erally, and the mills are able to dispose of 
their output readily. Yards are generally 
adding to their assortments. 


CYPRESS —Producers generally express 
gratification at the demand. Sash factories, 
along with other woodworking plants, mani- 
fest increasing needs, with contractors in- 
clined to specify cypress on a decidedly larger 
scale than even early this year. 


DOUGLAS FIR—West Coast woods are be- 
ing used on an expanding scale, with much 
of the lumber still routed by rail, though 
water transportation is also gaining. Ship- 
ments of late have been especially heavy 
because of the impending advance in rail 
rates on July 1 from 72 to 78 cents per 
100 pounds on cars of 50,000 pounds, which 
will mean an increase of about $1.25 a thou- 
sand feet in eastern markets and of approxi- 
mately $1 in the South. Dealers have been 
rushing to book business as a consequence. 


HARDWOODS—Some of the buyers, like 
the furniture manufacturers, again feel an 
expanding tendency in demand for their 
products, while the movement of wagon oak 
to foreign markets is well sustained. Prices 


are steady. 
Buffalo, N. Y. 


Some improvement in lumber buying has 
lately taken place, in anticipation of the 
raising of freight rates at the end of the 
month. But the trade is not at all brisk, and 
many retailers are of the opinion that lum- 
ber prices are not likely to be advanced 
greatly, even if freight rates are higher. 
Much of the new construction hereabouts is 
outside the city limits, and is not included 
in reports of volume of local building, which 
is running below that of a year ago, while 
suburban building is in fair volume. 


HARDWOOD demand is showing a normal 
seasonal tendency to drop off, after a fairly 
active trade for the past two months. Prices 
of most items are holding firm, and some 
items are short at mills. Consumers are car- 
rying small stocks and are desirous of prompt 
delivery when placing orders. 


WESTERN PINE demand is not quite as 
active as sometimes at this season, though 
there has been a little improvement this 
month, because higher freight rates will pre- 
vail in the near future. Many dealers have 
been depending on their stocks to carry them 
along, rather than placing any good-sized 
orders, consequently their holdings are 
much reduced. 

NORTHERN PINE trade is light, but as 
no large stocks are being offered by the mills, 
prices are steady. Demand for crating lum- 
ber is somewhat curtailed by the ary weather 
and shortage of vegetable and fruit crops in 
some sections. There is a fair building trades 
demand, 





(Continued on Page 60) 
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KLAMATH 
IS THE 
HOME 
OF FINE 
QUALITY 
PONDEROSA 


PINE 


Klamath has long been known for the 
fine quality of its Ponderosa Pine. Crater 
Lake begins with this dependable, basic 
quality and maintains it through to de- 
livery to you. Depend on us for your 
needs in 



















Selects - Common 
S4S or Rough 


Shop and Box 
Let Us Quote on Your Needs 


SPRAGUE 
RIVER, 
OREGON 


Huntington 
Taylor, 
General 

Manager 











Wagons 


Sep Ja 1959 
“gy JE 1322 


continue to do 
the job cheaper 
and better for 
the practical log- 
ger. 





For snaking and 

bunching use 

our Self-Loading 
Skidders. 





LINDSEY WAGON CO. 
Sole Manufacturers LAUREL, MISS. 
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E. Lorenzo, who is in charge of buying lum- 
ber for Salvador Vinals, Barcelona, Spain, with 
headquarters in New Orleans, will spend the 
next three months in Barcelona. 


George Palmer, son of O. K. Palmer, promi- 
nent Chehalis, Wash., lumberman, was chosen 
valedictorian of the senior class of Moran 
school, Bainbridge Island, Wash. 


The Chicago Lumber Co. of Omaha, Grand 
Island, Nebr., was host to John Dohrn, June 2, 
when he was given a banquet in honor of his 
fiftieth anniversary of association with the firm. 


James G. Newbegin, Jr., son of a prominent 
Tacoma, Wash., lumberman, has been named a 
second lieutenant in the Washington National 
Guard and assigned to headquarters battery of 
the 148th Field Artillery in Tacoma. 


Charles L. Baxter of the commission lumber 
company in Chicago bearing his name has a 
new person at home with whom to discuss busi- 
ness these days. Charles Lamar Baxter, Jr., 
has already made himself prominent in the 
household. 


G. R. Cox, manager of the Southland Lumber 
Co.’s yard at Robstown, Tex., for nearly three 
years, has been promoted to assistant general 
manager of all of the concern’s yards in Texas. 
He has been connected with his company for 
seventeen years. 


Harold Stouffer and P. H. Bowman, opera- 
tors of the Stouffer-Bowman Co., Aberdeen, 
Wash., building supply firm, will operate a sim- 
ilar concern in Tacoma, Wash., they announced 
here yesterday. Mr. Bowman will manage the 
Tacoma concern. 


Extensive logging operations have been 
started by the Ford Motor Co. in L’Anse and 
Arvon townships, where it is estimated that a 
cut of 40,000,000 feet of logs will be made. 
The hardwood timber will go to L’Anse and the 
hemlock to Pequaming, Mich. 


James A. Shane, president of the May Hard- 
wood Lumber Co., Lafayette, Ind., has been 
nominated by the Republicans for Secretary of 
State. He has been engaged in the lumber busi- 
ness in Lafayette for twenty years, and is widely 
known to lumbermen in northern and central 
Indiana. 


Nelson S. Perkins, who resigned an executive 
position with the Rural Resettlement Adminis- 
tration in Washington, D. C., to take up duties 
as a promotion expert with the Douglas Fir 
Plywood Association, assumed his new post at 
the latter organization’s headquarters in Ta- 
coma, Wash., June 4. 


Due to the death of W. J. Sowers, president 
of the American Pitch Pine Export Co., New 
Orleans, it was necessary recently to elect new 
officers. The new officials, who have all been 
with the firm many years, are: J. E. Burtis, 
president; T. A. Stubbs, vice president and 
treasurer, and L. N. Hobbs, secretary. 


George Kellogg, manager of the E. K. Wood 
Lumber Co. plant at Hoquiam, Wash., has re- 
turned to that city following an extensive trip 
that included visits to Washington, D. C. and 
cities along the Atlantic Coast and in Florida. 
He was accompanied by his daughter, Mrs. 
Leslie Dills of Seattle. 


A. F. Cooper, woods manager of the Stand- 
ard Chemical Co., Toronto, has been elected a 
director. Mr. Cooper is vice president of the 
Hardwood Bureau (affiliated with the Canadian 
Lumbermen’s Association). He is, also, a mem- 
ber of the Board of Directors of the National 
Hardwood Lumber Association, Chicago. 


The Shevlin Pine Sales Co., Chicago, had its 
staff of salesmen increased this week by the 
transfer of R. C. Monroe from the company’s 
office in Toronto. Mr. Monroe was at his last 
position for about seven years, and worked in 
the concern’s mills at Ft. Francis, Ont., previous 
to his former job. He will sell in Chicago and 
its suburbs. 

Mark Moore, associated with the Moore & 
Galloway Lumber Co. (Ltd.), Fond du Lac, 
Wis., has been named assistant sales manager 
of the W. J. Durham Lumber Co. at Neenah, 
Wis. Mr. Moore was in charge of the retail 
lumber department of the Fond du Lac con- 
cern, and has had extensive training in remodel- 
ing, reconstruction and planning. 





Proves His Fish Story 


Martin L. Han- 
sen, representative 
in Chicago terri- 
tory of the Clover 
Valley Lumber Co., 
of Loyalton, Calif., 
recently indulged in 
his annual fishing 
trip in Wisconsin, 
where he formerly 
worked, Casting 
with a live sucker 
on Papoose Lake, 
one of the northern 
lakes of the Mani- 
towish chain, Mr. 
Hansen, after a 
forty minute fight, 
succeeded in land- 
ing a muskie, 42 
inches long, and 
weighing 25 pounds. 
Mr. Hansen said 
this was a perfect 
fish, fat as a pig, 
and, for fear his 
friends may accuse 
him of perpetrating 
a fish story, he pro- 
duces the proof as 
shown in the ac- 
companying photo- 
graph. Although 
twenty-seven years 
have elapsed since 
Mr. Hansen worked in the woods, and regularly 
fished in Papoose Lake, he says he always finds 
a muskie in the same weed bed and usually man- 
ages to get at least one a year. 





W. L. Godley, sales representative in Chicago 
territory of the Dierks Lumber & Coal Co., 
Kansas City, accompanied by his family, has 
gone back to his old stamping ground in Dal- 
las, Tex., for a visit of several weeks, during 
which time, of course, he will visit the Texas 
Centennial Exposition, renew old acquaintances 
and perhaps get some pointers on the lumber 
trade in that section. 


J. G. Hughes of Kansas City, vice president 
of the Long-Bell Lumber Co., arrived in Long- 
view, Wash., June 7, to spend several days on 
company business. He was the company’s Fed- 
eral court representative during its reorganiza- 
tion. He was accompanied on his trip to Long- 
view by R. S. Judd and Harry Smyth of St. 
Paul, Minn. 


A cargo of lumber consigned to the W. J. 
Appel Lumber Co., Baltimore, was delayed June 
7, when the motor ship “B. S. Ford” was 
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rammed off Old Point Comfort by a steamer. 
The cargo consisted of 125,000 feet of kiln dried 
North Carolina pine on deck, and 135,000 feet 
below deck. Temporary repairs were made sv 
that the boat could continue to Baltimore, dis 
charge its load and be fixed. 


Among the visiting lumbermen in Baltimore 
last week was Martin C. Hughes, who reported 
that he had been named head of the eastern 
sales office of the Osceola Cypress Co. of Os- 
ceola, Fla., which has been opened at 169 Clin- 
ton Avenue, Newark, N. J. Mr. Hughes will 
cover the Baltimore territory in addition to a 
section of the North, in a way succeeding the 
late Peter J. Feitner, president of the company 


Stanley F. Wilson has been appointed asso- 
ciate regional forester of Region 9 of the U. S. 
Forest Service with headquarters in Milwaukee, 
it was announced June 9 by Lyle F. Watts, re 
gional forester. Mr. Wilson has been assistant 
regional forester in charge of operations for the 
Southwestern district with headquarters in Al- 
buquerque since 1934, and has been with the 
forest service for twenty-two years. 


Leo E. Sullivan was named manager of the 
Hawkeye Lumber Co., Iowa City, lowa, May 
25, to succeed W. B. Packman, who has en- 
tered business for himself. Mr. Sullivan has 
been with the company for eight years as book- 
keeper, yard manager, and assistant manager. 
Before going to lowa City, he was with the 
C. W. Chapman Lumber Co., Waterloo, in 
charge of the concern’s yard at Independence. 


Henry Brooks VanDuzer, president of the 
Inman-Poulsen Lumber Co., Portland, Ore., 
had the honorary degree of Doctor of Humane 
Letters conferred upon him by Union College 
in Schenectady, N. Y., his alma mater, this 
month. The degree comes as a reward for many 
civic duties well performed. Mr. VanDuzer 
was head of the Oregon Highway Commission 
during the years when hundreds of miles of 
Oregon’s famous roads were constructed. 


Substantial subscriptions to the Pacific Luth- 
eran College’s $100,000 endowment campaign 
were announced here this week from two promi- 
nent Tacoma lumber manufacturing concerns, 
according to officials in charge of the campaign. 
J. P. Weyerhaeuser, executive vice president of 
the Weyerhaeuser Timber Co., announced that 
his company would pledge $10,000. Officials of 
the St. Paul & Tacoma Lumber Company an- 
nounced a $2,000 pledge to the campaign. 


J. R. Patterson, of the firm of Robert Patter- 
son & Son, Cobourg, Ont., recently purchased 
the long established lumber and building supply 
business of Martin Jex & Co., Cobourg. A. L. 
Jex, former head of the company, has retired 
from business, because of impaired health. The 
business of the two firms, thus combined, will be 
carried on in the office and yards of Martin 
Jex & Co., the former premises of Robert Pat- 
terson & Son, being gradually closed as the 
stock and equipment are disposed of. 


R. F. McInnes, Trenton, Ont., recently elected 
chairman of the Lake Ontario and Trent Val- 
ley branch of the O.R.L.D.A., is widely 
known as a successful retail lumber dealer. Mr. 
McInnes came to Canada in 1927 and joined 
the staff of the late R. G. Chesbro, Toronto. 
Subsequently, he was with the Canadian Gen- 
eral Lumber Co. of Toronto, for several years, 
after which he went into the retail business 
with the Comrie Lumber Co., Scarboro. Last 
January he was appointed manager for the 
Trenton Coal and Lumber Co., (Ltd.), Trenton, 
Ont. 


A prominent visitor to Chicago during the 
past week was W. G. Mitchell, one of the best 
known lumbermen of the South, who for many 
years operated the East Alabama Lumber Co., 
Tuskegee, Ala., which exhausted its timber sup- 
ply and closed down in 1933. Mr. Mitchell re- 
cently has been spending some time in Mexico, 
and was quite favorably impressed with the 
climate and general conditions in the section 
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of the country that he visited. Since his mill 
in Tuskegee cut out, he has devoted his atten- 
tion principally to his railroad and banking in- 
terests. 

The many friends in the lumber trade of 
D. C. Wilson will be interested to learn that 
he has severed his connection as manager of 
the Wilson Lumber Co., of Florida, at Perry, 
Fla., his resignation having become effective 
June 1. Mr. Wilson plans to open a branch 
sales office for the Wilson Lumber Co. in the 
Chicago area and doubtless will handle other 
accounts in addition to that of the Wilson com- 
pany. John Rowland, secretary and treasurer 
of the Wilson Lumber Co., who has been with 
that organization since the start of its opera- 
tion at Perry, has succeeded Mr. Wilson as 
manager. 


A. E. Hart, general sales manager Dierks 
Lumber & Coal Co., Kansas City, Mo., was in 
Chicago during the past week visiting with his 
company’s local sales representative, W. L. 
Godley, and calling on the trade. Mr. Hart 
expressed himself as highly pleased with the 
effort being made in Chicago to raise the stand- 
ards of home construction and to induce build- 
ers to use quality lumber. The Dierks company 
has built up a splendid reputation for the high 
quality of its products throughout the country 
and this program in Chicago naturally fits in 
with its own efforts to secure the wider use in 
building construction of good lumber. 

—_—-__er__——— 


May Building Totals $3,867,282 
in Chicago, Suburbs 


\lthough the building permits issued in Chi- 
cago and its suburbs for the month of May 
were $3,867,282 in comparison to $4,991,098 
for April of this year, last month’s figure is over 
1 million dollars above the $2,852,158 worth of 
permits taken out in May, 1935. The suburban 
survey introduces this month a new community 
which promises to stay in the limelight, namely, 
Markham. (A discussion of this subdivision 
will be printed in an early issue under the 
head: “Realtors Satisfy Appetites of ‘Home 
Hungry’ Folks.) Markham produced by far 
the largest amount of building in May, $234,000, 
all of it representing new homes. This figure 
is reported by the Fred J. Walsh Co. Glencoe 
had the second largest volume of permits, re- 
porting a total of $155,427, while Wilmette with 
$131,625 stood third. 

Analysis of the building reports of the fifty- 
five suburban centers contributing to the survey 
emphasizes the extent and strength of the home 
huilding movement. Thirty-three of the cities 
reported 184 new homes going up in May, the 
total cost of which is $1,328,276, for an average 
of $7,219. Home alterations, additions and re- 
pairs amount to $312,894. 


Buffalo Brevities 

BurraLto, N. Y., June 15.—Hubbell Forest 
Products (Inc.), carrying on a wholesale lum- 
her business and specializing in hardwoods, has 
opened an office at 494 Franklin Street, Buffalo. 
H. A. Swanson, who has been connected with 
the local lumber trade for years, is president 
of the company, and A. J. Carey is secretary- 
treasurer. 

Recent visitors to Buffalo lumber offices in- 
cluded: O, H. Campbell, general sales man- 
ager, Great Southern Lumber Co., Bogalusa, 
La.; J. F. McCarthy, New York representa- 
tive, Oregon Lumber Co., Baker, Ore.; Hunt- 
ington Taylor, general manager, Crater Lake 
Lumber Co., Sprague River, Ore.; Forrest K. 
Gibson, oak flooring sales manager, Nickey 
Bros. (Inc.), Memphis, Tenn.; D. W. Gossard, 
sales manager, White River Lumber Co., Enum- 
claw, Wash. 

Rev. Harold C. Kelleran, who several years 
ago resigned his connection with the Trotter- 
Kelleran Lumber Co., wholesalers at Buffalo, 
to enter the Episcopal ministry, has accepted 
a call to the pastorate of a church in North 
Tonawanda. For the past two years he has 
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been rector of the Episcopal church at Youngs- 
town, N. Y. , 

Earle C. Brockett, former general sales man- 
ager of the Weatherbest Corp., North Tona- 
wanda, N. Y., has been appointed vice-president 
of the Canadian Johns-Manville Co, (Ltd.), in 
charge of building material sales throughout 
Canada, with headquarters in Toronto. Mr. 
Brockett joined the Johns-Manville Co. in 1931 
at Philadelphia as district manager of building 
material sales along the Atlantic seaboard. Last 
year he was made assistant general sales man- 
ager at New York. For the past year he has 
spent most of his time studying conditions in 
Canada. 

Two Buffalo lumbermen were re-elected offi- 
cers of the Buffalo Boy Scout Council at the 
annual dinner and election this month. Charles 
N. Perrin was re-elected first vice president 
and Henry C. Feist, treasurer. 





Purchases Lumber-Coal Yards 


St. Paut MInn., June 15—H. H. Lampert, 
president Lampert Yards (Inc.), with head- 
quarters in this city, has announced the purchase 
from the Anderson Yard Co., with headquarters 
at Bayport, Minn., of that concern’s retail lum- 
ber and coal stations at Bayport and Scandia, 
Minn., Amery, Minong, Osceola, Shell Lake and 
Spooner, Wis. 


Two Receive Promotions 


New York City, N. Y., June 15.—L. M. 
Cassidy has been appointed general merchandise 
manager of the Building Materials department 
of the Johns-Manville 
Sales Corp., according 
to P. A. Andrews, vice 
president in charge of 
the department. Mr. 
Cassidy, who has been 
Mr. Andrews’ assistant 





L. M. CASSIDY, 
New York City; 
Promoted by 
J-M Sales Corp. 





for three years, will di- 
rect all sales planning 
of the division with the 
co-operation of various 
staff heads and the sales 
promotion department. 
He will, also, be respon- 
sible for the co-ordina- 
tion of general head- 
ters staff management, and will represent the 
sales department in new product development 
in the building material field. 

Mr. Andrews likewise announces the promo- 
tion of S. D. White, who has been office man- 
ager for the New York district, to the Building 
Materials headquarters department, where he 
will assist Mr. Cassidy and L. C. Hart, general 
sales manager. 


Photo—Chidnoff 


Teaching Fellowships Announced 


GAINESVILLE, Fia., June 15.—The College of 
Agriculture of the University of Florida, here, 
is announcing two teaching fellowships worth 
$1,000 each, and which will be paid at $100 a 
month from September, 1936 to June, 1937 in- 
clusive. Candidates for the fellowships are in- 
formed that they must consider completing the 
eight weeks of summer camp in 1937 without 
additional compensation. 

One fellowship is entitled, Ecology of the 
Slash Pine, and is in the Department of Botany, 
and the other entitled, Some Phases of the 
Naval Stores and Cellulose Industries of the 
South, is in the Department of Agricultural 
Chemistry. The candidates must have a degree 
in forestry and credit in at least eighteen hours 
of their respective field, botany or chemistry. 


59 


| CHICAGO | 











LUMBER 
COMPANY 


D.S. PAT 


Established 1873 


SHORT LEAF 
YELLOW PINE 


DEPENDABLE 

DIMENSION 

BOARDS and 
Small TIMBERS 


221 N. La Salle St. 
CHICAGO 


DIMENSION MILLS AT 
WEIR, MISS. ETHEL, MISS. LONGVIEW, MISS. 














Anything in 
CYRESS 


from CHICAGO STOCKS 
HUSS LUMBER COMPANY 


2301 N. Racine Ave. 








= 
Try ° Dun for 
M - Hardwood 
Lumber 
Gund snd = CISAR BROTHERS 


2357 South Loomis Street, CHICAGO 
Telephone Canal 1830, 1831, 0118 








GILBERT NELSON & CO. 


Public Accountants 


432 S. MICHIGAN AVENUE 
CHICAGO 


TELEPHONE HARRISON 0366 








Builders’ Commercial Agency 


ESTABLISHED 1890 
1321 Builders’ Bldg., 228 N. La Salle St., Chicago 


A rating guide to the Contracting trade of 
Cook County and Cook County dealers 


Telephone Randolph 4893 Collection and Mechanics Liens 











O TIMBER ESTIMATORS O 
JAMES W. SEWALL 


Timber Cruises and Valuations 
JAMES W.SEWALL PHILLIPS & BENNER 


1d Town, Ruttan Block, 
Maine Port Arthur, Ontario 











“The Heart Content’’ 


Have you delayed giving your wife this new book 
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The teaching will consist of approximately ten 
credit hours in the Department of Forestry in 
both curricula of (a) semi-professional course, 
and (b) four-year degree course. The maximum 
of three credit hours per semester may be 
carried in the graduate school toward either the 
Master’s or Doctor’s degree, according to the 
teaching load. 

All applications should be filed at once with 
the Dean of the College of Agriculture. The 
State Board of Control will announce the ap- 
pointment Aug. 18. 
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New Builders’ Supply Unit Opens 


Wausau, WIs., June 15.—The F. N. Crocker 
Builders’ Supply Co., has been opened here at 
115 W. Franklin Street by F. O. Crocker and 
his son, F. M. Crocker. 

The elder Mr. Crocker has resigned as treas- 
urer of the Wisconsin Box Co., a position he 
held the last four years of his 32 years of as- 
sociation with the firm. When the box company 
sold its retail yards to the Fullerton Lumber 
Co., he became manager of the Fullerton com- 
pany’s retail department until recently. 

Mr, Crocker has been in the lumber business 
practically all of his life. For seven years he 
purchased logs and stocked country sawmills 
for the Jacob Mortensen Lumber Co., and for 
fourteen years he was with the Barker & Stew- 
art Lumber Co., purchasing logs during the 
winter months and operating the company’s re- 





Assassin 


CORNETTSVILLE, Ky., June 13.—The Leather- 
wood Lumber Co., operating on Leatherwood 
Creek near Cornettsville, has just posted a re- 
ward of $500 for the arrest of the person or 
persons who May 21 this year shot and killed 
Morgan Duty, woods foreman for the company, 
and made his escape. Duty was shot and killed 
from the mountainside while at work with a 
number of men, the assassin singling him out. 
Every effort was made at the beginning to run 
the assassin down. So far no trace has been 
found. Duty was widely known to lumbermen 
throughout the section, and was popular. He 
had been with the company for several years. 





Joins Oregon Concern 


Eucene, Ore., June 13.—The many friends 
in the lumber industry of C. G. Atkinson will 
be interested to know that he is now connected 
with the Trio Lumber Co., of this city, which 
was established in 1928 by Robert U. Bronson. 
Mr. Atkinson is one of the oldest men in point 
of service in the lumber trade, but in his own 
words, he is “still young and very active.” 
Mr. Atkinson will be remembered by many 
southern friends as former general sales man- 
ager for three outstanding southern pine con- 
cerns: William Buchanan, Texarkana, Tex.; 
Great Southern Lumber Co., Bogalusa, La.; 
and Freeman-Smith Lumber Co., of Arkansas. 
Mr. Atkinson went to the West Coast in 1918, 
where he was sales manager for the Northern 
Pacific Lumber Co. of Portland, Ore., and later 
was vice president and manager of the C. D. 
Johnson Lumber Co. 

The Trio Lumber Co. has a fine reputation 
among the mills and enjoys a large clientele. 
With his knowledge of the various woods and 


especially of Douglas fir, the addition of Mr. 


Atkinson to that company’s staff will make it 
possible for it to further render valuable serv- 
ice to the trade in the East and the great cen- 
tral West. 





Italian Importers Seek Sources of 
Supply for Veneer Logs 


Maurizio Verga, of Industria Nationale Com- 
pensati Impiallacciature-Segati-Affini, (“Incisa” ) 
Via Milano 23, Lissome, Italy, which is said 
to be the largest manufacturer in that country 
of veneers and plywood, using okume, Douglas 
fir, red gum, oak, walnut and birch, has re- 
cently been visiting the United States, and is 
accompanied by Alfred Bonfanti, a pensioned 
member of the Italian diplomatic service, who 
acts as Sig. Verga’s interpreter. He recently 
called on veneer manufacturers at Escanaba and 
Gladstone, Mich. He reported that business 
conditions in Italy were improving, the outlook 
for the veneer industry being especially encour- 
aging. He visited the AMERICAN LUMBERMAN 
office, and explained that his company purchases 
logs, and that he wished to contact sources of 
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supply, but found his lack of understanding of 
relations between the various American log 
scales, and metric measures, made transactions 
difficult. He bought a copy of Austin Cary’s 
“Woodsman’s Handbook,” and for comparative 
log-metric tables was referred to W. H. Bruner, 
No. 5 Baton Rouge Avenue, Ventnor City, 
N. J., who has issued calculating tables of high 
service to those engaged in international trading. 





Hymeneal 


WELCH - HINES Miss Frances Marion 
Hines, daughter of Mr. and Mrs. William T. 
Hines of Yakima, Wash., was married to 
Stuart Wadsworth Welch, son of Mr. and 
Mrs. Charles B. Welch of Tacoma, Wash., in 
Yakima, June 10. The father of the bride 
is sales manager of the Cascade Lumber Co., 
Yakima. Mr. Welch is a feature writer on 
the Tacoma News Tribune, and he and his 
bride will make their home in Tacoma fol- 
lowing a ten-week’s honeymoon trip through 
the Panama Canal to the Virgin Islands. 
Both Mr. and Mrs. Welch are graduates of 
the University of Washington, where Mrs. 
Welch was affiliated with Kappa Alpha Theta 
sorority and Mr. Welch was a member of 
Zeta Psi fraternity. 





FELLOWS-JAMISON—Mr. and Mrs. George 
T. Jamison of Sioux Falls, S. Dak., announce 
the marriage of their daughter, Robena, June 
10, at their home to Fred Yates Fellows, Jr. 
The bridegroom is the son of Mr. and Mrs. 
Fred Y. Fellows of Sioux Falls, and is asso- 
ciated with his father in the Fellows Sales 
Co., wholesalers of lumber, as representative 
in southern Minnesota and northern Iowa. 
After a wedding trip, Mr. and Mrs. Fellows 
will live at Sioux Falls. 


GUILBERT-LAY—Miss Elizabeth Houston 
Lay, daughter of Mr. and Mrs. Otto E. Lay, 
Kewaskum, Wis., was married to Rev. 
Charles M. Guilbert, Chicago, June 6, in St. 
Luke’s Pro-Cathedral in Evanston, Ill. The 
bride wore her mother’s wedding gown of 
embroidered chiffon over ivory satin, and 
held a white prayer book with sprays of 
lilies of the valley. Her father is associated 
with the H. J. Lay Lumber Co. of Kewaskum. 
The young couple will reside at Ethete, Wyo.., 
after Sept. 1. They will spend the summer in 
northern Minnesota. 


NEWS LETTERS 


(Continued from Page 57) 


Warren, Ark. 


ARKANSAS SOFT PINE—The volume of 
new business and shipments so far this 
month is covering production, but is under 
that of the same period of 1935—when many 
West Coast mills were closed by strikes. 
Small mills are active, and have accumulated 
a little surplus of certain items, but those 
catering to mixed-car trade report some old 
orders on hand they have not yet been able 
to fill. A considerable business from the 
North Central and New England States has 
been booked by mills here, to be shipped 
prior to June 30 and ahead of the freight 
rate advance; dealers in these territories can 
apparently save from $25 to $50 a car on 
shipments made during June. Lack of nor- 
mal rainfall has created a rather serious sit- 
uation throughout this section of the State. 
crops beginning to suffer. Streams are lower 
than they were during the famous drouth year 
of 1930. Most of the large mills still have 
comfortable order files, including some or- 
ders that are becoming old, which dealers 
are insisting be shipped quickly, such orders 
having been held up while the mills accumu- 
lated scarce items. The scarcest are 14- and 
16-foot finish in all thicknesses and widths; 
4-, 6- and 8-inch casing, in the lengths men- 
tioned, along with 1x10-inch, 14-foot; 1x12- 
inch, all lengths, and 5/ and §8/4x10-inch 
B&better. Edge grain flooring, plain and 
end-matched, 3- and 4-inch, is still in rather 
limited supply, although there is a little more 
4-inch end-matched available than there was 
thirty days ago. While there has been slight 
accumulation of No. 2 boards, yet several 
mills report being oversold on 6-inch No. 2, 
and having but a limited stock of 8-inch 
boards and shiplap. Demand for crating and 
other industrial items continues very satis- 
factory. The most urgent demand is from 
railroads and car builders. Orders recently 
placed covered all the 1x6-inch, 16-foot No. 1 
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and better available for shipment during the 
next sixty days. Orders placed have prac- 
tically cleaned up also all available 1x6-inch, 
9-foot car siding and lining, also 4-inch, 9- 
and 10-foot. Several mills have accepted car 
material orders for shipment during the next 
six to eight weeks. Present indications are 
that demand will take all the car siding and 
car lining in B&better and No. 2 grades that 
the mills can accumulate for at least several 
months. These orders will take a lot of 4- 
inch that ordinarily goes into flooring, and 
6-inch that goes into drop siding in the 
grades mentioned. Demand for No. 2 lath 
continues far in excess of supply, while mills 
manufacturing cooperage lath report more 
orders than they have been able to take 
care of. 

SOUTHERN HARDWOODS—Mills catering 
to mixed-car trade report that demand for 
gum and oak mouldings and trim, door jambs 
and other stock used for interior trim, con- 
tinues very satisfactory. Demand is good for 
oak flooring and for mixed-car loading, and 
flooring plants are well satisfied with the 
volume of straight car business booked the 
past few weeks. Dealers in eastern territory 
are taking advantage of the present low 
rates by ordering straight cars to be shipped 
ahead of the freight advance effective July 1. 
No. 1 common white and red oak, %x24- 
inch, are in limited supply. Clear plain red 
in %x1%-inch is also scarce, along with a 
few other staple items. Some flooring fac- 
tories have made fair purchases of flooring 
oak the past twenty days; while mill stocks 
are none too plentiful, there is still a fair 
quantity available. No. 2 sap gum, 4/4, is 
rather scarce, but there has been some ac- 
cumulation of No. 1 select and FAS. Most 
mills have a good supply of logs, made pos- 
sible by dry weather that favors logging. 


Portland, Ore. 


WEST COAST WOODS—Demand for struc- 
tural and heavy lumber is active, the Gov- 
ernment being in the market for large quan- 
tities. Fir lumber manufacturers and deal- 
ers are reporting business in building items 
rather active. Manufacturers of spruce lum- 
ber report active demand again, after a short 
period of dullness that was due largely to 
a falling off in the foreign demand, but this 
is now improving. Western pine manufac- 
turers report business fairly good. 


Norfolk, Va. 


NORTH CAROLINA PINE—The southern 
States are buying a lot of flooring and thin 
ceiling, but whether the farmers will have 
much money in the early fall for more im- 
provements is a question, for the continued 
long dry spell during April and May has 
done a great deal of damage to crops. The 
rainfall has been better during June, but 
most experts say this rain has come too late 
to save the crops. The shortleaf market has 
been rather quiet and prices have weakened. 
While some of the better grades, or finish 
lumber, have eased off a little the 10- and 
12-inch widths, rough or dressed, are very 
firm, because output of these is not sufficient 
to take care of mixed car demand. Flooring 
and other dressed lumber prices have weak- 
ened also, but are receding slowly. Roofer 
prices have weakened both in air dried and 
kiln dried. Good air dried roofers can be 
bought at $14 f. o. b. ears Georgia Main 
Line rate for 6-, 8- and 10-inch. Small 
dressed dry framing has also dropped in 
price, but not as fast as roofers. In certain 
sections of the South the box factories and 
retail yards will take all the air dried boards 
available, if properly manufactured and 
graded, and there will also be a good demand 
for air dried clear boards. But supply of 
small framing for house construction is in 
excess of demand and its price is falling. 
There is a brisk demand from canning plants 
for large sizes, but few of the small mills 
have timber suitable for these. The box fac- 
tories have been cutting up a lot of lumber, 
but. they had a lot of old orders on mill 
books, which have just been shipped recently, 
so are not inclined to commit themselves for 
more. However, they are not turning away 
good stock, whether air dried or kiln dried, 
and are not complaining regarding today’s 
prices, which have prevailed for some weeks. 
The fact of the matter is there is not a great 
surplus of good air dried edge or stock 
widths of box available for prompt shipment. 
Small mills, making boards and framing, have 
been turning out a lot of lumber, but so 
called roofer mills have not been taking the 
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boards as freely and have been forced to offer 
lower prices for rough stock; but wholesalers 
have not been inclined to finance small mill 
operations in the face of a weakening mar- 
ket and output is likely to be reduced. The 
larger mills have been trying to keep their 
stocks up to give old customers good service, 
but are likely to curtail operations. 


Houston, Tex. 


Everyone seems to be highly pleased with 
market prospects, and is looking forward to 
an even better market during summer and 
fall. The crop situation in this section is 
good, and has its effect on the outlook for 
lumber sales. The fact that summer is here 
does not seem to slow up building. Houston 
permits zoomed up again last week, amount- 
ing to $363,230, which puts it near the ten 
million dollar mark for the year. Houston 
is in about eighth place in the United States 
for building permits issued. The export mar- 
ket for both pine and hardwoods continues 
firm, with a number of very large inquiries 
being submitted. 

SOUTHERN PINE—Orders for the past two 
weeks increased in this section and, while 
there was considerable weakness in the mar- 
ket two or three weeks ago, if the present 
rate of buying continues, prices will not only 
firm up but will start advancing. No. 3 lum- 
ber continues scarce and firm. No. 2 shiplap 
is apparently the weakest item on the list, 
and is being offered in shortleaf at $19@20, 
mill. Warm weather is materially helping 
small mills—allowing lumber to dry out 
rapidly, and making logging easier. Rail- 
roads are coming into the market for more 
car material. A large order was recently 
placed for building Missouri Pacific cars. 
Most of the railroads are also buying a great 
deal more structural timbers than for sev- 
eral years. This business enables the mills 
to cut less yard stock. 

HARDWOODS —The manufacturers have 
experienced a good _ business. Oak and 
cypress are very scarce. Furniture manufac- 
turers are showing signs of stocking up. 
While prices have not advanced, they are 
holding firm, and a small gain in buying 
should result in their increasing shortly. The 
weather favors the loggers. 


SHINGLES AND LATH—The shingle mar- 
ket is weak, most mills having special offers 
out, so buyers are holding off. Lath de- 
mand continues exceptionally strong with 
prices firm. 


Birmingham, Ala. 


SOUTHERN PINE—Demand for yard and 
shed stock has slowed down seasonably, and 
manufacturers have opportunity to build re- 
serves for mixed-car orders. Governmental 
agencies have cancelled some orders on which 
shipment had been delayed. Industrial de- 
mand is holding up. Railroad buying con- 
tinues active, with all kinds of offers being 
made by the buyers, and many different 
prices being quoted by mills. Box, crating 
and shipping lumber are sluggish, with de- 
mand centering upon immediate needs. Prices 
have moved back to the March 15 level. Av- 
erage prices run: No. 3 flooring, 1x3-inch, 
$11; 1x4-inch, $12; 1x6-inch, $14.50. Boards, 
No. 3, 1x8-inch and wider, $16. Flooring, 
No. 2, 1x3- and 1x4-inch is $19; 1x6-inch 
S2S&CM, $20. Flooring, No. 1, 1x3-inch, $31; 
1x4-inch, $31@33; 1x6-inch, $28. Flat grain 
flooring, B&better, is $34@37. Rift 1x3-inch 
flooring is $32 for No. 2, $47 for No. 1, $60 
for B&better. Shortleaf dimension, No. 2, 
2x4-, 6- and 8-inch, 8- to 16-foot, S4S, is 
$18@19; No. 1, $20@21. The 2x10-inch in 
No. 2 common is $20; and 2x12-inch, $23. 
No. 1, 2x10-inch, is $24, and 2x12-inch, $26. 
Rough or S4S finish, 1x6-inch and wider, is 
$34 for No. 1 and C; $38 for B&better. Speci- 
fied widths take about $36 for 1x6- and 8- 
inch, $45 for 1x10-inch, and $55 for 1x12-inch. 
Beaded ceiling, %x4-inch, sells at $10 for 
No. 3, $17 for No. $27 for No. 1, and $30 
for B&better. Beaded partition-ceiling, 1x4- 
inch, sells at $20 for No. 2, $32 for No. 1, 
and $36 for B&better Drop siding, in all 
standard patterns, 1x6- or 1x8-inch, is $10 
for No 3, $21 for No. 2, $32 for No. 1, and 
$35 for Bé&better. Bevel siding, 1x6-inch, 
is $10 for No. 3, $15.50 for No. 2, and $21 for 
No. 1. Shortleaf timbers sell in larger volume 
than longleaf. 

OAK FLOORING—Demand is a bit better 
than it was last month, but a limited number 
of carload orders are ccming through. De- 
mand for maple—southern and northern—is 
limited to an occasional job. 
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GENUINE BANGOR 
SLAT “The Best Roof 


In the World”. 


Bangor is a town of about 1400 homes. 
All but two are roofed with slate. 

Many of the roofs are 70 years old. A 
majority are 40 to 50 years old. Not a 
single one of these roofs has ever been 
replaced. 

Why not recommend and sell Genuine 
Bangor Slate for your good work. 

Prices, samples, and sales plan on appli- 
cation. 


NORTH BANGOR SLATE COMPANY 


Established 1863 BANGOR, PA. 
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KNEELAND -McLURG § 


‘*‘KORRECT BRAND” 
HARD MAPLE 

AND BIRCH FLOORING 
has a national reputation for superior quality 
and manufacture. Our most modern plant, 
years of experience, expert workmanship and 
desire to maintain ‘“‘Korrect Brand” reputa- 
tion guarantees this superiority. 


Try a car now and always be 
a "Korrect Brand" customer. 


Kneeland - McLurg Flooring Co. 
PHILLIPS, WISCONSIN 
TULL LLL LLL LLL 
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YO U en FOR 


HARD MAPLE — BIRCH 
BASSWOOD — SOFT ELM 
BROWN ASH — HEMLOCK 
SOFT MAPLE—WHITE PINE 
CAN BE PROMPTLY 
FILLED FROM OUR LARGE 
WELL BALANCED STOCKS 


FOX COMPANY 
IRON MOUNTAIN, MICHIGAN 
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LUMBER MARKET REVIEW 


Seasonal Slowing in Hardwood Demand With Increased 
Output Causes Some Price Softness 


Demand for hardwoods has recently shown a tendency to ease 
off that is normal at this season, but as it is accompanied by 
a production increase in the South, resulting from unusually 
dry weather that favors lowland logging, prices have lost some 
of their firmness. Prospects in the domestic market are good, 
for the furniture industry recently reported 60 percent more 
unfilled orders than last year, while retail automobile sales have 
been running heavily ahead of last year. Building activity is 
opening up a large market for trim and flooring, and there is 
every indication that distributors’ stocks of these building items 
are low in proportion to probable needs. Foreign sales, how- 
ever, are not keeping pace with domestic. The net result has 
been a decline in the total bookings. Flooring plants anticipated 
a more rapid increase in demand than has occurred, and prices 
of oak flooring have been reduced $1 to $2 to stimulate buying. 
An increase in rates from the Philippines may help the southern 
mills further on the West Coast market, where they have re- 
cently gained ground. 


Western Pine Uppers Steady; More Lowers Going Into 
Building Items; Sell More at Home 


Though western pine production in the first 23 weeks of the 
year exceeded last year’s by 40 percent, bookings were 12 per- 
cent above this year’s cut. There has thus been no increase in 
stocks this year, but they are appreciably above last year’s level. 
The increase is largely due to the dullness of the market for 
bex grades, which has been leading some mills to turn these 
into low-grade building items. No. 4 is in surplus and weak ; 
as are some widths of No. 3, with others becoming scarcer and 
firming up. No. 2 commons continue to move well and at firm 
prices. Selects are steady, and not in surplus. Stocks of shop 
have been reduced, and, while demond is not active, this grade 
is in firmer position. The California mills, with building in 
the State active, are turning to the local market with new energy, 
and are reported to be supplying a much larger proportion than 
formerly of its building needs. The western mills have been 
booking a little business for shipment before the 6 cent rate 
increase to the East, but the difference is not enough to encour- 
age much buying ahead. With a 78-cent rate and the South 
returned to the old basis, they will be in more favorable position. 


West Coast Meets Stronger Competition in All Mar- 
kets and Quotations Are Easier 


West Coast mills for the two weeks ended June 13 re- 
ported a slight gain in new business—coming wholly from 
the export field in which British Columbia gets the bulk 
of the orders, accompanied by a decline in production be- 
cause of strike shutdowns, the result being that bookings 
were 8.3 under output compared with 13 percent under dur- 
ing the preceding two weeks. 


Rail demand is undoubtedly slower, though some orders 
are being booked for shipment before the new rates come 
into effect July 1; as it is uncertain whether the 78 cent 
rate will withstand objections of competitors, shipments 
beyond that date are to be based on prevailing rate. There 
is a vigorous demand for car material, and mills are able to 
resist pressure for concessions; but yard uppers are lower. 


The mills have been more eager for Atlantic coast orders, 
and as the eastern market has been highly competitive, 
with British Columbia shipping in perhaps one-fifth of the 
receipts at low water rates, prices have declined to $11 


and sometimes $11.50 off. The mills are said to be feeling 
the necessity for fighting the scheduled boost in the inter- 
coastal rate to $13&13.50. In the California market, fir is 
finding stiffer competition from nearer western pine mills, 
and fir prices in this market are not as strong, though 
building consumption is very active. 


The Oriental market is rather dull, and European de 
mand for clears is off. South America is inquiring. 


Northern Pine and Hemlock Report Improvement in 
Market Prospects; Eastern Spruce Slower 


Northern pine demand is below last year’s level, but business 
has had a little stimulus from withdrawal of temporarily lower 
rail rates. The greater part of the business is in yard lumber, 
but there is some call for low grades for box making. Mills 
stocks June 6 were below and unfilled orders above 1935. 


Northern hemlock sales in the two weeks ended June 6 rose 
to 10 percent above last year’s, and in Michigan-Wisconsin terri- 
tory the prospects seem good, much activity being reported in 
summer home and resort remodeling and construction. Demand 
has been a bit late in starting up,-owing to bad weather. 


The withdrawal of temporary rail rate reductions from the 
South, and partly from the West, is expected to result in better 
demand for northern pine and hemlock. 


Eastern spruce mills report a decrease in yard demand, per- 
haps partly because of a softening of prices on competitive fir 
and shortleaf on Atlantic coast markets ; but Canadian producers 
are finding a good market for their output in Great Britain. 
Industrial items are moving well. 


Southern Pine Uppers Active and Strong; Dry Weather 
Hurts Southern Demand, Prices on Lowers 


Southern pine orders and shipments continued to exceed pro- 
duction during the two weeks ended June 6, a good number of 
the purchases by northern and eastern buyers being made to 
get shipments on the way before higher freight rates go into 
effect on July 1. Sales prospects in important sections of the 
southern market, but not in Texas, have been clouded by threat 
of drouth; and the dry weather has permitted a considerable 
increase in small-mill output. The outlook, however, is for a 
total demand that will readily absorb the output of the mills. 
Industrial items, and especially car material, have been in good 
call, and stock that would otherwise go into yard material is 
being used to produce these. Apparently the only grades show- 
ing weakness are small-mill commons, but uppers are holding 
their market position. Some sellers are a bit anxious as to the 
effect of a return to the old rail rate while the West Coast 
enjoys a reduction. 


There has been a general easing of North Carolina pine prices, 
but small-mill commons including Southeast roofers have suf- 
fered the most. Current demand is absorbing supply of uppers 
and box lumber, and there has been very little recession in 
quotations on these. Dry weather in the sales territory has 
hurt crops and the demand for farm building lumber and for 
canning factory containers. 


Arkansas Soft Pine mills report a good demand for quick 
shipment, on present rates, of mixed cars containing a large 
proportion of the scarcer shed items, especially from northern 
and eastern markets. Local demand is affected by threat of 
drouth. Small mills are active and are catching up on their 
orders, but no price concessions are noted. The most active 
buyers are the railroads. 


Statistics, Page 50 — Market Reports, Pages 54-57 — Prices, Pages 63-64 
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. t Kast and west side mills have reported the following average f. o. b. mill sales prices on southern pine to the Southern Pine Lumber Ex- 

mn er- change, New Orleans, La., for sales made in the period June 6-10, but, where prices for this period were nct available, prices for the 

fir 1s nonth to date have been inserted and starred (*): 

mills, West East West East West East West East West East West East 

10ugh Side Side Side Side Side Side Side Side Side Side Side Side 

Flooring, Standard Partition, Standard Rough Finish Ceiling, Standard No. 2 Fencing & CM No. 2 Shortleaf 
Lengths Lengths 10-20’ %x4 Lengths Standard Lengths ox4 Dimension 
1x3 rift— %x4&6— B&better— a= 1x4 17.59 17.18|2% 

n de . ons a. B&better.. 31.12 27.28|/*4 ------ : on |12 & 14... 22.38 19.28 
Shortlest.. 61.34 62.13 epeegonn a per = 43.75 ....|NO. 1 ..... 30.25 *26.00 OF ewaeees S.55 16.00 16 ....... 23.40 21.69 
ie Ha. No. 1 Shiplap and j¢ |) °°  ": 43.50 ....|5¢x4— No. 3 Fencing, 2x6 
Shortleaf.. 54.35 *51.80 Boards, 10-20 are 43.63 ....|B&better.. 28.26 27.66] Standard Lengths [12 & 14... 17.87 17.61 

° , seats wie ee 35.91 37.56/1x5&10 ... 51.18 ....|No.1..... 26.85 26.00|\1x4 ...... 13.35 13.02/16 ....... 18.84 19.17 

t in 1x3 flat 1x5&10 °!: 38.60 39:95|12 .......! | eee ae ing 202°": 15:36 16.22\ox8 
Bé&better.. 36.47 3.94|iX12 ----- 50.34 52.59|/5@6/4 ae 3 wonety b,80-28 1x6 CM... 15.99 16.03/12 & 14... 19.62 17.35 
No. 1..... 35.12 34.43 Surface Finish, thick— ‘ 1x6 ....:: 36°74 36:79| Neo. 3 Shiplap ana 6 wseeee+ 20.37 18.41 

a. No. 2 ..... 24.78 26.80 10-20’ tate "°"° anes othe steht 5: Boards, Standard | 2x10 hee ere 

siness 1x4 rift— re 12.....1111 77.17 70.75| Ne. 1 Shortleat Lengths ig = _**--- ee ee 

lower B&better.. segs eee [ge a 45.61 44.58 ‘ Dimension ize eeey 16.47 16.41) ° — thin ‘ 
Shortleaf.. 61.14 beeen C88 eo a ee" , . ‘ 2x _ eS 16.96 16.26|2x12 
mber =~ 4 _ Repeneney 43.49 43.89/Timbers, 20 & Under,|i>"¢ 14... 25.61 24.32/1012 1107 16.39 16.80/12 & 14... 21.04 22.00 
ae’ Short les F299 © 8 news ee eee 45.64 44.13 ns __ Seearsege 26.16 26.08 16 ....... 22.389 22:25 
Mills aertsaet. . ost ae onnes 1x10 ...... eas baer ereet— 23.99 23.93| 2x6 ; ; Plaster Lath 7 F : 
NO. o o26.. "34.2 i: oe 4 ’ x x4 .. 23. : = ” 
ix4 flat 12 ....-.-- 69.19 68.92/4x6—8x8 .. 21.76 24.95/12 & 14... 22.72 23.47| Boxe", 4 |. || Drop, Siding, Standard 
ny i _ eae 23.70 24.95 |N0- seer : . engths, 1x 

: grain 5&6/4 thick— 3&4x10 ... 27.01 ees No. 2 3.32 3.75 

) rose Bé&better.. 37.79 37.53 63.50 56.58|9X10-10x10 24.00 *25.00| 2x8 Cw es Ser. re ore 

8 NO. 1 ic+ee SRBF 86:68 5&10 ties 70.75 *64.19 3&4x12 ... 30.61 *26.84/12 & 14... 24.08 23.10 No. 3 Dimension, B&better.. 32.94 32.00 
terri- NO. 2 seeee 20.75 19.75)12 0... 22512 79.25 74.00|5X12-12x12 32.00 *25.20/16 ....... 2487 25.00] Random Length |R&¢tter.. 32.94 33°95 
ed in Casing, Base & Jamb |C— No. 2 Shiplap and 7 =: ~ gee 16.11 15.00 Mo. 11¢— 

3 7 No. e ee a : 

1 10-20’ Inch thick— Boards, Std. Lgth. |}2 -*---:-- s7-62 95.00 ot : B&better..*35.40 36.00 

manc 4 40.50 38.08 rs 27.69 27.56|Shortl’f & Longl’f— “ D. 

. bee eeeees . No. 1..... 37.28 35.60 
B&better, —Rehierbqegeapin 40.33 38.75|Shortleaf— 16 ........ 27.98 27.04/2x6 ...... 15.02 *16.75|° | 
ie. 51.64 51.30/8 ......... 41.50 38.08|1x8 ...... 0.07 19.47|2x12 RCS *15.50 *14.67| Assorted patterns 
1x6&8 .... 52.55 652.41/1x5&10 47.13 45.00]1x10 ..... 20.19 19.43]12 & 14... 30.08 29.08/2x10 ..... *15.63 --..|B&better.. 37.03 34.88 

n the 1x5&10 ... 54.25 53.50/12 ......:: 3.25 56.25/1x12 ....: 26.40 23.36/16 ........ 31.14 28.75 |2x12 ..... 17.77 ....|No.1..... 36.08 35.25 

etter 

per- Seattle, Wash., June 12.—Prices for red i 

’ a = Follow f. o. b. mill prices on actual ; : : / : 

re fir cedar siding in mixed cars, new bundling, 8 aslen an Gannene to the Gessam Pine As- [Special Air Mail to Amenican Lumpenuan] 

cers to 18 foot, f. o.b. mill, are: sociation by members during the period _ Seattle, Wash., June 13.—Current quota- 

or Beveled Siding, %-inch May 18 to May 30, inclusive. Averages in- tions f. o. b. mill, on Douglas fir items in 

itain. Clear “Aa” “RB” clude both direct and wholesale sales, and mixed cars for rail shipment direct to the 
4-inch $25.00 $23.00 $20.00 | are based on specified items only. Quota- | trade appear below; and straight-car prices, 
Cae oe 29.00 25.00 22.09 | tions follow: depending on the items, are from $1 to $3 
6-inch ............: 30.00 27.50 24.00 Ponderosa a evaxe | (°° 

ther Clear Bungalow Siding, %4-inch SELEcts, S2 or 4S— 1x8 &wdr. &wdr. Vertical yn Flooring 
COME oveds ccedbenebaneecresnudecenees $40.00 — “PR eee $45.64 $57.14 $56.25 cbtr. Cc D 
10-inch SE al eal RAEI 4 50.00 ee cr 33.23 44.66 39.55 | 1X4 «+--+ eee ee eee eee $44.00 $34.00 $21.00 
2-ine a - ss ss an sa aes “a os ey 60.00 SHop, S2S— ue. 1 boat Flat Grain Flooring 

= nish, ‘better, S2 or ’ | RECS en nen eee ee 28.8 ok Si ‘ 

pro- S2S or S4S _ | Bete at aeeireetrt 28.69 21.51 — te ttax teas neseaieae ¥58:00 +100 

er of ix 8” - Rot Commons, S2 or 4S— No. 2 No. 3 

ag Bey Sitesi ort torseresd essere eeeiens 52:50 RE ME Giidusakebecasan cic $23.89 $18.68 Ceiling 

€ to ied ahaha abdetosiataiehel daisy 80.00 BRED TE svercrecesecccseres 27.55 18.05 | %xX4 ............0.. $24.00 $21.00 $16.00 

int, iB) ae releteel eet ee No. 4, 4/4, ge erie: socreseewws SE  hevobewasec eas 26.00 24.00 16.00 

EES eS eRe Se Roane et: 75.0 Idaho White Pine 

the MY Socoahanatveedoci dace cet $0.00 5-6/4 8 Drop Siding, 1x6 

1reat | RRaBieepEet- bi ie tein epson) 90.00 | SELECTS, S2 or 4S— 1x8 SS OO pcntwnkdveeeeuns $28.00 $26.00 $20.00 
«sR tpi cosip oak ioeeentar hase abies . 95.00 SEP ceevesesseusssscneses $54.89 $78.52 | 116 ......... see eee 29.00 27.00 21.00 

able Ceiling or Flooring, B&better, 4-18’ D ME cate Ceataawelleas beneue 42.47 58.11 Common Boards and Shiplap 

or a Me Sivan vidiehiontcaones $30.00 | CoMMons, S2 or 4S— 1x6 1x8 1x10 = 1x12 

i Po MtienidouamenetccA aan Colonial Sterling Standard | No. 1 ........ $18.00 $18.50 $18.50 $21.00 

mesa ce eee une | ee "Reb | Now S200 1000 180 Tkbo HERS 

4 Series — tility, 4/4 du cenes & ieee eewee 17.3 7 

“ss RE TE Ono ovis cnn encocicened 64% alte Seene Sens mm 5 Commun Deeneaion 

Listing $3 and over....1./122/77°°°° 59% — o- ane 12 14 16 18 20 
iow- Series 7000— 1x8 5/4x /4x 2x 4 ....$20.50 $20.50 $22.00 $23.00 $22.50 
. Seiects, 82 or 4S— &wdr. &wdr. &wdr. | 9x 6 |'''"1950 “1950 20:00 21:00 21:00 
ling Se eee 64% jae eee en come $73.00 2x 8 .... 19.00 20.00 20.50 21.50 21.50 

BAMEINE DE ONE OVOE o o.o.ooicicdccccccccca, 59%  & Gene: $68.06 $64.13 62.17 9 1 : 
the 2°50 46.50 BEG: oss Bae 21.50 22.00 24.00 24.00 
Clear Lattice, 5/16”, 4 to 16’ D RL ............ tees 52.5 . 2x12 .... 23.00 23.00 23.00 24.00 24.00 
oast : f ; 100 lin. ft. — S2s— Hs L aeear eae 2x4, 8, $20; 2x4, 10, $21. 
ige iin eg | ccd S683 EGS | Ranaom—no. 2, ax4, $16; No. 3, $10.50. 

) We Avertkdtdunthucdetnes uatencuael. *  *B0 ME aw Gwliannlomeuoiels 54.24 28.18 19.55 No. 1 Common Rough and/or Surfaced 

ces, Larech—Douglas Fir Timbers 

suf- : Dimension, Me. 2, GEE. ooo cccesceccsvese< $21.65 | 4x10 planks 20 foot and shorter and 

Dimension, He. 1, SeGBS 2... .ccccecccse 20.89 Re bitch Wai 0ee0o0 Snip Seb a on Oo $17.50 

vers WESTERN SITKA SPRUCE Boards, Ii) BE AE os sickeccveeos ef SORee D FO DP BOGE 6 wos cccesevcesens 17.50 

1 in Portland, Ore., June 13.—The following are Flooring, vert. gr. C&btr. 4 RL........ 39.77 Cees ee OO Be BO ok ino k occ ctedccwen 18.50 

1 prices for mixed carlots prevailing today: 

1as Finish— Factory stock— 

” Clr. qtd. red..... 62.00 65.00 70.00 

for caae *tteess ae OO ERISR $27.00 OAK FLOORING Sel. qtd. wht...) 57.00 54.00 55.00 

1x5—11” ee 60.00 5/4 a eteantenn ota alah 29.00 Following are current quotations on oak Sel. qtd. ee 57.00 54.00 54.00 
; 6/4 .....0e 32.00 | flooring in carlots, f.0.b. logical points of Clr. pln. wht.... 58.00 55.00 62.00 
Bevel Siding— & ’ & p 2 

ick ” Pare 34.00 origin—Memphis and Johnson City, Tenn., Clr. pln. red..... 53.00 52.00 55.00 

Hck %x4"—B and ‘ee 2, 36.00 | and Alexandria, La. Sel. pln. wht.... 53.00 50.00 52.00 

rge uae «+++ 24.00 WO oe oat. 36.00 18x2%” 18x11” %x2” %x1%” Sel. pln. red..... 51.00 49.00 47.00 

7 A ate Cld. qtd. wht....$90.00 $70.00 $65.00 $47.00 No. 1 com. wht.. 47.00 41.00 44.00 

A 34.00 Lath 4.00 q I 
ern | Seaeuniasnetss 32.00 oe" Aho ian a . Clr. qtd. red..... 70.00 60.00 50.00 47.00 No. 1 com. red... 47.00 41.00 39.00 
of * ; Mapaatacag ahs 25,00 box $12.50@13.00 Sel. qtd. wht.... 64.00 50.00 48.00 43.00 ee Sl Ee 23.00 22.00 22.00 as 
nn Pee be ksi Aish - sachets = Z Sel. qtd. red..... 55.00 47.00 45.00 43.00 New York delivered prices may be obtained 
1e1r Cir. pln. wht.... 66.00 55.00 53.00 39.00 by adding to the above the following differ- 
carn Cir. pin. red..... 58.00 51.00 46.00 37.00 entials figured on Johnson City origin: For 

‘ive MAPLE FLOORING Sel. pln. wht.... 52.00 42.00 41.00 35.00 -inch stock, $8; for %-inch, $1; for %- and 

Michigan and Wisconsin flooring mills Sel. pln. red..... 52.00 44.00 37.00 36.00 -inch, $4.50. 
report the following prices realized f. o. b. | No. 1 com. wht.. ry ses yo pape Chicago delivered prices may be obtained 
flooring mill basis, during the week ended | No. 1 com. red... 44. . 900 1800 PY adding to the above the following differ- 
June 13: No, 2 com....... 27.00 26.00 19. : entials figured on Memphis origin: For }#- 
First Second Third x2” %x1l%” $,x2” inch stock $6; for %-inch, $3; for %- and 

TE bids cccesnens $67.26 $59.49 $46.91 | Clr. qtd. wht....$67.00 $65.00 $80.00 .... -inch, $3.50. 
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Following are ranges of f.o.b. mill prices of rough, air dried southern hardwoods, from reports of past sales during the week ended June 8: conduct 
Qtrd. Red Gum— Qtrd. Sap Gum— Hagen ae Plain Red Oak— Plain Poplar— Plain Sycamore— a S 
ese éananvewss SP.OCIE/4 WAS occcusecas 34.00 ee 32.50/4/4 FAS .... 47.75@59.50|5/4 Saps .......... 37.75]. , ae ad wath ; 
B/E PAS. cvces ..+« 66.00/8/4 FAS .... 38.50@40.00 dtra, White Oak— <f .* rere 69.00 OFS BEE. wccsccveus 39.75 | 9/4 No. 2 Com..... 15.75 DR. ¢ 
4/4 No.1&Sels 24.75@33.50]4/4 No.1&Sels 24.25@25.5016/4 FAS .......... CE BOTEIG De éccévncser 60.25 14/4 Selects ........ 36.00 the 
s : 8/4 No.1&Sels 26.00@30.00 8/4 FAS .... 63.00@80.00 |4/4 No.1&Sels 25.75@26.25 in ; 
Plain Red Gum— Plain Tupelo— 4/4 No.1&Sels 30.00@31.00 |4/4 No. 1 Com 27.50@30.75 | Ash— Syracus 
5/4 No.1&Sels ...... 33.00) Qtrd. Black Gum— . 9 OR MOTR veo SS Sea 14.00 tor of t 
4/4 No. 2 Com..... 11.25 ae nl t4* FAS «2+. 19.25@27.50 ROW WS Gis cesinns 9.25 . il ment § 
2, ” Sree 38.50|4/4 No.1&Sels ..... 18.50|Mixed Oak— 4/4 FAS .... 69.000 00.25 Johnso: 
Plain Sap Gum— 8/4 FAS ......++2- 33.6014/4 No. 3 Com..... 15.75|474 Sna Wy 18.25 |Elm—_ - 5/4 FAS ........4. 45.00 — a 
4/4 FAS .... 28 .00@ 29.00 4/4 No.1&Se is - 21.00|5/4 No, 9 COM. cess 12.50 5/4 Snd . hapa 18.50 12/4 FAS ijnoneee ae 35.25 6/4 FAS teeneeene . 50.00 an 
ee LS 29.50|8/4 No.l&Sels ..... 22.60)4/4 Log run ...... 22.251874 sna Wy verte 32.50 12/4 No.1&Sels .... 25.25)8/4 FAS .... 48.00 @55.00 WIL) 
4/4 No.1&Sels 18.50@ 22.00|8/4 No. 2 Com..... et che ell eee Cees ae ey ee 12/4 No. 2 Com.... 15.258 112/4 FAS ...ccccce 65.00 Hall L 
5/4 No.1&Sels 20.25@ 23.00 Plain White Oak— Willow— 1/4 No.1&Sels ..... 24.00 ‘ 
6/4 No.1&Sels 23.50@24.75| Plain Black Gum— eS 80.00 | Mesnolia— OF6 AG. cc ccwsaeaa 37.00|5/4 No. 2 Com..... 26.00 rool og 
4/4 No. 2 Com 11.25@15.00|5/4 FAS .......... 28.00)}4/4 No.1&Sels ..... 32.00|8/4 No.1&Sels ..... 47.75 14/4 No.1&Sels 27.00@ 29.00 | 6/4 No.1&Sels ..... 30.00 Mason. 
5/4 No.2 Com..... 11.00|5/4 No.1&Sels ...... 20.00}8/4 No.1&Sels ..... 51.00/}4/4 No. 2 Com 15.25@19. 50 S/4 Ne 3 COM.escs 16.00|8/4 No.1&Sels ..... 30.00 three € 
GEO 
NORTHERN HARDWOOD RED CEDAR SHINGLES pobing 
June 3 
Following are prevailing quotations f. o. b. No.1Com No. 2 No. 3 Seattle, Wash., June 12.—Below are listed in chu 
Wausau, Wis., on northern hardwoods: Soft Elm— FAS & Sel Com Com average prices received for red cedar shingles son, @ 
No.1 No.2 No.3 + ) eiandegelinrae 43.00 33.00 23.00 17.00 | sold direct to the trade: sisters 
Brown Ash— FAS Sel Com Com Com DEO vereesees 45.00 35.00 24.00 19.00 Royals: CHA 
pees 48.00 39.00 32.00 25.00 17.00 68/4 «+-----:- 46.00 36.00 24.00 7 Se. —g errr ere $4.00—4.25 knowr 
 Bbeemeaes 53.00 44.00 35.00 2700 19:00 _8/4 corcccees 46.00 36.00 27.00 SOD FE MiG isccncsainscvacreresosssecs 2.75—2.90 Wichit 
Beep ides 58.00 51.00 42.00 31.00 19:00 10/4 --------- 53.00 43.00 29.00 bein Ee EE Abbsbbae es seensebscsbebebagea 1.75—1.90 tensiv: 
8/4 . 63.0 56.0 5 a6 9 12, | eneceneus 58.00 48.00 34.00 eoce Perfections: Kansa 
‘, Seer Teese 3.00 56.00 45.00 33.00 20.00 - s 18” 5/24, 2 x : 
ieee ae No.1 No.2 No.3 1- 3 DE tvehedneeeencaaees ava $3.20—3.35 surviv 
j vi _ = Rock Elm— FAS Sel Com Com Com ol a ee ees 2.10—2.20 
, ee 63.00 53.00 44.00 27.00 19.00 pein aie 58.00 ..e- 37.00 22.00 17.00 Bee I vncccadcceducedweeweese 1.50—1.60 FRA 
5/4 ree eens 68.00 58.00 47.00 29.00 21.00 | Sa eRe 63.00 .... 42.00 24.00 19.00 XXXXX: White 
6 7 whaen kets 71.00 61.00 47.00 29.00 21.00 Oe witénwawe 68.00 ..++ 47.00 24.00 19.00 a Se errr $2.75—2.85 years, 
8/4 ......++ 78.00 68.00 57.00 31.00 21.00  Peeprers TOO cece GERD SERO SEOO 1 BE GD occ cesvsescccncsvounsiven 1.65—1.80 by his 
10/4 ....+45, 93.00 83.00 67.00 44.00 .... 10/4 ........ _t eee St rrr 6 ok, eee nee 1.30—1.40 brothe 
a teeeeees 98.00 tye gos ay +4 voce JEFG srsccove 93.00 .... 82.00 46.00 27.00 wns 
Ore «sseenes 56.00 48.00 4.00 3.00 enue No.1 No.2 No.3 
K F 2 Bireh— FAS Sel Com Com Com WEST COAST LOGS Jumbe 
ey stock, 4/4, No. 1 and better, $68; or on “474 63.00 53.00 44.00 30.00 19.00 York 
grade, FAS, $78: No. 1, $58; 5/4, No.1 and 4/4 ----+-+> +4 ’ ; y . Seattle, June 13.—Average prices of logs Corp 
: |79. x ee acxewnin 68.00 58.00 47.00 33.00 19.00 noni ” 
better, $73; or on grades, FAS, $83; No. 1, $63. > are as follows: 
Se svinewts 73.00 63.00 52.00 38.00 19.00 a. ae _OR- W ° : . 
. . - 4 p Fir: No. 1, $24-25; No. 2, $18-20: No. 3, P. I 
No.1 No.2 No.3 se 83.00 73.00 62.00 41.00 20.00 $10-12; peelers, No. 1, $30- "39: No. 2, $2 5. ard 
Hard Maple— FAS Sel Com Com Com 10/4 ........ 90.00 75.00 70.00 41.00 .... Cedar: Shingle logs, $14; lumber lo ° yards 
° 7A 9 ¢ Q - : 8, gs, $21. ton, 7 
nn -wcaea ied 65.00 50.00 42.00 31.00 15.00 12/4 ........ 95.00 $80.00 75.00 46.00 .... Hemlock: No. 2&3, $8@9 a 
Ys, evednana 70.00 655.00 47.00 33.00 17.00 aes eeeeeees = 2S wt r+ a hy sé ab ee LindD wer.end a 
\, eee 78.00 63.00 52.00 35.00 17.00 O/B ssssevee . . seer ark 
_) ees. 83.00 68.00 57.00 35.00 19.00 WS wosseres 57.00 47.00 37.00 27.00 .... PO ony Ore.. June 18—Log market quo to 
De stseeees 83.00 68.00 57.00 35.00 19.00 No.1 No.2 No.3 ir: y 94: y 9 7. “4 
ae 93.00 78.00 62.00 36.00 .... Soft Maple— vAS Sel Com Com Com wea ee va: Me t, Gi; He. 8, 916021; ya 
Se cocnatias 93.00 78.00 65.00 36.00 .... a cestaeas 48.00 41.00 27.00 18.50 Red Fir: $14 — 
Se tennwe -113.00 98.00 77.00 41.00 .... 5/4 w.cseeee 88.00 48:00 44.00 28:00 19.00 Cedar: Shingle logs, $13@13.50 
Pe wvevohes 113.00 98.00 77.00 41.00 ae asveones 68.00 53.00 49.00 33.00 19.00 Hemlock: Nos. 2 and 3, $8@8.50. 
LG/E nccccces 153.00 138.00 117.00 .... SFO covcvens 73.00 58.00 54.00 33.00 20.00 Spruce: No. 1, $26; No. 2, $18; No. 3 $9@10. 
ing n 
Following are average sales prices, these fire, 1 
f. o. b. mill figures olan based on shortleaf suran 
weights, obtained by Arkansas Soft Pine VE 
mills during the week ended June 13: ishing 
$20, 01 
Flooring Wa 
Edge grain -inch 4-inch ? . = } 
B&better . vais eumade mada "$63.00 $62.50 ALBERT STEVES, Sr., 76, one of the lead- the Board of Directors of the National Lum- eed . 
OS one nnaeniewnkyetaaen 53.00 53.00 | ing lumbermen of Texas for fifty years, died ber Manufacturers’ Association for many a 
| ll acannnaaaeae ae ere: 24.00 2299 | in a San Antonio hospital, June 9, after an years, and was active in formulating its trade 
: operation. At the time of his death he was promotion policy. He leaves his widow, a 
Flat grain— chairman of the board of Ed Steves & Sons, son, and a daughter whose husband, E. Wil- 
B&better ......cc ccc cw ccc cuee $40.00 $38.50 retail lumber concern; chairman of the board son McKay, was secretary of the Southern c aS 
ree heeerenerid 26 00 25.00 of the Steves Sash & Door Co.; president Cypress Manufacturers’ Association for many ath 
ON ee 26.00 25.00 of Albert and Ernest Steves (Inc.), and a years. Abou 
director of the Alamo National Bank. He erty SA I : 7 
Ceiling & Partition was prominent in the affairs of the Lumber- , THEODORE DENDINGER, 86, died June 6 , - 
B&better No.1 men’s Association of Texas for many years. in a New Orleans hospital. He engaged in rd 7 
Ceiling, %x4 ............ ....$28.00 $26.00 | Mr. Steves entered the lumber business of several industries, among them the manu- for & 
Partition %x4 pla ciniaticte "37.00 35,00 his father, Ed Steves, in 1877. His two broth- facture of lumber. Mr. Dendinger operated MI 
Boston Partition, }}x4.......... 32.00 30.00 | ers, Ed and Ernest, also joined the company, @ sawmill that furnished much of the lumber ~ 
which was growing rapidly. In 1918, the that went into New Orleans building. The 2 
Drop Siding, 1x6 Steves Sash & Door Co., one of the largest business is still operated with a sawmill _MI 
No. 117 No. 116 and most modern millwork plants in the near Ponchatoula, La., and the Madison Lum- Edw 
B&better Sake wes'ee Sue eee 31.00 37. 00 Southwest, was created, and placed in the ber Co. at New Orleans. Three sons, a daugh- facte 
No. 1... a oso ara Sy da erie nae ede acsn tie 29°50 35.00 | hands of Albert Steves, Jr., where it still re- ter, seven grandchildren and five great- shut 
DG SP cietbe vanes bimabene need wed 25.00 26.00 mains. The three brothers were graduates grandchildren survive. PI 
a , of Washington and Lee University. In 1913, —_——_———_ Lum 
Finish, Surfaced, B&better the deceased was elected mayor of San An- JAMES SHERLOCK DAVIS, a leading cent 
{ 5 6 8 10 12 tonio, and also served his city in many other wholesale lumber dealer in the East, died $37, 
4/4 ...$45.00 $53.00 $46.00 $47.00 $52.00 $73.00 capacities during his life. His widow, two June 6 in his Brooklyn home. Mr. Davis Ww 
5/4 ... 62.00 69.00 63.00 63.00 69.00 80.00 daughters, a son, Albert, Jr., grandson, Al- was chairman of the board and former presi- will 
: | bert III, and a greatgrandson, Albert IV, dent of the Cross, Austin & Ireland Lumber 
Casing & omens + weno’ . | survive. Co., and was active in association work, oe. 
5 > 7 ore , ing prominently identified with the Nationa 
Casing .........$51.00 $54.00 $52.00 $52.00 | , LOUIS H. TAGGART, 74, president of the Wholesale Lumber Dealers’ Association. His 
Base .....--006. 51.00 54.00 52.00 52.00 | Taggart Lumber Co., Lake Geneva, Wis. died widow, one son, a daughter and his sister Cr 
at his home June 7. He was associated with cyrvive ; 
7 Moldings Discount | the lumber business for over fifty years, join- ~ . —_—___ 
Listed at $3 and under.......+sseeeeees 45% | ing the Barker Lumber Co. in 1886. Six years MRS. HELEN HALL EICHENBERGER, 23, J 
OS et 40% later when the concern was sold to the Wil- daughter of Sam A. Hall, sales manager of inet 
Boards and Shiplap bur Lumber Co., Mr. Taggart was retained as Panhandle Lumber Co. (Ltd.), Spirit Lake, Sos 
1x6 1x8 1x10 1x12 manager. In 1922 with the forming of the Ida., and Mrs. Hall, died_in an automobile OL 
siete tam te 26 00 $35 00 $38.00 $52.00 | Taggart firm, he was elected president and accident near Wenatchee, Wash., May 7. She whi 
Boards, S45, No. 1..$36.00 $35.00 $38.00 $52.00 | continued in that office. Mr. Taggart was graduated from St. Helen’s Hall at Portland, trit 
No, 2.. 19.50 20.00 20.09 26.00 | deeply interested in religious and civic Ore., in 1928, and attended Washington State 
No. 3.. 16.00 16.50 17.00 17.00 | affairs, and had served for many years as College in Pullman. She was married in 1930 the 
Shiplap, No. 1.. 36.00 35.00 38.00 52.00 | president and a director of the Y. M.C. A.in to Kent Eichenberger at Pullman. Surviv- sen 
No. 2.. 19.50 20.00 20.00 26.00 | his city. Surviving are a daughter, two sons, ing are her husband and parents. sel} 
No. 3.. 16.00 16.50 17.00 17.00 | one of whom is Frederick H. Taggart, an — } 
Dimension, S48, 16-Foot | associate in the lumber business, two JOHN T. THORNTON, 84, retired Pacific spa 
No. 1 No. 2 | brothers, and three grandchildren. Northwest lumberman,, died at the home of tio 
De 2s ppamesanenabateehbau en $26.00 $22.00 —— his son, L. T. Thornton, in Aberdeen, Wash., lite 
 4006446660A0besenensenesens 24.00 19.00 | |. ALFRED THOMAS GERRANS, 75, one of June 7. He had been a Grays Harbor resi- 
I dik gia ei ak intra wr icdeneig kann: de 25.00 21.00 | the organizers of the Southern ‘Cypress dent for 36 years. As a young man, he built to 
SRT a aE Ce ee, F 27.00 22.00 Manufacturers’ Association, died at his home one of the first sawmills in Oregon operated for 
SINE" a wchdic.ai's triitacinse aco acd a ckoe saan ance a 30.00 24.00 | in New Orleans, June 3. Mr. Gerrans was by water power. He is survived by three spe 
nena connected with the J. C. Roper Lumber Co.,_ sisters, three daughters and one son. ; 
3 Lath, %x1%, 4-foot n Norfolk, Va.; the Wilson Cypress Co., Palatka, —— atu 
Ce Gee $3.85 | Fla., and the Burton-Swartz Cypress Co. of DON C. R. KOCHER, 63, owner Kocher che 
RD aS ee Seema aerate Hee Ae 3.25 Florida, Perry, Fla. He was a member of Lumber Co., Sidney, Ohio,, the past fourteen 


an 











1936 


.00 
50.00 

5.00 

5.00 
24.00 
26.00 
30.00 
30.00 


quo- 


@17; 





4um- 
nany 
rade 
Ww, a 
Wil- 
hern 
nany 


ne 6 
d in 
anu- 
‘ated 
nber 
The 
rmill 
4um- 
ugh- 
reat- 


ding 
died 
avis 
resi- 
nber 
 be- 
onal 

His 


ister 


23 
r of 
ake, 
»bile 
She 
and, 
state 
1930 
‘Viv- 


cific 
e of 
ash., 
resi- 
duilt 
ated 
hree 


cher 
teen 








June 20, 1986 











years, died June 7 in a Dayton hospital. 
Previous to moving to Sidney, Mr. Kocher 
conducted lumber businesses in Oklahoma 
and at Lima, Ohio. His widow, one son, a 
daughter, two brothers, and a sister are left. 


DR. CHARLES E. JOHNSON, 56, professor 
in the New York State College of Forestry, 
Syracuse, died June 6. He was, also, direc- 
tor of the Roosevelt Wild Life Forest Experi- 
ment Station for the last ten years. Dr. 
Johnson leaves his widow, two daughters, 
and a brother. 


WILLIAM A SLATTER, 61, manager White 
Hall Lumber Co., Columbus, Ohio, died June 
10. Mr. Slatter was a member of the Lumber- 
men’s Club of Columbus, and a prominent 
Mason. Surviving are his widow, three sons, 
three daughters, two brothers and one sister. 


GEORGE R. GRIFFITHS, 44, buyer for the 
Robinson Lumber Co., Scranton, Pa., died 
June 3 after a short illness. He was active 
in church and social work. The widow, a 
son, one daughter, three brothers and three 
sisters are left. 


CHAUNCEY MARCUS COSSITT, 68, well 
known lumber broker of Kansas, died in a 
Wichita hospital, June 6. He treveled ex- 
tensively in his business, and became one of 
Kansas’ best known lumbermen. His widow 
survives. 


FRANK R. BAKER, sales manager for the 
White Pine Sash Co., Spokane, for thirteen 
years, died May 27. Mr. Baker is survived 
by his widow, a daughter, his mother, three 
brothers and a sister. 


FRANK R. MERRALL, 74, founder of the 
lumber company bearing his name in New 
York and a director of the New York Wood 
Corp., died June 1. A daughter survives. 


P. H. MILLER, 76, who established lumber 
yards in Peacock, Swenson, Girard and Jay- 
ton, Tex., died May 28 at Spur. His widow, 
a brother one niece and nephew survive. 


PAUL H. RUSSELL, 62, manager of the 
Long-Bell Lumber Sales Corp., at Haskell, 
Okla., died June 3. Mr. Russell leaves his 
widow and a son. 





Business Changes, Etc. 


(Continued from Page 51) 


ing mill, dry kiln and lumber yard destroyed by 
fire, with loss estimated at about $12,000; no in- 
surance. 

VERMONT. Hancock—Vermont Plywood Co. fin- 
ishing department destroyed by fire, with loss of 
$20,000. 

WASHINGTON. Vancouver—Columbia River Pa- 
per Mill suffered fire loss of about $100,000. May 
rebuild. 


New Mills and Equipment 


ARKANSAS, Delight—Ozan-Graysonia Lumber 
Co. with offices at Prescott, has completed arrange- 
ments for the construction of a sawmill here. 
About 100 to 150 men will be employed. 

LOUISIANA. Blanks—A. N. Smith Lumber Co. 
is overhauling its hardwood saw mill, preparatory 
to resuming operations. The mill has been down 
for some time, 

MINNESOTA. Grand Rapids — Frederick-Mills 
Lumber Co. will erect $15,000 lumber yard. 

MISSISSIPPI. Bay Springs—O. E. Irwin and 
Edward Geiger, of Laurel, will operate a shuttle 
factory here, with a capacity of 1,000 dogwood 
shuttles per day. 

PENNSYLVANIA. York—John H. Meyers & Son 
Lumber Co., 1283 West King St., will rebuild re- 
cently burned lumber yard, at cost of about 
$37,000. 

WASHINGTON. Everett—Sound View Pulp Co. 
will erect $2,000,000 addition. 





Cypress Literature Is Offered 


JACKSONVILLE, FLA., June 15.—In an effort to 
increase the use of its members’ products, the 
Southern Cypress Manufacturers’ Association, 
which has headquarters at Jacksonville, is dis- 
tributing thousands of return-post cards listing 
the publications, any or all of which will be 
sent to persons returning the postals, which are 
self-addressed. The return postal has blank 
spaces asking for the name, address and occupa- 
tion or profession of persons who request the 
literature. Attention of the public also is called 
to the fact that the organization has available 
for free distribution to architects, engineers and 
specification writers, special and technical liter- 
ature pertaining to specifications, physical, 
chemical and mechanical properties of cypress, 
and recommended grades. 
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| How to Figure Costs for Advertising 
; In Classified Department 





Three consecutive issues.......... 75 cents a line 
Four consecutive issues.......... 90 cents a line 
Thirteen consecutive issues.......... $2.70 a line 
Twenty-six consecutive issues....... $5.40 a line 


Seven words of ordinary length make 
one line. 

Count in the signature. 
counts as two lines. 

No display except the heading is 
permitted. 

Extra white space figured at line 
rate. 

One inch space advertisement is 
equal to fourteen lines. 


Heading 


Remittances to accompany the order. 
No extra charge for copies of paper 
containing advertisement. Copy must 
be in this office not later than Wednes- 
day morning in order to secure inser- 
tion in regular department. All adver- 
tisements received later will be placed 
under heading Too Late to Classify. 














WANTED 

















Too Late To Classify 
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CARPENTER APRONS 


Write for samples and prices. 
THE MINNESOTA SPECIALTY CO, Inc. 
Minneapolis, Minn. 








WANTED 











Employees 


eee tern * 


WANTED: ORDER DEPARTMENT MAN 


Experienced man, capable of taking charge of 
order department for wholesale sash and door 
business. Address “W. 79,’’ care American Lum- 
berman, giving age, experience and references. 








WANTED: ESTIMATOR AND SALESMAN 


In city of 125,000 population, in northwestern 
Pennsylvania. ‘Must be capable and experienced in 
taking off special millwork from plans, detailing, 
billing. State age, salary and experience. Give 
full information and names of last two employers. 
Address “W. 83’’ care American Lumberman. 





WANTED: DETAILER AND BILLER 


For special millwork plant. State age, experience 
and salary expected. 
DAVIDSON SASH & DOOR COMPANY, Inc. 
O. Box 975, Lake Charles, La. 





OPENING FOR SUPERINTENDENT 
Western pine specialty manufacturing plant. State 
experience, salary expected. 

Address ‘‘W. 74,’’ care American Lumberman. 


Employees 





BRANCH OFFICE MANAGER 


Southern Wholesaler would like to establish sev- 
eral branch offices at advantageous locations for 
the buying and selling of lumber. We finance. You 
participate 50-50. We are well known and highly 
regarded, care only to deal with high type indi- 
viduals who have a clean moral background and 
are highly regarded by the trade so as to. enable 
them to maintain themselves on an earning basis 
without delay. If in your judgment your com- 
munity offers opportunity, write us fully, giving all 
particulars, a resume of your experience and ref- 
erences, 
Address ‘‘W. 86" care American Lumberman. 





Salesmen 


WANTED: A LIVE WIDE AWAKE SALESMAN 


By an established Southern Wholesaler handling 
Yellow Pine and West Coast woods, for Western 
New York and Eastern Ohio territory. Please 
give full information first letter. 

Address “‘W. 66,’" care American Lumberman. 








AN EXPERIENCED SALESMAN 


Must be able to list and estimate from plans and 
buildings; a real opportunity for an aggressive 
young man. Will pay salary and commission; you 
suggest salary needed. 

Address “W. 85’’ care American Lumberman. 


Employment 


MAN, ABLE, AMBITIOUS, WANTS ANY JOB 


In millwork factory leading to permanent respon- 
sible position. 5 years experience in building, de- 
signing, estimating. University training in struc- 
tural designing, Age 26. Married. Will travel. 
Address ““W. 80” care American Lumberman. 


WANTED: POSITION 


Employed, 3 yrs. fieldman for Bank overseeing 
bldg. rprs., and land rentals. Drought, seeking 
other employment. 4 yrs. Sash & Door jobber sales- 
man, 6 yrs. general all around lbr. yd. rtl. ex- 
perience. A-1 rating, intrinsic salesman, have car, 
34 yrs. old. 

Address “W. 81” care American Lumberman. 


BOOKKEEPER-ACCOUNTANT 


Now employed in the East with plant manufac- 
turing wood products. Desirous of making his fu- 
ture home in the Middle West. Position that as- 
sures a future. 

Address “W. 88’ care American Lumberman. 


WANTED: POSITION AS YARD MANAGER 


24 years experience; age 44; married; good refer- 
ence; now employed; desire change. Prefer Mis- 
souri or Illinois. 

Address “W. 89’ care American Lumberman, 


LUMBER INSPECTOR WISHES POSITION 


With future. Long experience with National hard- 
wood and softwood grades. 
Address “W. 90” care American Lumberman. 


SALESMAN—RETAIL LUMBER YARD 
Wants connection. 14 yrs. lumber exp. Capable, 
city or town. Age 34, married. Now _employed. 
Prefer Great Lakes region or West. Please de- 
scribe fully what you have. 

Address “W. 92,”. care American Lumberman. 


WANTED: A JOB AS MANAGER, ASSISTANT 


Or yard salesman in a lumber, coal and material 
yard. Many years experience; can handle anything 
in that line. Hard worker; strong salesman—able 
to get and hold trade. Salary can be arranged. 
Address ‘‘W. 94,’ care American Lumberman. 


























WANTED: OFFICE MAN 


Capable handling telephone and mail inquiries in 
district sales office large lumber manufacturer. 
Prefer single man, 25 to 30, with retail or mill ex- 
perience, using typewriter. 

Address “W. 98," care American Lumberman. 


WHY WAIT WHEN YOU WANT SOMETHING? 


When you want a new stock of lumber or shin- 
gles, new or second-hand machinery; engines, 
boilers, electrical machinery, locomotives, cars, 
rails, business opportunity, timber and timber lands, 
or anything used in the lumber industry, you can 
get it at a small cost by advertising in the 
‘Wanted Columns” of the AMERICAN LUMBER- 
MAN, Manhattan Building, Chicago, Ill. 





POSITION WTD. AS RETAIL YARD MANAGER 
Over 12 years’ experience as manager of retail 
lumber. Has fair knowledge of paint and hard- 
ware. Now employed. Will go anywhere; can fur- 
nish best references. 

Acdress ‘‘W. 54,” care American Lumberman. 


LUMBER SALESMAN 


Wants Direct Mill Connection—Central 
Territory. 
Address “‘W. 78,’" care American Lumberman. 


DO YOU WANT EMPLOYEES? 


Write an advertisement; send it to the paper that 
reaches the people. We can help you. AMERICAN 





Illinois 








LUMBERMAN, 431 8S. Dearborn St., Chicago, Ill. 
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WANTED 








FOR SALE 








FOR SALE 











Employment 


YARD MANAGER—NOW EMPLOYED 


Married; 38 yrs. of age; best of ref.; executive 

ability; 20 yrs. experience; desires change with 

future. 
Address 





“W. 58,"" care American Lumberman. 


ACCOUNTANT, AUDITOR, OFFICE MANAGER 


Is open for position. Wide experience in public 
and private accounting; specializing in accounting 
and income taxes for lumber manufacturers, High- 
est references. 
Address “‘V. 95” 





care American Lumberman. 


SALESMGR.—MGR.—SALESMAN 
22 years experience stump to market 





Northern 


Hem. Hdw. Pine. Wholesale & Retail exp all 
woods. 
Address “V. 100” care American Lumberman. 





EXP’D LUMBERMAN OPEN FOR POSITION 


As manager. 


Address ‘“‘W. 71,"" care American Lumberman. 





Lumber and Dimension 


WTD. FOR EXPORT TWO MILLION FEET 
CARGO FOR SEPTEMBER LOADING & TWO OR 
THREE CARGOES IN 1937 POPLAR BATTENS 





(CLEATS) 
2 x 4 with a rise of % to 10 average minimum 
8 wide x 6, 7, 8, 9 lengths, mostly 7 & 8, for box 
board manufacture; must be square edge, free from 
rot or discolor; state whether band or circular 


sawn and when cut; also average width, what per- 
centage 14/16 lengths can include. Quote immedi- 
ately bottom price 


Address “W. 91” care American Lumberman. 








COMMISSION MAN SELLING LBR. DEALERS 
In Montana, Idaho and Wyoming and Western 


Dakotas, would like to hear from mill on fir 
flooring, fir lumber, white pine stock, sash, etc. 
Other items used by lumber dealers would be 


considered. 
Address “W. 72,” care American Lumberman. 


WANTED TO BUY 
1 Car 2%x2%—35&51” Clr. Hard Maple Sas. 
1 Car 3x3—41”"&49” Cir. Hard Maple Sqs. 
1 Car 2x2—20"&30”" Cir. Hard Maple Sqs. 
1 Car 3%x3%—49”"&54%” Clr. Hard Maple Sqs. 
Green or dry. Quote best prices f.o.b. cars. 
,. A. NOBLE, POBox 142PR, Cincinnati, O. 


LUMBER WANTED 
jeech, Hard and Soft Maple, Cottonwood, 
and Gum; also list of all other dry 
and dimensions. 

REYNOLDS MANUFACTURING 
Cambridge City, 








Poplar, 
hardwoods 


COMPANY 
Indiana 


Retail Lumber Yards 


WANTED TO BUY: LUMBER & COAL YARD 
In small Wisconsin town. 
R. LIEDER 
6315 W. McKinley Ave., Wauwatosa, 


Steel Rails 


WANTED: LIGHT RELAYING STEEL RAILS 


12 to 40-lb.—Located in the South. Will pay good 
prices. 
Birmingham Rail & Loco. Co. 








Wis. 








, Birmingham, Ala. 


Used Machinery 


WANTED TO BUY: BELT TAKEOFF 


For 75 Monarch 1929 tractor; quote price. 
a E. BREECE LUMBER CO., Alamogordo, 














HAVE YOU SOMETHING TO SELL 
Advertise in the Wanted and For Sale de- 
partment when you want to sell something 
in the lumber industry. AMERICAN LUM- 
BERMAN, 431 So. Dearborn 8t., Chicago, Il. 








Business Opportunities 


A BUSINESS OPPORTUNITY 


We own a tract of red cedar timber. It is of fine 
growth worth $3 per thousand, well located and 
sufficient supply for fifteen years’ operation. We 
wish a loan of twenty thousand dollars to build a 
real shingle mill, giving as security a mortgage 
on mill and timber, pay interest on the mortgage 
and a percentage on the net profits. We know the 
shingle business and can furnish first class refer- 
ences, 
Address “W. 38," care American Lumberman. 





BROWNSVILLE, PENNSYLVANIA 


Sale—or—Rent 
To Settle Estate 
AUBREY LUMBER CO. 


4 Acres 
MAY NICHOLSON AUBREY 
Executrix 
c/o Eugene C. Sloan, Att’y. 
Brownsville, Pa. 


Retail Lumber Yards 


FOR SALE: RETAIL LUMBER BUSINESS 


On East Coast, established 1872, center of 2,000,000 
population. About two acres of land in commer- 
cial district, opposite R. R.; 200 ft. water frontage 
(14-18 ft. water). Very good shed room, iarge 
garage. ‘would make an excellent wholesale dis- 
tributing yard. Interested only in communications 
from organizations financially able to handle a 
$150,000 investment. This is an unusual market 
offering in every respect. 
Address “V. 30,” care American Lumberman. 


FOR SALE: LUMBER & COAL YARD 


100 miles northwest of Chicago, good point of 700 
population. Present owners wanting to retire. 
Address ‘‘W. 65,"" care American Lumberman. 


FOR SALE 


One of the best Lumber & Coal yards in Eastern 
Nebraska Good bargain and reason for selling. 
Address ““W. 56,” care American Lumberman. 


FOR SALE: NEAR TOPEKA, KANSAS 


A lumber yard, hardware and coal business; also 
3 or more lots best location for lumber yard, Ex- 
ceptional buy ad man interested in branch yards. 
Cheap for cash 

Address ‘“W. “15, ” care American Lumberman. 




















FOR SALE: LUMBER, COAL & MATERIAL YARD 


In Illinois. Cheap. Must be sold. Not much stock 
at present; big field to work. Only yard in a large 
territory supplying 3 towns. Money maker for 
someone able to put stock in. Present owner 
would like to stay with the buyer. 

Address ““W. 93,” care American Lumberman. 





FOR SALE: TO CLOSE ESTATE 


Well located running lumber yard and planing 
mill, on switch, operating nearly fifty years in In- 
dianapolis. Sell complete stock and equipment 
and lease ground. Reasonable. 

Address “W. 82” care American Lumberman. 


FOR SALE: AN OLD ESTABLISHED 


Lumber yard, mill and all conveniences, doing a 
good business, well located in a growing suburb of 
Chicago. Reason for selling: getting along in years 
and would like to take it easy. Full particulars 
to bona fide buyers. Principals only. 

Address “W. 87" care American Lumberman., 


MEDIUM SIZE—LOCATED METROPOLITAN 
District St. Louis—City of 70,000—Best Located in 
City—Coal Could Be Added. 

Address “S. 63,” care American Lumberman. 


FOR SALE: NEAR PITTSBURGH, PA. 


Lumber Yard, Planing Mill, Builders’ Supplies and 
Coal Yard with private railroad siding. All in 
very best condition. Industrial territory of 75,000. 
Present owner wanting to retire. 

Address ‘“‘W. 97,” care American Lumberman. 


DO YOU WANT EMPLOYEES? 


Write an advertisement; send it to the paper that 
reaches the people. We can help you. AMERICAN 
«LUMBERMAN, 431 8S. Dearborn St., Chicago, III. 

















Lumber and Dimension 


10 CARS 5/4 NO. 3 COM. BEECH, BIRCH & MAPLE 


10 cars 6/4 No. 3 Com. Beech, Birch, & Maple. 
Excellent crating—can surface and resaw. 
B. W. CROSS LUMBER CO., Pittsburgh, Pa. 


FRANK PORTER LUMBER CO. 


Genuine White Pine 
Wholesale & Retail 
Central Park Ave., Chicago, Ill. 


Posts and Poles 


FOR SALE: WHITE CEDAR POSTS 
3”—7’ and 2”—7’ posts (nice bright Michigan 
Stock) in carload lots at rock bottom price. 

BISSELL & BISSELL, Escanaba, Mich. 








1814 N. 











Timber and Timber Lands 


SOUTHERN OREGON TIMBER 


560 Acres Virgin Fir timber, nearly 24 million ft.; 

easy to get; level; good roads; price 50c per M. 
move cruise. For further information write owner, 
F. W. MOORE, Steamboat Rock, Iowa. 








FOR SALE: LARGE, SOUND, PINE TIMBER 
About 10,000,000 ft. 20 miles east of Eureka, 
Humboldt Co., Calif. If interested, write to owner: 
EMIL OETTEL, 5610 Huntington St., West Duluth, 
Minn. 


CANADIAN WESTERN SPRUCE TIMBER 


Large Stand in Manitoba available. Ideal oper- 
ating conditions, low freight rates to American 
and Canadian Markets, low dues. A very attrac- 
tive purchase. sae 





Address ‘“‘W. care American Lumberman. 


75 TO 100,000,000 FEET LONG. LEAF 


Unbled, original growth, Yellow Pine, with Jam up 
latest type Mill 
SUTTLES 





N. D. 
Jacksonville . Florida 


HAVE YOU SOMETHING TO SELL? 
Advertise in the Wanted and For ‘Sale de- 
partment when you want to sell something 
in the lumber industry. AMERICAN LUM- 
BERMAN, 431 So. Dearborn St., Chicago, Ill. 


IF YOU WANT TO BUY OR SELL TIMBER 


Call, Phone, Write or. Wire 
SUTTLES, Jacksonville, Fla. 


VIRGIN HARDWOOD TIMBER 
300,000,000 feet extra fine, strictly virgin, 
nessee. 

Address “W. 96,” 








N. D. 





in Ten- 


care American Lumberman. 





Trucks and Tractors 


TRACTORS 


Just purchased from U. 8S. Government, another lot 
fine crawler fyee caterpillar tractors, five ton or 35 
size. Machines in perfect condition, only slight 
usage, cost government over $7,000 each. Are 
very adaptable to lumber, contracting, oil, coal and 
other businesses. Will give thorough demonstration 
at Tobyhanna, Pa., Fort Bragg, N. C., or Mt. Ster- 
ling, Ky. Price $350. 00 each. Also have ten ton 
size. For further particulars address O. C. Evans, 
Mt, Sterling, Kentucky. 








2 MODEL NO. 4A—34, TON WHITE TRUCKS 


Run less than 4,000 miles; perfect condition; one 

equipped with an Amos log loader, operated by 

a 75 H.P. take-off. Will sell at a bargain. 
WINCHESTER LBR. CO., Winchester, Ohio. 





+ * 
Logging Ry. Equipment 
Cl eeeeeeereoreeeeereoeraoerneaeeaneaernaeaereereeeeeeeeeeeeeee 
COMPLETE LOGGING EQUIPMENT 
Together with all necessary equipment. Forty se! 
sleds. Location Minnesota. Just finished using. 
Address “W. 95,” care American Lumberman. 
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ODERN medicine concentrates on PRE- 
VENTION. It's easier to prevent than 

to cure disease and disability—and hu- 
manity is spared a lot of grief and expense. 


It's easier and cheaper to PREVENT prop- 
erty deterioration. Curing building ills 
after they've happened usually means 
tearing things apart and replacing mem- 
bers that have failed. 


PREVENTION, to a great extent, is in your 
hands. It’s your opportunity to safeguard 
your business—to build goodwill for the 
future by selling your customers building 
materials that will endure—products that 
will give the service your customers have 
a right to expect. 


From the eaves down to the foundations— 
cornices, porchwork, sub-structure mate- 
rial, fences, etc., wherever there is undue 
exposure to moisture or Termite attack— 
you can PREVENT premature deterioration 
of your customers’ buildings by selling 
them fully protected Wolmanized lumber. 
This most modern of modern construction 
materials, saws, nails and paints like un- 
treated lumber—does not corrode metal— 
has no disagreeable odor and is fire re- 
tardent. 


You may purchase Wolmanized Lumber 
in a broad range of items, sizes and species 
from many reliable sawmills—in straight 
or mixed cars—and it may be shipped and 
stored with untreated lumber. 


PREVENT deterioration of your customers’ 
buildings—PREVENT the encroachment of 
lumber substitutes by recommending Wol- 
manized Lumber for the places where it is 
needed. Send TO- 
DAY for all the facts 
about this proven 
product — ne obliga- 
tion. 





—‘‘Wolman Salts’ and ‘““Wol- 
manized Lumber” are regis- 








American Lumber & Treating Co. 


con keniap & teste On tee General Offices: 37 West Van Buren St., CHICAGO, ILL. 


above seal branded on forest 
products is your guarantee of 
genuine ‘““Wolmanized” material. NEW YORK LOS ANGELES 





SAN FRANCISCO 


BRANCH OFFICES: 
ST. LOUIS 


JACKSONVILLE, FLA. 
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THIS ART COLLECTION OF 
AMERICAN WOODS 


Gets “P. D. Q.” Results 
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SYSTEM 
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This Speaks” for Itself 
rece ie r Mariett a Art Collection 
of pana ee mag aes | it splayed in our office 


and think it, first of all, very attractive and practical 
All of our painter contractors who hae examined it 
so far, have been highly enthusiastic, and we believe 
it will result in a good many sales.” 


Very truly yours 
THE SENECA LUMBER & MILLWORK CO 
B. M. Altwies, Treas. & Gen. Manager 


You too can use this beautiful display to advantage. 
Write today for information on how to get your Marietta 
Art Collection of American Woods. Use Coupon. 


MARIETTA 
WOOD AND 


SPecia ists 





THE MARIETTA PAINT & COLOR COMPANY 


MARIETTA, OHIO HIGH POINT, N.C. 


THE MARIETTA PAINT & COLOR COMPANY 
MARIETTA, OHIO 


GENTLEMEN: 


Send me information on how we can secure your Art Collection 
of American Woods, and detailed information on your Sales Plan 
for Lumber Dealers. 


NAME 


ADDRESS . 


ere 
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Real Value 
For Your Customers 


ANACONDA 
PONDEROSA PINE 


Dependable, soft, easy-working, carefully 
manufactured stock—Western Pine Ass'n. 
grades — Mixed Cars — Careful Loading 
and Prompt Shipments. 


LUMBER—LATH—MOULDINGS— 
BOX SHOOKS 


Drop a line TODAY—let us tell 
you more about our Products 
and Service. 











Anaconda (opper fining (ompany 


Mamie: 





“Tumber Department: : r 
. Montana , 
































84 pages of valuable 
shingle informa- 
tion — authoritative 
and long-needed. 
It’s a book every 
lumber dealer will 


want, 
% 


Tuts handy size book, jammed full of 
valuable information, is a permanent 
reference book on shingles. It will 
save you time in figuring roof areas, 
stresses, the number of nails per 
square, and the many other problems that come up 
daily. It’s the final answer to why CERTIGRADE 
shingles are the finest roof and side wall covering that 
money can buy. Write today for your copy.** * Red Cedar 
Shingle Bureau: Headquarters, Seattle, Washington; 
Canadian office, Vancouver, B.C. 
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NEW KILNS 


for Paul Bunyan 
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DRY KILNS REPLACED WITHOUT INTERRUPTION OF OUTPUT 
_ DAILY CAPACITY 300,000 FEET 











LATEST IMPROVED 
DRIER PRACTICE 
CONTROLS SEASONING 








You can depend upon uniform seasoning and quality in 


‘Paul Bunyan’s” CALIFORNIA PINES 700 coCke pine 


FACTORY, FINISH, COMMONS, DIMENSION and PATTERN LUMBER, CUT-STOCK and MOULDINGS. 
In straight and mixed cars with CALIFORNIA PINE PLYWOOD PANELS and WALLBOARD 


‘Producers of White Pine for Over Half a Century” 


The RED RIVER LUMBER CoO. 


Mill, Factories, General Sales, WESTWOOD, CALIFORNIA 


SALES OFFICES: 


360 N. Michigan Ave. 315 Monadnock Building 807 Hennepin Avenue 702 E. Slausen Ave. 
CHICAGO SAN FRANCISCO MINNEAPOLIS LOS ANGELES 


1851 Grand Central Terminal, NEW YORK CITY. 
DISTRIBUTING YARDS 


MINNEAPOLIS LOS ANGELES RENO 





REGISTERED CHICAGO 
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Building 


MEANS 
e * 


and business means profit. Into this ttemendous market has 
come a new laminated, waterproof building paper that is 
building extra profits for alert supply dealers. It is a paper 
that does its work unusually well and yet it can be sold ata 
price that is within reach of any builder. Such an opportunity 
to successfully insulate a building is not being overlooked 
when budgets are scanty and must be spent with care. 


Se, 
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WIND - STORM - WATERPROOF BUILDING PAPER 


is unusual in other ways than low cost. It is built by applying 
asphalt to sheets of strong Kraft paper. In that way moisture 
is prevented from reaching and rotting the strings which are 
criss-crossed between the layers to give Cover-Dri its great 
strength. 


Ulttitil 
“iy 


MADE IN THREE TYPES: 
TYPE M — Made of 2 sheets of 30 Lb. Plain Kraft with half-inch 
diamond mesh. 


TYPE K — Made with 2 sheets of 30 Lb. Krinkled Kraft with half- 
inch diamond mesh. 


TYPE N — Made of 2 sheets of 30 Lb. Plain Kraft with one-inch 
diamond mesh. 


Made in five widths: 36, 48, 60, 72 and 84” standard rolls. 


* Building is definitely UP. From Jacksonville, with 110% increase over a 
year ago, to Sioux Falls with a 696% increase; the average over the United 
States is approximately 100% better than last year at this time! 


GRAHAM PAPER Co., St. Louis Distributors 


NEW ORLEANS 
CHICAGO 
MINNEAPOLIS 


DALLAS 

EL PASO 
BIRMINGHAM 
ATLANTA 


DENVER 
MEMPHIS 
ST. PAUL 


NASHVILLE 
HOUSTON 
KANSAS CITY 
PHOENIX 


THILMANY PULP & PAPER CO., Manufacturers - Kaukauna, Wisconsin 
ma em ener 


WITCHITA 
SAN ANTONIO 
OKLAHOMA CITY 
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CALIFORNIA 


PONDEROSA 


and 
SUGAR PINE 


CAMINO QUALITY has long stood for dependable 
value in California Pines—carefully manufactured kiln 
dried Ponderosa and air dried Sugar Pine—easy-work- 
ing stock available in generous widths and lengths— 
expertly manufactured in our big modern mill from 
our large-bodied, mellow old-growth, high altitude 
timber—just the sort of stock you want, delivered right 
when you need it. We'll appreciate a chance to quote | 
—and to supply your requirements. 
we can serve you. 


CAMINO 
QUALITY 




















Just tell us how | 


| 
| 





| Michigan - California Lumber Company 


CAMINO, CALIFORNIA 





























Overlooking Lake Michigan, the great inland ocean— 
away from disturbing street noises — The Stevens offers 
you Chicago's finest hotel location —in the very center 
of things — on famous Michigan Boulevard. 


We're old-fashioned at The Stevens, that is, when it 
comes to cheerful hospitality — but new in spirit. A 
friendly staff of employees interested in your com- 
fort will make you enjoy every minute of your visit. 


You'll be amazed at the many distinctive Stevens 
features at rates as low as two-fifty for one —four 
dollars for two. Overnight peshing, 80 
6 --- garage with pickup 

EN i Ho and delivery, 75c. 


THE STEVENS 


CHICAGO 


LARGEST 


WORLD'S HOTEL 








The Name That 
Stands for SERVICE 
in QUALITY Lumber... 


OR nearly a half a century the name Hines has been well and favor- 
ably known to lumber buyers the world over. 


With the sun now rising on the great building industry, as always, Hines 
is out in front leading in Lumber Service to this giant field of construction. 


Hines facilities for service to large and small buyers alike are unsur- 
passed. Hines stocks are large and varied, insuring prompt shipment di- 
rect from mill or from the “Known the World Over” Hines Chicago whole- 


sale yard with its upwards of 10 million feet in shed and on sticks—and 
more on the way. 


Always Hines lumber is a safe buy—for everything in soft Ponderosa 
Pine, Idaho White Pine, Douglas Fir, Southern Pine, close-grained, kiln 
dried Northern Hemlock, beautiful Birch and other Northern Hardwoods. 


"No order too large for us to execute nor too small for us to appreciate.” 


Edward Hines Lumber Company 
MAIN OFFICE: 105 W. Adams St., CHICAGO 
Telephone Franklin 2580 


MILLS: Hines, Oregon, EASTERN SALES OFFICE: 


Park Falls, Wisconsin. 1048 Grand Central Terminal, NEW YORK 
Telephone Murray Hill 25043 
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Putting the Finishing Touches 
on a WESTERN 


You're called upon frequently to suggest a lumber for 
outside uses, exclusive of heavy construction work. It 
is then that you should consider carefully “how will 
the finished work look.” And, “how will it stand up.” 
For siding, exterior trim, cornices, window and door 
casings, mouldings, shutters, and porch materials 
nothing surpasses Western Pines. For any job where 
a light, strong softwood is in order, these fine woods 
will live up to their reputation for uniformity of grade. 
careful milling, and thorough seasoning. The care 
that Western Pines receive at the mill is additional in- 
surance that the appearance of the finished job will 
remain unimpaired after years of service. 


Painters like the Western Pines. Their light color, 
slight shrinkage and even absorption of paints give 
these woods an economic advantage for all painted 
and enameled work. 


Naturally, the versatility of Western Pines means ex- 
tra profit for you. The more places these woods can be 
used, the more sales you make. Send for illustrated 
booklet with information on their many uses. It is 
yours for the asking—free. Address Dept D-3, Western 
Pine Association, Yeon Building, Portland, Oregon. 


WESTERN PINES 


Idaho White Pine e Ponderosa Pine e Sugar Pine 





PINE Job. 
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LUMBER CORPORATION. 


UP YOUR 
BUSINESS 


WITH 


C. D. JOHNSON 
QUALITY 


AND 


SERVICE 


C. D. Tohnson Lumber is the kind that builds business for 
Dealers—carefully manufactured, promptly delivered Old 
Growth Douglas Fir, Sitka Spruce and West Coast Hemlock 
—uniformly kiln dried—stock that has all modern refinements. 
We have the mill capacity and a thorough understanding of 
Dealers’ requirements—give you just what you want right 
when you need it—now and in the years to come for we 
have a 50-60 year cut of superb virgin timber. Let us quote! 


BETTER HOMES ew hel 


Long Leaf builds safe, strong, enduring homes—structures 
that outlive the mortgages and are a credit to the builders 
and dealers—homes that satisfy the owners. You're giving 
your customers the best in Long Leaf when you deliver 
Crowell’s—promoting sound, substantial, permanent con- 
struction and earning the profit and good will to which 
you're entitled. 














The Crowell & Spencer Lumber Co. Ltd. 
Meridian Lumber Company, Ltd. 


LONG LEAF, LA. 


E. H. Williamson, General Sales Manager. 


General Sales Office 
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Unexcelled 


or 
MOULDINGS 
FINISH 
CASING 
BASE 


CELLING 
















LATH 


KNOTTY 
SPRUCE 
PANELING 
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For the Modern Skyscraper--Store or Home 


The Mather Tower, illustrated in the insert, one of Chicago's imposing 
office structures, is another of the many fine modern buildings 
trimmed throughout with beautiful Philippine Mahogany. The rare 
attractiveness and distinction of this superb decorative wood are 
available at reasonable cost for offices, stores, restaurants, clubs, 
homes, etc., presenting Dealers with an exceptional opportunity for 
extra sales and profits. Write TODAY for full information—let us 
send you our series of interesting bulletins—no obligation. 


Philippine Mahogany Manufacturers Import Ass’n, Inc. 


yo 111 WEST SEVENTH STREET PHONE: 
PHILPORT LOS ANGELES, CALIFORNIA a 






Get Acquainted 
With “MOYIE” 


If you liked “Old Time” White Pine, you'll 
like “Moyie”—and so will your customers. 
“Moyie” resembles “Old Time” White Pine 


so closely that it’s sold under the same grad- 













SPOT cox 
CORD 
Me of extra quality uni- 

form fine yarn, spun in our 
own mills. Firmly braided, 
smoothly finished, carefully in- 
spected and guaranteed free from 
imperfections which cause in- 
ferior sash cord to wear out 
quickly. Specified by leading ar- 


chitects everywhere. Send for 
sample. 


Samson Cordage Works 


B C SPRUCE MILLS LTD. , if BOSTON, MASS. 
Lumberton, B.'C. 


ing rules. 

It has the same soft, velvety texture, lightness 
in weight and easy working qualities. That's 
why ‘Moyie” Spruce is such a favorite with 
builders—such a profit-maker for dealers. 

It will pay you to investigate this remarkable 


wood—and to introduce it to your customers. 


SAMUEL L. BOYD 


American Sales Representative 


828 Plymouth Bldg., Minneapolis, Minn. 
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Menominee 
Hardwoods... 


E cordially invite users of North- 

ern Hardwoods to investigate the 

excellent quality—the wide range of 

items and species—and to sample the 

prompt, careful service we are prepared 
to give on Menominee Hardwoods. 


Menominee timber is plentiful and in- 
cludes some of the finest in this whole 
region. 


Aways A Bie Name in NortHeRn Woops 
| 7 





REPARE to cash-in on the increased building 

activity this year by getting all the facts about 
Holt's prompt and satisfying Mixed Car Service— 
Holt's super values in Hardwood Flooring — the 
great variety of Holt products in Hardwoods and 
Hemlock—Holt's Cedar Posts, Shin- 
gles and Lath. A trial order will 
MAPLE, convince you that "Holt" means 
BIRCH and service and unsurpassed values in 
> Northern Woods. 


HARD 


WO: DS 
HeMLock | fl C)LT tanowoon co 
LUMBER, . 
oo OCONTO, WIS. Write NOW for quotations— or let us ship a sample order. 


LATH MEMBERS OF: 
National Hardwood Lumber Assn. Northern Hemlock 

SHINGLES | S"ifarivoo! "Asn. “National” ‘Lumber fer "au MENOMINEE INDIAN MILLS, 

| Maple Flooring Mfrs. Assn. 


NEOPIT, WISCONSIN 


Menominee Mill equipment is thoroughly 
modern—our operators are experienced 
and our Hardwood Lumber is graded 
under the rules of the National Hard- 
wood Lumber Association. 


Our Shawano County Hard Maple and 
Oak are noted for their good cutting 
qualities—and the former is popular be- 
cause of its freedom from mineral 
streaks. 





Other popular species available are: 
Basswood, Rock Elm, Soft Elm, Birch, 
Ash, Butternut, etc. 





























Shevlin Pine Sales Company 




















DISTRIBUTORS OF 
SELLING THE PRODUCTS OF GRHEVLN (PONE SPECIES 
THE McCLOUD RIVER LUMBER Reg. U. S. Pat. Off. ne sees WHITE PINE 
COMPANY EXECUTIVE OFFICE (PINUS STROSS) 
McCloud, California 900 First National Soo Line Building A NORWAY OR RED PINE 
(PINUS RESINOSA) 
SHEVLIN-CLARKE COMPANY, LIMITED MINNEAPOLIS, MINNESOT einiian: aaiin 
i ISTRICT SALES OFFICES: 
Fort Frances, Ontario — = me (PINUS PONDEROSA) 
- Bldg. 863 LaSalle-Wacker Bld 
THE SHEVLIN-HIXON COMPANY 1206 Graybar Bide 1900 LaSalle Waster Bite SUGAR (Genuine White) PINE 
Bend, Oregon SAN FRANCISCO TORONTO (PINUS LAMBERTIANA) 
1030 Monadnock Bldg. 421 Briar Hill Ave. 
Kearney 7041 Hudson 1095 
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REGULAR “oon HEAT TREATED 

(POLYMERIZED) 

LINSEED OIL LINSEED OIL LINSEED OIL 
POL->MER-IK is the /Vew Linseed Oil 

that gives a Better Paint Job 

At no extra cost to you, would you like a linseed The 10% of heat-treated oil makes a better 
— oil that will add extra quality to your work? _ paint oil. POL-MER-IK has qualities no regu- 








o™~ | 











An oil that makes paint level better, resulting 
in a smooth, even film of higher gloss and 
luster—a film that is tough, long-lasting and 
durable. 

Try POL-MER-IK, the new linseed oil that 
is far superior to regular raw or boiled. And 
remember this: POL-MER-IK is 100% pure 
linseed oil—nothing else—just 
the purest and finest linseed 
oil. POL-MER-IK has qual- 


ities of greater value, because 
LINSEED 


ay 


10% of this pure linseed oil 
has been heat-treated, that is, 


polymerized. 


rok ER <a " 


unSEED 





Available in pints, quarts, one, two, five 
gallon containers and 50 gallon drums 


lar linseed has. Countless tests, on the job, prove 
that paints with POL-MER-IK give better 
results. 

POL: MER- IK is packaged in containers, sealed 
at the factory. Factory-sealing guarantees pur- 
ity. It is a protection against contamination and 
assurance that when you buy POL:-MER-IK, 
you get genuine POL:MER: 
IK, 100% pure linseed oil. 
POL: MER‘ IK is light in color 
as regular linseed oil. Use 
POL-MER-IK the same way 


you've always used linseed oil, 


a) MER a 
POL MER 
unset q< 
ue wstt ® 


and note the improved results. 


ARCHER DANIELS MIDLAND COMPANY 


MINNEAPOLIS, MINNESOTA 
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In Red and White Oak 
TRIM AND MOULDINGS 


IN 
¢ Red and Sap Gum 


ARKANSAS Supreme 


Wrapped Trim 


ARKANSAS SOFT PINE 
Satin-bike Interior T 
In Sanded Lineal 
CLOSE GRAIN PINE FLOORING 


End Matched e« Plain End 
* 


SOUTHERN LUMBER COMPANY 


Warren, Arkansas 


Red and White Oak 














LATA BALSA 


is used extensively by the dairy and ice 
cream industry in the construction of 
cabinets, storage, delivery and peddling 
containers. 


Now is your opportunity to get this business, Mr. Lumberman. 
So contact all prospects for Lata Balsa insulation. 


For information on this, write us. We 
will tell you how to get this business. 


THE BALSA WOOD CO., Inc. 
BROOKLYN, N.Y 





Pioneer & Imlay Sts., 








iM In CLEVELAND it's 
@ THE HOLLENDEN 

In COLUMBUS it's 
Genuinely @ THE NEIL HOUSE 


In AKRON it's 

@ THE MAYFLOWER 
In TOLEDO it's 

@ THE NEW SECOR 
In DAYTON it's 

@ THE BILTMORE 


featuring .. . 


Unusually Comfortable Rooms, 
Good Food, Carefully Served, 
and Moderate Rates. 





For Your Winter Vacation 
In Miami Beach it's 


THE FLEETWOOD 
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WISCONSIN LAND & LUMBER CO. 


Hermansville, Michigan 


Manufacturers 


4 1XL Hardwood Floorings 
3 MAPLE - BIRCH - BEECH 


The finest milled flooring produced. 
Also 


Northern Hardwood and 
Softwood Lumber So 
ASH-BASSWOOD- BIRCH- MAPLE - HEMLOCK - PINE-SPRUCE 
White Cedar Posts - Poles & Shingles 
Shingle Tow & Maple Flooring Clippings 
(A HALF CENTURY RECORD FOR DEPENDABLE SERVICE) 





Strip Type 
Flooring 











TIMBER ESTIMATES --- PULPWOOD SURVEYS 
GROWTH STUDIES --- SITE INVESTIGATIONS 


years of assiduous _. MEMPHIS, TENN. 
effort. ComMERCE TITLE BUILDING 


A service based on knowledge of Southern Timber 
gained from twenty-five 





Cut Production Costs $10,000 a Year 


A southern concern had twenty-five accidents per $100,000 of 
payroll during the first year ‘‘L-M-C’’ carried its Workmen’s Com- 
pensation coverage. Four years later it had five, for a saving in 
production costs of $40,000! Write today for the free brochure, 
How Ten Corporations Saved $130,119. 


Lumbermens Mutual Casualty Company 
JAMES S. KEMPER, President 





Mutual Insurance Bldg., Chicago, U. S. A. 





Ivory Pine 
All that the name implies. 
Quality that starts in the timber. 
A small compact organization giv- 
ing your orders INDIVIDUAL at- 


tention from grader to manager. 
Selects, Shop, 


Ivory Pine Company Sime.” 
Manufacturers of KLAMATH FALLS, ORE. Rough and 


PONDEROSA PINE Dressed. 











Order “American” Tools with ~ 
Famous Duck Bill Hooks 


They give loggers longer service and 
give a better hold on logs and timbers. 

Write today for catalog describing the 
complete line of “ American” logging 
tools and appliances. 


EVART, 


American Logging Tool Co., "Miti 


























ROUND his famous poem with that title, Mr. 
Be the Best A Malloch has woven more than a _ hundred 


others to inspire the every-day man. Bound in 
of Whatever red Spanish leather, grained. 
You Are 


Postpaid, $1.25 
By Douglas Malloch 


AMERICAN LUMBERMAN 
431 S. Dearborn Street CHICAGO, ILL, 

















PORTH ~~ coal 
woods MLE FLOOR i 


MEMBERS OF (PA PLE FLOOR/IG /NFRS. 




















A 40 0 
60 cycl 
of the: 
quick | 
h.p. fe 
for th 
starter 
are lik 
them ] 
full lo 
motors 
Chalm 
h.p. fe 
h.p. ai 
prices, 
ing of 
freque 
pleasiz 























June 20, 1936 















SCLASSIFIEO 
VAAL AMELIE 
OR NGS PGES: 
—\v— 


ee Hy, 








Sa 
Tee, = 





AMERICAN LUMBERMAN 67 




















ilo: 


VAL A AMELL 
<n 







Se RO Spey 











FOR SALE 








FOR SALE 








FOR SALE 











Electric Machinery 


LIT 





DO YOU NEED 


A 40 or 50 h. p. 900 or 1200 r.p.m. 220 or 440 volt, 
60 cycle, 3 phase motor? We have over 25 motors 
of these ratings in our Memphis stock ready for 
quick shipment subject to prior sale at $3.50 per 
h.p. for the 40 h.p. motors and $4.10 per h.p. 
for the 50 h.p. ratings for motors only without 
starters, but with sliding bases. These motors 
are like new and guaranteed as such. Some of 
them have never been in service. All never were 
full loaded; none run over three months. New 
motors at today’s prices like these made by Allis- 
Chalmers and General Electric will cost $10.50 per 


h.p. for motors only. We also have many other 
h.p. and speed ratings in good motors at bargain 


prices, fully guaranteed as above. Send your list- 
ing of requirements in motors, generators and 
frequency changers. We will gladly quote you 
pleasing prices. 
FRED D. HASSLER 
239 Court Ave., Memphis, Tenn. 





FOR SALE 
1 Woods No, 133 B M 4”x6”—5 Head Electrical 
Moulder. 


Woods No. 133 B M 4”x1i0”—5 Head Electrical 
Moulder. 
llectrical equipment arranged for 220 volt, 3 phase, 
60 cycle. 
Lewis Allis Frequency Changer, driven by S. A. 
Woods 20 H P motor and 440 or 220 volt. 
Single 70 Exhaust Fan direct connected to 75 H P 
G E motor, 440 volt. 
Dbl. 60 Exhaust Fan direct connected to 150 HP 
G E motor, 440 volt, 
All above in splendid condition. 
GRANT TIMBER & MANUFACTURING CO. 
Of Louisiana, Inc. 
Selma, Louisiana. 


FOR SALE: ELECTRIC MOTORS AND OTHER 
EQUIPMENT—DIRECT CURRENT VOLT 


i—5 H.P. Northern, 1600 RPM. No starter. 

i—5 H.P, Fairbanks-Morse, 1050 RPM. Starter 
complete. 

— H.P. General Electric, 800 RPM. Starter com- 
plete, 

3—7% H.P. Allis-Chalmers, 875 RPM. Starter com- 


plete. 

3—13% H.P. Allis-Chalmers, 1075 RPM. Starter 

complete. 

1—13% H.P. Allis-Chalmers, 1075 RPM. No starter. 

1—10 H.P. General Electric, 1200 RPM. No starter. 

, Price on above motors oes 00 per horsepower. 

2-20 H.P. Northern, 900 RP Starter complete. 

i—30 H.P. Northern, 900 RPM: Starter complete. 

2—60 B.P. Northern, 900 RPM. Starter complete. 

1—85 H.P. Northern, 900 RPM. Starter complete. 

1—90 H.P. Bullock, 850 RPM. Starter complete. 
Price on above motors $2.50 per horsepower. 

1—Extra Armature for 85 H.P. Northern Motor. 

1—125 H.P. Starter Box. 

2—30 H.P. Starter Boxes. 

J. J. NEWMAN LUMBER CO., 





Hattiesburg, Miss. 


Used Machinery 


FOR SALE 


Complete Double Band & Horizontal Resaw Mill, 

Filer & Stowell Heavy Duty Machinery, all Band 

Mills are 8 ft. Can furnish all equipment complete. 

sige aOttCee. Filer & Stowell Corliss Engine, 

g e ” 

1 Allis Chalmers Corliss Engine Generator, direct 

current, 230 volt, 730 amps. Size of engine 16”x30”. 

Boilers—Pumps—Air Compressors. 

1 American Timber Sizer 16”x30”—8 rolls. 

1 Double 70” Sturdevant Blower, slow speed, with 

two new extra blast wheels. 

4 Lima Shay Geared Locomotives, 60 & 70 ton. 

1 Clyde Four-Line Skidder. 

All in operation up to December ist, last. All in 
equipment, write us. 


£00d operating condition. 
When in need of sawmill 

J. J. NEWMAN LUMBER COMPANY 
Hattiesburg, Miss. 











WOODWORKING MACHINERY BARGAINS 


Write us. 
J. LEE HACKETT COMPANY, Detroit, Mich. 





Used Machinery 


LIQUIDATION SALE 


Saw-Mill Machinery and Equipment, 
Egbert-Hay Fobes Company, Goshen, Ind. 
Buildings, Motors, Office Equipment, 

2 Clark 6’ Right and Left Hand ‘Band Mills, 
Units complete with auxiliaries including, 
Carriages; Shot Gun Feeds; Live Rolls; 
Edger, Hog, Niggers and Trimmer. 
Electric Double Friction Drum Derrick; 
Steam Locomotive Crane; 

Filing Room Equipment; 

Belting, Shafting and Pulleys; 
Conveyors; 

Sprinkler System; 

Steel Building; 

Rail and many other items at attractive prices. 
All in excellent condition. Representative at plant. 
LIQUIDATION SALES COMPANY 
3148 Paris Ave., New Orleans, La. 





former 





FOR SALE: 8 FT. CLARK BAND MILL R. OR L. 


50” Fay-Egan band resaw, excellent condition, 
complete filing room equipment, Clark 3 arm _ deck 
loader; Kicker, nigger and carriage, 50 —™ A 
engine nearly new, H. P. O&R engine, Hill- 
Curtis 2 saw trimmer, Allis-C, carriage, Prescott 
set works, Clark log haul chain with dogs, Soule 
Twin Steam Feed, 40 ton Staga Shay Loco. with 
air brakes and electric lights, and various other 
band and cir. mill and logging equipment. Right 
prices. 
D. D. BROWN, Elkins, W. Va 


FOR SALE—STEARNS 66” EDGER, LEFT HAND 


Hill Curtis double cylinder steam nigger; set of 

nine live rolls 10x24 in. Filing Room Equipment. 

200 dry kiln trucks. 

HERMANCE MACHINE COMPANY 
Williamsport, Pa. 





Used Machinery 


FOR SALE 


1 Timber Sizer—American, size 16x30—8 rolls. 

1 Matcher—S. A. Woods No. 404, size 15x6, Top and 
Bottom Profile and Feed Table. 

1 Matcher—S. A. 
Bottom Profile. 

1 Matcher—Hall & Brown, size 11x6, Round Heads. 
Large Assortment of Side Heads and Profile Equip- 
ment will be sold with matchers only. 

Band Rip Saw—Mereen Johnson, wheels 44”. 
Slow Speed Sturdevant Blowers, double 70”. 
Slow Speed Sturdevant Blower, double 55”. 

S. A. Woods Moulder No. 132-B, size 4x6. 

S. A. Woods Moulder No, 107, size 12x6. 

J. J. NEWMAN LUMBER CO., Hattiesburg, Miss. 





Woods No. 20 with Top and 


bet et et OD 





Engines and Boilers 


4-125 H. P. HIGH PRESSURE STEAM BOILERS 

Stacks, grates, pipes and fittings, common and fire 

brick, all in very good condition, ready to load. 
DICKINSON LUMBER CO., Bemidji, Minn. 








LOOK AROUND AND SEE 


If you have some second-hand machinery, logging 
equipment or anything used in the lumber world. 
Want to sell it? Advertise in the classified sec- 
tion of the AMERICAN LUMBERMAN, 431 8. 
Dearborn St., Chicago, IIl. 


HAVE YOU SOMETHING TO SELL 


Advertise in the Wanted and For Sale de- 
partment when you want to sell something 
in the lumber industry. AMERICAN LUM- 
BERMAN, 431 So. Dearborn St., Chicago, Ill. 








SAWMILL MACHINERY COMPLETE: 


For Sale: Sinker Davis 7 ft. Band Mill—Steam 
Feed—Log Turner—Gang Edger Saw—Twin Sinker 
— Steam Engine—etc., all in excellent condi- 


“Aadress “R. 76,°° care American Lumberman. 


COMPLETE SAWMILL & POWER HOUSE 


2 McGifford loaders, logging equipment. 
WEST LUMBER COMPANY, Lugerville, Wis. 








SAWMILL EQUIPMENT FOR SALE 
Mill cut out December ist last year. Write us 
when in need of anything. 
J. J. NEWMAN LUMBER CoO., Hattiesburg, Miss. 





COMPLETE 8’ LH CLARK BAND MILL 


Planers and Resaw; a a Loaders, Steam 
Shovel, Skidder and Log C 
CAFLISCH LUMBER co. re albright, W. Va. 


FOR SALE 


87 Berlin hardwood flooring machine and planer. 

150 H. P., H. R,. T. Butt strapped boiler, carried 
140 lbs. insurance. Stack and fittings. 

18x22 Atlas four valve automatic — 24”x9’ 
band wheel. 

New 6” band saw for re 

— A. BOOTHE EQUIPMENT CoO., Sheffield, 
Ala. 








FAST FEED DOUBLE PLANER 

One P. B. Yates No. 186, direct motor driven six 
roll double planer. Complete with 3 motors and 
starters. Divided infeed rolls and chip breaker. 
Round heads and grinder. Excellent condition. 
Will sell or trade for lumber. 

ST. LOUIS LUMBER COMPANY, 2509 So. Broad- 
way, St. Louis, Missouri. 


FOR SALE 


H. B. Smith 3 side 4” sash sticker plow & bore $150. 
American 4 side 8” moulder, $100 $150 
ov, 


Houston tenoner cut-off T & B copes, 
SCHNEIDER LUMBER CO., Canton, Ohio. 





Wardwell bandsaw filer & setter, $30. 





54” REBUILT VERTICAL BAND RESAWS 


To carry 6” or 7” saws, Exceptional values. 
McDONOUGH MANUFACTURING CO.. 
Eau Claire, Wisconsin 


WHY WAIT WHEN YOU WANT SOMETHING? 


When you want a new stock of lumber or shin- 
gles, new or second-hand machinery; engines, 
boilers, electrical machinery, locomotives, cars, 
rails, business opportunity, timber and timber lands, 
or anything used in the lumber industry, you can 
get it at a. small cost by advertising in the 
“Wanted Columns” of the AMERICAN LUMBER- 
MAN, Manhattan Building, Chicago, Ill. 





Miscellaneous 


FOR SALE—WOOD AND WIRE FENCING 
Portable corn cribs, silos, and snow fence. Deliv- 
ered prices gladly quoted. 

STANDARD FENCE CoO., Lufkin, Texas 








FOR SALE 


Motor Power Steel ECONOMY Shavings baler. Like 
new. Full or two half bales single operation. 
Cheap for quick sale. Write ““W. 84” care American 
Lumberman. 





SPEE-D-TWIN 


STEAM FEED 


Costs little more than belt or 
friction type feeds, but makes 
a tremendous difference in the 
cut of the mill. Investigate. 


Write for catalog 4, 


SOULE 


STEAM FEED WORKS 


MERIDIAN, MISSISSIPPI 























ARKANSAS SOFT PINE 


Specifications and Booklet on Request 





ARKANSAS SOFT PINE BUREAU 


Boyle Building Little Rock, Arkansas 
Comprising 
CADDO RIVER LUMBER CO. FORDYCE LUMBER CO. 
Glenwood, Arkansas Fordyce, Arkansas 
DIERKS LUMBER & COAL CO. CROSSETT LUMBER CO. 
Dierks, Arkansas Crossett, Arkansas 


SOUTHERN LUMBER CO., Warren, Arkansas 
FROST LUMBER INDUSTRIES, Inc. Shreveport, La.; Plant, Huttig, Ark. 
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MIXED CARS 


In SHORTLEAF YELLOW PINE 
OAK AND BEECH FLOORING 
SOUTHERN HARDWOODS 


BRADLEY LUMBER SALES COMPANY 


DEALING IN THE PRODUCTS OF 


BRADLEY LUMBER CO. of Arkansas 

















The “Practical” Carpenter's Guide 
will make friends for you among the 
carpenters and contractors in your 
community. It will help them pre- 
vent errors in making estimates. 


The book contains in tabular form 
complete material quantities and 
labor hours necessary to estimate 
all classes of carpentry work. 





ESTIMATE FoR 

















PITTSBURGH STEEL’S 


“Ready Reference Fence Guide” 


Fence dealers and salesmen everywhere are using this authoritative 
book as a guide to fence selling and an aid to increased sales. Send 
for copies for your salesmen and customer prospects. 


PITTSBURGH STEEL CO., 7%,2mep,trust sue. 

























i 


31 Seath Dearborn St... Chicago. UL. 


In addition to containing numerous tables 
of valuable information it also shows a 
112 item checking list which prevents 
omissions in making an estimate. 


You can order as many or as few books 
that will meet your needs at the follow- 
ing prices. 

Books with Front Cover plain @ 12 cents. 

100 books with your advertisement printed on 
front cover @ 15 cents. 


SEND YOUR ORDER TO 


AMERICAN 
LUMBERVEAN 





June 20 





1936 
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ROOFINGS 





THAT IS PRODUCING RESULTS! 


Here is a direct mail campaign that is making new sales 
records. One mid-western applicator reports five sales out 
of five return post-cards! 

One look at the mailing pieces themselves will tell you 
why they are so successful. They are printed in full color 
on heavy coated stock. They tell about “‘Slow Fire,”’ Barrett 
quality and show the full beauty of Barrett Shingles—make 
any man want to own a Barrett Roof. 


This mail campaign is only one unit in the Barrett “5 out 
Stave you seen the 





of 10”? Profit Plan, which includes a comprehensive news- 
BARRETT SOUND-SLIDE FILMS? paper advertising service, signs and window displays, a 


" powerful visual sales manual, a Farm Building Plan Ser- 
we “Profit Days Are Here Again” are two sound-slide vice, new product literature, etc. 
film presentations full of helpful advice to roofing The combination of this material and Barrett Quality 
- dealers and applicators. Don't miss them.The Barrett will take you places—help set new roofing sales records for 
salesman will gladly arrange to show them to you. you. Ask the Barrett salesman for details. 


THE BARRETT COMPANY, 40 RECTOR STREET, NEW YORK, N. Y. 


2800 So. Sacramento Avenue, Chicago, Illinois e Birmingham, Alabama 
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SE 
Old Way 







y ’ 


FIRST, 
| MUST 
MEASURE 
THE BOARD 
FOR STUD 
SPACING 





1 Look at the man above locating the 
@ center of his studs. First he has to lay 
each board over saw-bucks, then measure 


each center line of the stud—repeating this 


operation on every board. 









4 


AFTER MEASURING, - 
THENIHAVETO || 
DRAW NAILING LINES | 


1 


Ci neat ati ti lane 


Look at this operation. The carpenter 


aes a straight edge, draws lines for 


every center line of the stud. This operation 


must be repeated for every board. 
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BESTWALL cxd 


CERTAIN-TEED 
‘ypsiin Willboatd 


now come wilde 


NAILING MARKS 


Former wasteful methods are gone. Every sheet of Bestwall or 











Certain-teed Gypsum Wallboard is ‘nail marked.” 


The two outer dotted lines are spaced to indicate the stud centers 
on 16” spacing; the center line spots the spacing when the studs 
are spaced on 24” centers. For center nailing all you need to do is 
to follow the systems of dots—three dots automatically space nails 
1014" apart; two dots automatically space nails 7’’ apart—this 
gives you proper stud centers and nail spacing. All you have to do 


is to set your board in place and start nailing. 


The dots are heavy enough to be seen. Yet they do not mar the 


surface of the board in any way. 


This means that when you specify Bestwall or Certain-teed 
Gypsum Wallboard, or when you use them, you get boards that 
come to you with a clean face, marked and ready to nail in place. 
To get these new improvements, specify Bestwall or Certain-teed 
Gypsum Wallboard. You will be sure to have a better board for 
your money. 


PATENTS APPLIED FOR 


CERTAIN-TEED PRODUCTS CORPORATION 


General Offices, New York, N.Y. 








June 2 
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nters 
studs 
do is 
nails 
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that 
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Just nail or On the 
dotted line / 


WAV AN Gt | = COUPON FOR FREE 
SAMPLE OF NAIL MARKED 
GYPSUM WALLBOARD 








Certain-teed Products Corporation 
100 East 42nd Street = "4 - F 
New York, New York 


Please send me a sample of Nail Marked Gypsum Wallboard in the 
Certain-teed Brand [J the Bestwall Brand [1] 


Firm Name ; ; . , : iid pine naa 
Address. 


an a iil acta ; ‘ . State 


Zi 
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SMMMKE SUCCCIS | 
@ yy Abe 
20+ YOU rely On Abest 
Aldert 
Allith. 
Ameri 
* al 2 
GLIDDEN for Profits and Progress! Ameri 
Success in selling paint depends upon two things . . . (1) A line of un- aa 
gent Quality that (2) Increases your sales—at a profit. Sounds easy. — 
very paint salesman that calls on you tells you his line is the answer. io 
But ¢s it? Take a look at the Glidden Company—not just its products— Amer! 
not just its policies—but the company and its history. Anacc 
Ask a Glidden salesman to tell you something about the early days of Angel 
Glidden—how it grew, and why—how far-reaching it is today—what it Angel 
has done for dealers—and what it is doing for them today. Antri 
Let him tell you something about the line, and then ask him about the Arche 
successful Glidden plan for increasing sales. Arkar 
If you’re really in earnest about this business of building paint sales— Arkat 
and making money—if you're willing to go to work ona merchandising pwnee 
= which we know by experience will produce ep ed ae abe let us A 
elp you make a profit as we have for thousands of other dealers—then = 
you're on your way! It’s up to you—“Now Shake Hands With Success!” rea 
THE GLIDDEN COMPANY «+ National Headquarters, Cleveland, Ohio Atlan 
bactories or . SS « —_ - — : 3 Overnight 
- one “; ‘ } 4 : we Mr A Babe 
Cities q , ; : q ® a ~ Your Door Balsa 
Barb 
4 Barre 
Paints — Everywhere on Everything -acques x4 
e BC 
Varnishes Enamels Bell 
Bens 
Bent 
Biles 
Boot: 
Brad 
Brad 
« Bruc 
' Buch 
— our Opportunity: || | =: 
aod uilc 
cigs Reo Cluster per 
; aces, : 
eS . 
| &- Shingles 
i ry: Care 
Actual Cate 
. ° Cert: 
OO Shingles at a time! Size of Mack Cha 
: Type on 
Heavily . Chay 
DWARDS Steel Reo Cluster Shingle Guanet Silver Cher 
roofs installed nearly 40 years ago Sticker Paper Chri 
are still giving 100% perfect service. Cisa 
Heavily galvanized with 16 lbs. high Clan 
grade zinc spelter to every 100 sq. it., Clay 
these roofs have withstood all extremes Clos 
of weather. Wind storms have failed Cob 
to loosen them: their interlocking seams C olf 
— = id a b gerne joni ba geen AT LAST, the veterans have their bonuses—and even the F. H. C 
— ¥ _ - - = vhel ‘ae ey A. is indirectly helping the “Home Sweet Home” sales appeal Colt 
protect irom lightning. = oe of the Lumber Dealers, telling the veterans in a publicity drive Con 
tecting efficiency is reflected in low to:—“Hold your bonds if you can, but if you cash them, Crat 
insurance rates. THINK OF YOUR HOME FIRST.” Cros 
In your selling campaign you'll find many uses for. these at- Cro 
When yous customer Comands the best tractive stickers. AMERICAN LUMBERMAN will be glad to Li 
possible rool for his money. sell him supply them promptly at the following postpaid prices: Cun 
Edwards Reo Cluster Shingles. Your PP'Y F Cur 
margin of profit is liberal and our guar- 500 stickers $1.50. 1,000 stickers $2.00 B 
antee protects both of you. Prices gladly quoted on large quantities. 
Send Orders to 
Write for Roofing Catalog No. 91 h - 
THE EDWARDS MANUFACTURING CO. De 
427-477 Culvert St. Cincinnati, Ohio. 431 South Dearborn Street A = CHICAGO, ILL. 
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Aberdeen Plywood Co 
ee a rr 
Alderman & Sons Co. D, W... 
Allith-Prouty Mfg. Co........ 42 
American Logging Tool Co... 12 
American Lumber & Treating 


Pee eee rere eee eee eeeeaee 


American Steel & Wire Co.. 
Anaconda Copper Mining Co.. 4 
Angelina County Lumber Co.. 
Angelina Hardwood Co 
Antrim Iron Co., 


Archer-Daniels-Midland Co... 11 
Arkansas Lumber Co........ 
Arkansas Soft Pine Bureau... 68 
Armstrong Cork Products Co 
Associated Lumber Mutuals... 
Atkins & Co., E.C.......... 


Atlantic Lumber Co......... 68 


Babcock Co., W. W., The.... 51 
Balsa Wood Co. Inc., The.... 12 
Barber Asphalt Co., The...... 
Barrett Co., The............ 69 
Bay De Noquet Co.......... 

BC Spruce Mills, Ltd...... 9 
Bell Lumber Ce. .......cescces 
ke 
Bentley Lumber Co., J. A... 
Biles-Coleman Lumber Co... . 
Booth-Kelly Lumber Co., The. 
Bradley Lumber Sales Co..... 68 
Bradley-Miller and Co....... 51 
Bruce Co., E. L 
DN. WN cacasiccenceus 
Buck, Frank R. & Co........ 
Builders Commercial Agency.. 59 
Burton-Swartz Cypress Co.... 


eee eee eee eeee 


Carey Co., The Philip........ 


a | ee 
Certain-teed Products Corp. . 70-71 
Chapman & Co., A. D.Inc ... 47 


Chapman & Dewey Lbr. Co... 53 
Chevrolet Motor Co......... 
Christiansen Co., C. M....... 
Cee I. 6c cccsccevess 59 
Clancy Co., Leon............ 
Clay Equipment Corp....... 
Clover Valley Lumber Co.... 10 
Cobbs & Mitche!l Co........ 
Colfax Lumber & Creosoting 


Columbia Steel Company. .... 
Conroe Lumber Corp........ 
Crater Lake Lumber Co...... 57 
Crosby Lumber & Mfg. Co... 
Crowell & Spencer Lbr. Co., 

tates seewedktaeeaesan’s 
Cunningham Machinery Corp. 
Curtis Companies Service 

| RS ee ere 


Davenport Hotel............ 60 
8 4 ere er 
Dennis & Co., W. J.......... 


Directory of Products Advertised in AMERICAN LUMBERMAN will be found on following two pages 
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| If page number does not appear opposite name, display advertisement will be found in a previous issue 
Dewitt Operated Hotels ...... 12 Kneeland-McLurg Flooring Co. 61 Robbins Flooring Co........ 
Dierks Lumber & Coal Co... 68-76 Kurth Lumber Mfg. Co...... Roddis Lbr. & Veneer Co.... 
Disston & Sons, Inc., Henry. . Roofers Group Page......... 
Douelas Fir Exploitation and Lange Mathias Weihn, Meus . Ruberoid Co., The........... 
Pyle de Nemours € Gov 5, tamnca Walpaper C...0 meetene isis. 
Levisee Lumber Co.......... oe Vereee oeees 
Libbey-Owens-Ford GlassCo.. 45 Sawyer Goodman Co......... 
Eastman-Gardiner Hardwood Lindsey Wagon Company.... 57 Seal-All Clip Co............. 
> ae nearer Long Lake Lumber Co....... Schuette Co., Wm........... 39 
Edwards Mfg. Co. The...... 72 Lowe Brothers Co., The..... Sewall, James W............ 59 
Enterprise Co, The.......... 76 Lumbermen’s Credit Aces... Sherwin-Williams Co......... 55 
Exchange Saw Mills Sales Co. Lumbermen’s Mutual Casualty Shevlin Pine Sales Co........ 10 
Dhstrecescxevedaveuacecs 12 Shimer & Sons. Inc., Sam’l. J. 76 
Sisalkraft Co., The.......... 35 
Fidelity Lbr. and Timber Co . 39 ’ ; Smith, Inc., H. Dixon........ 
Firestone Tire & Rubber Co.. ce a i: Ghee ie 59 Smith Lumber Co., Ralph L.. 
Flexible Steel Lacing Co...... a & r a A ms — 4 Solvay Sales Corporation..... 
Florida-Louisiana Red Cypress be arquart Frame & SashCo.. Soule Steam Feed Works..... 67 
ee eereee. aster Machine Sales Co.Ine. Southern Lumber Co....... 1208 
Ford Motor Company........ poner ge ae a lal outhern Pine Ass’n ......... 
Frost Lumber Industries, Inc.. 68 athieu, Limited, J. A....... Southern Pine Lbr. Co....... 
: Mauk Seattle Lbr. Co.,....... Southwest Lumber Co........ 
Meadow River Lumber Co.... Southwest Lumber Mills, Inc. 
Menominee Bay Shore Lbr. Co. Spain & Co., H.M.......... 12 
General Motors Truck Co. ... Menominee Indian Mills.... . 10 Spokane Pine Products Co.... 
— a Enameling Meridian Lumber ce. 108... 8 Standard Lime & Stone Co.. 
Se ee none serene s Metropolitan Building Co.... Stange Lumber Co.......... 
Gilchrist-Fordney Co........ 49  Michigan-California Lumber Stanley Works, The 
Glidden Co., The............ Ce. 6 Stenh y a gaa 
: ; ae 
Goodyear Tire & Rubber Co., Milcor Steel Co. ........... Seavens. Chicago. The 6 
_ Re See ee Mills Lumber Co. of Ga.. Inc Studeb k Mee AEPo sees ses 
Graham Paper Co........... 6 Miner Saw Mfg. Co., J. AL... S teers ca ma.’ i * 
Grasselli Chemical Co., The... 37 Moore Dry Kiln Company... 41 umter Lumber Company, Inc. 
Griswold Lumber Co......... Mumby Lumber & Shingle Co. Templeton Lanher Ca, il, A.. 
ous Coal, Iron & R. R. 
Henderson-Molpus Co. . ..... NeThe st Reeister Co» qThilmany Pulp and Paper Go. 6 
Hines Lumber Co., Edw...... 7 National Dry Kiln Co........ Thunder Lake Lumber Co. . 
Holland Lumber Co E. M.... National Lead Co........... Toledo Guaranty Corp., The.. 
Hollenden, Hotel............ 12 Nelson & Co., Gilbert........ 59 Tremont Lumber Company... 
Holley-Terrell Lbr. Co., ...... Nicholson File Co........... 77 Trout Creek Lumber Co...... 
Holt Hardwood Company.... 10 North Bangor Slate Co...... 61 Twin City Lbr. & Shingle Co. 
Holt Lumber Company....... 10 Northwestern Cooperage & 
Hotel McAlpin.............. a. Pei ai Union Lumber Co........... 
Huss Lumber Co............ 59 Urania Lumber Co.......... 
Oconto Company............ U. S. Steel Corp. Subsidiaries. 
Ostrander Railway & Timber U.S. Steel Products Co ..... 
neil teeter Co ine:.. © ase Van Donk, C. H............ 76 
Insulite Company, The....... Ozark Oak Flooring Co., Inc.. 53 Von Platen-Fox Company.... 61 
International Harvester Co... , 
Ivory Pine Co........... : ... 12 Pacific Mutual Door Co...... Wallrich Lumber Co., The... . 
Parker and Sons Co., Ira..... Webster Lumber Co., H. E... 
Pate Lumber Co. D.S....... 59 Weidman Lumber Co........ 61 
: Peavy-Moore Lbr. Co....... Wells Lumber Co., J. W...... 
Jackson & Tindle, Inc........ Peavy-Wilson Lumber Co... . Western Pine Ass’n.......... 8 
Jeffreys-McElrath Mfg. Co... Philippine Mahogany Mfrs. Weyerhaeuser Sales Co....... 
Johns-Carroll Lumber Co..... Import Assn., Inc.......... 9 Wheeler-Osgood Sales Corp... 
Johns-Manville.............. Pittsburgh Plate Glass Co.... Wheeling Corrugating Co..... 78 
Johnson Lumber Corp.,C.D. 8 Pittsburgh Steel Co.......... 68 White River Lumber Company 
Jones Lumber Co............ Polson Lumber & Shingle Co.. Wier Long Leaf Lumber Co... 49 
Putman, Chas. E............ Williams & Voris Lbr. Co..... 39 
Willapa Harbor Lumber Mills 
Keasbey & Mattison nee Quincy Lumber Co., Inc...... Wiseasie Lead ari Co.. 12 
Kent Machine Co... veteeeee 76 Wisconsin-Michigan Lbr. Co. . 
Kerry & Hanson Flooring Co.. Ranetite Mfg. Co............ Wisconsin-Michigan Page... . 
Keystone Steel & Wire Co.... Rankin-Benedict Underwriting Weed Conversion Co... 
King & Thurston............ eee eee ee 
King Lumber Co., The....... Red Cedar Shingle Bureau... 4 Yawkey-Bissell Lumber Co .. 
Kinzel Lumber Co .......... Red River Lumber Co., The.. 5 Yosemite Sugar Pine Lbr. Co. 
Kinzua Pine Mills Co........ Rib Lake Lumber Co........ 
Kneeland-Bigelow Co........ 12 Richard Shipping Corp....... 60 Zimmerman., F,M.......... 
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A—Northern Pine 
B—Northern Spruce 
Bl—West Virginia Spruce 
C—Northern Hemlock 
Cl—West Virginia Hemlock 
D—Northern Cedar 


Antrim Iron Co......... abo 
Bay De Noquet Co........ ed 
Bradley-Miller & Co.......a 


Christiansen Co., C. M...acd 
Hines Lbr. Co., Edw....abe 
Holland Lbr. Co., E. M..acd 
Holt Lumber Co.......... cd 
Jackson & Tindle, Inc...abc 
Kerry & Hanson, Flooring 


$6466 nn Cesesensens abd 
ees BOG Giicccccececes ac 
Levisee Lumber Co........& 
Mathieu, Ltd., J. A...... abk 


Senemsinee Bay Shore uae. 


Menominee Indian Mills. pe 
Northwestern Cooperage & 
a 


Ba Gn BelOccccccex de 
Oconto Company.......... cd 
Rib Lake Lbr. Co.. --acd 
Roddis Lumber & Veneer 

CG. seeeceecanesceosesed ac 
Sawyer Goodman Co...... ad 
Shevlin Pine Sales Co...... a 
BtaaPse TAP. Corccccccesess ac 
Stephenson Co., I....... abcd 


Thunder Lake Lbr. Co...aed 
Toledo Guaranty Co.... 
Von-Platen-Fox Co........ ac 
Wallirich Lumber Co., The.ac 
Wegerhacuser Sales 


eeececccescoecooes ajimrs 
Wisconsin Land & Lbr. 

Th encennesooecesesace ac 
Wisconsin-Michigan Lbr. 

Gee ceccveccccesescescocce ac 


Yawkey-Bissell Lbr. Co...a 


SOFTWOOD LUMBER 


E—Southern Yellow Pine 
F—Cypress 


Alderman & Sons Co., 
coccccce c@S 
Angelina County Lbr. Co....¢ 


+ eee eeeee 


Arkansas Lumber Co...... 6 
Bell Lbr, Co......++++- ccec® 
Bentley Lbr. Co., J. A..... e 
Bradley Lbr. Sales Co...... e 
Bradley-Miller & Co....... e 
Bruce Co., E. L..... coeces e 


Buchanan, Wm. ...+.+++++-@ 
Burton-Swartz Cypress Co..f 
Chapman & Dewey Lum- 
ber Co. 
Clancy Co., Leon.......+++. e 
ar a Lbr. & Creosoting 


Crosby Lbr. & Mfg. Co..... e 


Crowell & Spencer Lbr. 
Co., Ltd., 


Date G. Geccccececsecscecs ef 
Mashenge Sawmills Sales 
° 


Tee eee ee eee eee eee) 


eovcsceceoseesee cooec® 
Prt Louisiane Red 

Cypress CO... ccccccccccese ft 
Frost Lbr. Industries, Inc..e 
Gilchrist-Fordney Co....... * 
Henderson-Molpus Co...... ” 
Hines Lumber Co., Edw...e 
Holley-Terrell Lbr. Co..... ft 
Huss Lumber Co.........+.. ft 
Industrial Lumber Co., 

TMG. cccccccccceccecoce ++@ 
Jeffreys-McElrath Mte. Co..e 
Johns-Carroll Lbr. Co..... 6 


Jones Lbr. Co..... 
King & Thurston.......... e 
King Lbr. Co., The....... 
Kurth Lumber Co..... eeee 
Meridian Lumber Co., Ltd. 
Mills Lbr. Co. of Ga., Inc.. 
Pate Lbr. Co., D. S......-- 
Peavy-Moore Lbr. Co...... - 
Peavy-Wilson Lbr. Co......¢ 
Sallis Lbr. Co... ..eeeeeeee® 
3mith, Inc., H. Dixon...... » 
Southern Pine Lumber Co..e 
Sumter Lumber Co., Inc....¢ 
Tremont Lumber Co......ef 
Trout Creek Lumber Co.....e 
Urania Lumber Co.........@ 
Wier Long Leaf Lbr. Co....e 


G—Arkansas Soft Pine 


Arkansas Soft Pine Bureau 
Dierks Lbr. & Coal Co..... 4 
Frost Lbr. Industries, Inc..g 
Southern Lbr. Co.... 


H—Aromatic Red Cedar 


Bradley Lbr. Sales Co.....h 
Bruce Ce., BB. Ln.cccccces MB 
Frost Lumber Industries, 
BOE, weesscdec sevecceoose h 
Williams & Voris Lor. Co...h 


HARDWOOD LUMBER 


Aa .cccsces a Magnolia ...1 
Basswood ..b Maple (Hard 
Beech ...... © and Soft).m 
ME seedee @ OE. ssccees 
Cherry ..... poplar inaied °o 
Chestnut ¢ Pycamore ..p 
Cottonwood .g Wainat iki r 
Gum *. 22.2, he --7 


Hicxory 4 Mah Pa 
cose ogany .. 
Philippine .k Balsa 


Algerwen & Sons Co., 
w 


erTTT TTT TT TTT imnoq 
eB Hardwood Co....ni 
Antrim Iron Co........ cdmn 
Atlantic Lumber Co....acgin 
Balsa Wood Co., Inc., The..u 
Bay De Noquet Co....bdmn 


Bradley Lbr. Sales Co....cin 
Bruce Co., E. L..abchijlmno 


Buchanan, Wm. ...--++s0. a 
Chapman & Dewey Lumber 
GE. ccocceccococece aghimnp 
Christiansen Co., C. M..abdhm 
Cisar Brothers...... adhimnq 
mae, G Grcccccceoeseces ijno 
Eastman-Gardiner Hard- 
WOOEG GO. cccccceccccecs ino 


SASH, DOORS, COLUMNS, 
MILLWORK 

Curtis Companies Service 
Bureau 

Kinzua Pine Mills Co. 

Marquart Frame & Sash Co. 

Pacific Mutual Door Co. 

Red River Lbr. Co. 

Wheeler-Osgood Sales Corp. 


WINDOW, DOOR FRAMES 
Biles-Coleman Lbr. Co., Inc. 


oe hange Sawmills Sales 


Seieaveeemine chijing 
Bac Lbr. Co., ice sulin 
- os uae. Co., 
M. 


Jackson & Tindle, Inc.bcdhm 


Kerry & Hanson Flooring 
GE. coecsoscocececes bedhm 


Kinzel Lbr, Co.....++.+- damn 
Kneeland-Bigelow Co......m 
Levisee Lumber Co....bcdm 
Maisey & Dion...... adhimnqg 


Meadow River Lum- 
ber CO...cccccces abcdfmno 


Menominee Bay Shore 
Lbr. CO...cccces .-abdhmn 
Menominee Indian Milis.. 
eoccccee 0oeceen sense 


Northwestern Cooperage & 
Lbr. Co. ..ccceees eooes™n 


Bradley-Miller & Co. 
Kinzua Pine Mills Co. 
Spokane Pine Products Co. 


PACKAGE TRIM 


Biles-Coleman Lbr. Co., inc. 
Bradley Lbr. Sales Co. 

Frost Lumber Industries, Inc. 
Kinzua Pine Mills Co. 

Long Lake Lumber Co. 
Southwest Lumber Mills, Inc. 
Weyerhaeuser Sales Co. 


Oconto Company ..... bdhmn 
Peavy-Moore Lbr. Co......in 


Philippine Mahogany Mfrs. 
Import Ass’n Inc.......kt 


Rib Lake Lbr. Co..... cdmn 
Roddis Lumber & ‘vena 
GE. cccoesceces ° -cdmn 
Sallis Lumber Co........ ino 
Sawyer Goodman Co...bdmn 
Southern Pine Lbr. Co..... n 
Stange Lbr. Co........- dmn 
Stephenson Co., I......cdmn 


Thunder Lake Lbr. Co.bdhm 
Toledo Guaranty Corp., 

TRO ccccccececceces abemno 
Tremont Lumber Co...ching 
Urania Lumber Co.......cin 
Von-Platen-Fox Co...abdhm 
Wallirich Lbr. Co., The.cdmn 
Weidman Lbr. Co...abdhmn 
Wane & Voris Lor. 


Wisconsin-Michigan Lbr. 
Co. coccccc c AMR 
Yawkey-Bissel Lbr. Co. .dmn 


SHINGLES 


Northern Cedar ............8 
Western Red Cedar........b 
Redwood 


Bay De Noquet Co.........8 
Bradley-Miller B Goecccece® 
Holley Terrell Lbr. Co.....¢ 
Holt Lumber Co........++-8 
Mauk Seattle Lbr. a 
Benoentpes Bay Shor 

Menominee Indian Mills....a 
Mumby Lbr. & Shingle Co..b 


cocccccccccccccee® 


I—North Carolina Pine 
Schuette Co., Wm........ als 


J—Fir 


N—Western Hemlock 
O—Port Orford Cedar 


B C Spruce Mills, Ltd.....k 
Bradley-Miller & Co..... jlm 
Booth-Kelly Lbr. Co........j 
Cobbs & Mitchell Co....... j 
Douglas Fir Exploitation 
MEROTE Cie cccescces jin 
yoenee Sawmills ote 


Griswold Lumber Co........J 
Hines Lumber Co., Eaw. coe 
Johnson Lumber Corp., 

; me beesedecencoes ecole 
Mathieu Ltd., J. A......abk 
Mauk Seattle Lbr. Co...jmn 
Mumby Lbr. & Shingle 

CO.  cccccccccccccccce JM 
Ostrander Railway & 
Pimaber Co. cccccccccccceeds 


Polson Lumber & Shingle 
Co. ccccee cd mn 


Quincy Lbr. Co., Inc....... j 
Smith Lbr. Co., Ralph L.jino 
Southwest Lumber Co....jkt 


Templeton Lumber Co., 
Herbert A. .cccccccccccce 


x. City eet & youpyent 


Wiates Lumber ous 
Co. .-Jkmst 
Willapa Harbor Lor. Mills. .j 





P—California Pine 
Q—California Sugar Pine 
R—Redwood 


Clover Valley Lbr. Co..... Pp 
Michigan-California 

EMEOGE CO e cccccccoccess Pq 
Quincy Lbr. Co., Inc...... q 
Red River Lumber Co..... pq 
Smith Lbr. Co., Ralph 

Dh betbeanereeeeadendes Pqo 
Union Lumber Co.......... r 
Yosemite Sugar Pine 

me, GU céscaseces Obaeee q 
S8—Idaho White Pine 
T—Ponderosa Pine 
U—Western Larch 
Anaconda Copper weet 

Te GR. socccotescececvess t 
4 Coleman Lbr. "Co., 

EEE a Sener t 

mendes auihas i ee st 
Exchange Sawmills Sales 

ih. aeiated are dine huray a st 
Hines Lumber Co., Edw...st 
DOR Tee Gieccccedcsccees t 
Kinzua Pine Mills Co...... t 
Long Lake Lbr. Co...... kstu 
Mauk Seattle Lbr. Co...... st 
Michigan-California 

Lumber Co....cccccccces pt 
Quincy Lbr. Co., Inc....... t 
Schuette Co., Wm........ ais 
Shevlin Pine Sales Co..... qt 
Southwest Lumber Co......t 


Southwest Lbr. Mills, Inc...t 
Spokane Pine Products 

Gah nsdceunceseeescosenes st 
a City Lbr, & Shingle 


esvessece soccceese 


HARDWOOD FLOORING 


BE savertanrarsarencseaeed o 
DN” 2) cade cuae we adeeae b 
DE sc¢¢ebhadsentranneads c 
Ss  ~kiedttewsnennaaeneda d 
BED. sectebadedaseresaves e 
Dn. shiutiniee ar nboanke f 
Alderman & Sons Co., 
Oneeeeeeeeoocone def 
Bradley Lumber Sales Co.bf 
Bruce, Co., E. L....... .-bef 
Chapman & Dewey Lbr. 
CO. cocccecocececoccoss adf 


Cobbs & Mitchell Co....bce 


Exchange Sawmills Sales 
GR, cvcccccecsesesccocesed 


Frost Lumber Industries...f 
Holt Hardwood Co....... cef 


Kerry & Hanson Flooring 
CO. coccccccecce eccecccese® 


MILLWORK, FRAMES, SHINGLES, PACKAGE TRIM, ETC. 


Northwestern Cooperage & 

Lumber Co., The.........& 
Oconto Company...........& 
Polson Lumber & Shingle 

Eh eecoseorssececconcecs 
Putman, Chas. E..... 
Rib Lake Lbr. Co.......-.-& 
Bawyer Goodman Co......:& 
Stephenson Co., I.......++-8 
bh City Lbr. & Shingle 


M ceccscoceesecececoece 
Weyerhaeuser Sales Co.....b 
White River Lbr. Co.......b 


Alphabetical Index to Advertisements will be found on preceding page. 


Kneeland-McLurg Floor- 
imG CO. cocccccce eeeesoees ce 


Northwestern Cooperage & 
Lumber Co., The...... bee 


a = Flooring Co. 


Cee eee meee eee eee 


Pi ie Ede. CO..cc- ft 
Robbins Flooring Co....bcef 
— Lumber & Sas 


Southern Pine Lumber Co..f 
Stephenson Co., I........ bee 


Templeton Lumber Co., 
Herbert . 


Tremont Lumber Co....... f 
Webster Lumber Co., 
H, E. 


Wells Lumber Co., J. W..ce 
Williams & Voris Lbr. Co..f 
Wisconsin Land & Lbr. 

GO. cccccces ceneseooeere bee 
Yawkey-Bissell Lbr. Co..cef 


Winton Lumber Sales Co...» 
Wisconsin Land & Lbr. Co..@ 


WOOD FLOOR BLOCKS, 
FLOOR PLANKS 


Bradley Lbr. Sales Co. 
Bruce Co., E. L. 

Robbins Flooring Co. 
Wisconsin Land & Lbr. Co. 


TRELLIS, LAWN AND 
GARDEN FURNITURE 
Biles-Coleman Lbr. Co. 
Kinzua Pine Mills Co. 
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Directory of Products Advertised in American Lumberman 


If page number does not appear in Alphabetical Index, advertisement will be found in a previous issue 
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ES ——— 


BUILDING PAPER 


pesbee Asphalt Co., The 
Graham a ce 0. 

Ruberoid Co., The 

Sisalkraft Co., The 
Thilmany Pulp & Paper Co. 


CEDAR CLOSET LINING 


Bradley Lbr. oo of Ark, 
Bruce Co., 


Frost Lumber | 
Williams & Voris Lbr, ¢ ae 


CEMENT REINFORCING 
Pittsburgh Steel Co. 


CEMENT 
WATERPROOFING 
Abesto Mfg. Co. 
Ranetite Mfg. Co. 


COLORS IN OIL 
National Lead Co. 


FENCE AND FENCE POSTS 


American Steel & Wire Co. 
(U. 8. Steel Corp. Subsid.) 
os Steel Company 
S. Steel Corp. Subsid.) 
eek. S. Steel & ire Co. 
Pittsburgh Steel Co. 
Tosnegeee Coal, I. & RR. Co. 
: 8. Steel Corp. Subsid.) 
U. 4 Steel Products Co. 
(U. 8. Steel Corp. Subsid.) 
Wheeling Corrugating Co. 


GATES 

American Steel Wire Co. 
Continental Steel Corp. 
Keystone Steel & Wire Co. 
Northwestern Barb Wire Co. 


Pittsburgh Steel Co 
Rowe Manufacturing Co. 


GLASS 


Libbey-Owens-Ford Glass Co. 
Pittsburgh Plate Glass Co. 


ACCOUNTANTS 
Nelson & Co., Gilbert 


APPRAISERS AND TIMBER 
ESTIMATORS 


Sewall, James W. 
Spain & Co., H. M. 


CASH REGISTERS 


National Cash Register Co., 
The. 


AXES AND LOGGING 
TOOLS 


American Logging Tool Co. 


BATTERIES 
Firestone Tire & Rubber Co. 


BELTS AND ACCESSORIES 

Flexible Steel Lacing Co. 

Goodyear Tire & Rubber Co., 
Inc., The. 

BRAKE LINING AND 

ACCESSORIES 

Firestone Tire & Rubber Co. 


CUTTER HEADS 
Shimer & Sons, Inc., Sam’! J. 


DOGS, SET WORKS, ETC. 
Kent Machine Co. 


BUILDERS’ SPECIALTIES, ETC. 


GLASS EDGERS 


Lange Machine Works, 
Henry 


HARDWARE—Builders’ 


Allith-Prouty Mfg. Co. 
Stanley Works, The 


INSULATION 


Armstrong Cork Products Co. 
Celotex Co. 

Certain-teed Products Corp. 
Insulite Co., The. 
Johns-Manville 

Keasbey & Mattison Co. 
Milcor Steel oS 

Ruberoid Co., 

Standard By & “stone Co. 
Wood Conversion Co. 


KITCHEN UNITS 
Curtis Companies Service 
Bureau 


LADDERS 
Babcock Co., W. W. 


LINSEED OIL 


Archer-Daniels-Midland Co. 
National Lead Co. 


LOG CABIN SIDING 


Frost Lumber Industries, Inc. 
Kinzua Pine Mills Co. 
Red River Lumber Co. 


METAL ACCESS DOORS 
Milcor Steel Co. 


METAL CEILINGS 
Milcor Steel Co. 


METAL CORNER BEAD 


Milcor Steel Co. 
Pittsburgh Steel Co. 


METAL LATH 


Milcor Steel Corp. 
Pittsburgh Steel Co. 


NAILS 


American Steel & Wire Co. 
Keystone Steel & Wire Co. 
Pittsburgh Steel Co. 

Wheeling Corrugating Co. 


OVERHEAD DOOR 
EQUIPMENT 


Allith-Prouty Mfg. Co. 
Stanley Works, The 


PAINT, ENAMEL, 

VARNISH 

Glidden Company 

Lowe Brothers 

Marietta Paint & Color Co., 
The 


Parker & Sons Co., Ira 
Sherwin-Williams Co., 


PLASTER BOARD 


Certain-teed Products Corp. 


PLASTER LATH 


Johns-Manville 
Milcor Steel Co. 
Pittsburgh Steel Co. 


PLYWOOD AND VENEERS 


Aberdeen Plywood Co. 

Mauk Seattle Lbr. Co, 

Northwestern Cooperage & 
Lbr. Co., The 

Pacific Mutual Door Co. 

Red River Lbr. Co. 

Sawyer Goodman Co. 


Roddis Lumber & Veneer Co. 


PRICE CARD MOULDING 
Zimmerman, F. M. 


PUTTY 
Parker & Sons Co., Ira. 


RED CEDAR SHAKES 
Putman, Chas. E. 


ROOFING CLIPS 
Seal-All Clip Co. 


ROOF COATING—Cement 


Abesto Mfg. Co. 

Barber Asphalt Co., The 
Barrett Co., The 
Certain-teed Products Corp. 
Ruberoid Co., The 


ROOFING, SHINGLES 
SIDING—Asbestos, Asphalt 


Barber Asphalt Co., The 
Barrett Co., The 

Carey Co., The Philip 
Certain-teed Products Corp. 
Johns-Manville 

Keasbey & Mattison Co. 
Ruberoid Co., The 


ROOFING—Slate 
North Bangor Slate Co. 


STEEL SHEETS, Piain or 
Corrugated 
American Sheet & T. P. Co. 
(U. 8. Steel Corp. Subsid.) 
Columbia Steel Company 
(U. S. Steel Corp. Subsid.) 
Edwards Mfg. Co., The. 
Milcor Steel Co. 
Tennessee Coal, I. & RR. Co. 
(U. S. Steel Corp. Subsid.) 
U. S. Steel Products Co. 
(U. S. Steel Corp. Subsid.) 
Wheeling Corrugating Co. 


SASH-CORD 
Samson Cordage Works 


MISCELLANEOUS SUPPLIES AND SERVICES 


FINANCIAL 


Builders Commercial Agency 
Lumbermen’s Credit Asso- 
ciation 


FOREIGN BROKERS 
Richard Shipping Corp. 


HOTELS 


Benson 

Dewitt Operated 
Davenport Hotel Co. 
McAlpin 

Stevens 


INSURANCE 


Associated Lbr. Mutuals 

Lumbermen’s Mutual Cas- 
ualty Co. 

Rankin-Benedict Underwrit- 
ing Co. 


OFFICE BUILDINGS 
Metropolitan Building Co. 


OFFICE SUPPLIES 
Buck & Co, Frank R. 


SAP STAIN PREVENTIVES 


Chapman & Co., A. D. 
DuPont de Nemours Co., 


Inc., E. I. 
Grasselli Chemical Co. 
TERMITE 
EXTERMINATORS 
Bruce Co., E. L. 


TREATED PRODUCTS— 


Railroad Ties, Poles, Piling 
Timber Products, Lumber, 
Fence Posts 


American Lumber & Treat- 
ing Co. 


MACHINERY AND EQUIPMENT 


DRY KILNS AND 
ACCESSORIES 


Moore Dry Kiln Co. 
National Dry Kiln Co. 


DRY KILN CONTROL 
INSTRUMENTS 


Moore Dry Kiln Co. 
National Dry Kiln Co. 
ELECTRICAL WIRE 

& CABLE 

American Steel & Wire Co. 


ENGINES AND BOILERS 
Enterprise Co., The. 


FILES 

Nicholson File Co. 
FIRE EXTINGUISHING 
CHEMICALS 

Solvay Sales Corp. 


INJECTORS, VALVE, 
STEAM PUMPS, PIPING 


Soule Steam Feed Works 


LOAD BINDERS 


American Logging Tool Co. 


LOGGING EQUIPMENT 


American Logging Tool Co. 
Lindsey Wagon Co. 


LUMBER LIFTS 
Moore Dry Kiln Co. 
National Dry Kiln Co. 


MOTOR TRUCKS 
Chevrolet Motor Co. 

Ford Motor Co. 

General Motors Truck Co. 
International Harvester Co. 
Studebaker 


PORTABLE SAWMILLS 
Kent Machine Co. 

Miner Saw Mfg. Co., J. H. 
Enterprise Co., The. 
SAWMILL MACHINERY 
Cunningham Machinery Corp. 
Enterprise Co., The 

Kent Machine Co. 

Miner Saw Mfg. Co., J. H. 
SAWS, KNIVES, TOOLS 
Atkins & Co., E. C. 

Disston & Sons, ‘Inc., Henry 
Miner Saw Mfg. — » oe Me 
Nicholson File Co. 


SPARK PLUGS 
Firestone Tire & Rubber Co. 


STAKE POCKETS—Car 
Van Donk, C. H. 


STEAM FEEDS 
Soule Steam Feed Works 


SCREEN CORNERS 
Micklin Mfg. Co. 


SINK-TOPS 


General Porcelain Enameling 
& Mfg. Co. 


SOUND-DEADENING 
MATERIAL 


Celotex Co. 

Certain-teed Products Corp. 
Insulite Co., The. 
Johns-Manville 

Keasbey & Mattison Co. 
Standard Lime & Stone Co. 
Woed Conversion Co. 


STAINED SHINGLES 
Weyerhaeuser Sales Co. 


WALL BOARD 


Certain-teed Products Corp. 
Insulite Co., The. 
Johns-Manville 

Wood Conversion Co. 


WALL PAPER 
Lennon Wall Paper Co. 


PRIMERS 


Marietta Paint & Color Co. 
National Lead Co. 


WEATHER STRIPS 
W. J. Dennis & Co. 


National Lead Co. 


WINDOW FRAMES—Metal 
Clay Equipment Corp. 


WINDOWS— Insulated 


Curtis Companies Service 
Bureau 


Angelina County Lumber Co. 


Colfax Lumber & Creosoting 
Co. 


Crosby Lbr. & Mfg. Co. 
Frost Lumber Industries, Inc. 


Southern Pine Lumber Co. 


WOOD PRESERVATIVES 


Parker & Sons Co., Ira 


TIRES 

Firestone Tire & Rubber Co. 

Goodyear Tire & Rubber Co., 
Inc., The. 

TRACTORS 

Allis-Chalmers Mfg. Co. 

International Harvester Co. 
VENEER DRYING 

MACHINERY 

Moore Dry Kiln Co. 

WAGONS—Log 

Lindsey Wagon Co. 


WELDING WIRE, WIRE 
ROPE, FITTINGS AND 


SLINGS 
American Steel & Wire Co. 


WOODWORKING 

MACHINES 

Master Machine Sales Co., 
Inc., The 
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The poise...the spring... 
the flight through space 
...a perfectly executed 
“back-dive” is largely 
dependent on perfect 
balance. 








‘Lumber should be dried NO MORE and NO 
LESS than enough to MATCH the average 
moisture conditions that will surround it in 
service’. In other words, its moisture con- 
tent should be IN BALANCE with normal 
atmospheric-moisture conditions. 


DIERKS LUMBER IS BALANCED LUMBER 


It is scientifically seasoned in modern dry 
kilns where heat and humidity are main- 
tained in proper proportion, resulting in a 
product PRE-SHRUNK to the requirements 
of satisfactory use. 


A complete line of Quality Products, man- 
ufactured from Genuine Arkansas Soft Pine 
and Ozark Mountain Hardwoods. 


DIERKS~ LUMBER~&.COAL COMPANY 


DIERKS BLDG’. SSS SS ~ KANRAS CITY, MO. 











Kiln Dried LUMBE 






THE SYMBOL OF 
GENUINE ARKANSAS 
SOFT PINE 


LUMBERMAN 
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BELT TIGHTENER 
BALL BEARINGS 


THE ENTERPRISE COMPANY, 
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AND PATTERN BOOK 


Cutter f Heads for Every. Service Since 1868 


a nt a lin cit 


“SAMUEL J. SHIMER & SONS, Inc. 
MILTON, PENNA. 


IN DEPEND ST NEES 
ce 5 


2 7/6" ALLOY 4 
HEAT TREATED MANOREL gm 
BELT ADJUSTMENT 


- oo “7 ns one FEED @ DOUBLE FLANGED 
a 
TGHTENER a 


aus ue TRACK Ti 


Complete Sawmill Equipment, Special Carriages for Circular 
and Light Band Mills, Edgers, etc. Steam Engines and 
Gasoline Power Units. Send for full details. 


328 Sout Main St. 
COLUMBIANA, OHIO 

















KNIGHT 
Single and Double Acting Receding 
SET WORKS ¢ Saw Mills, Dogs, Edgers 


Manufactured by 


THE KENT MACHINE COMPANY 


117 Portage St. Cuyahoga Falls, Ohio 











d Li 
PROTECTS _— “a 4 ‘eumterens. 


SAVE Stakes—Time and Trouble Un- 
loading—W asteful cutting of 
young trees for stakes. 


Send TODAY for — and full details. 





AKLAND AV 
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OUR ADVERTISING 


CHALLENGES YOUR CUSTOMERS T 
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In publications which reach saw filers, car- 
penters and wood workers in your community, 
Nicholson, Black Diamond and McCaffrey Files 
are consistently and effectively advertised. 

Again and again, this advertising urges the 
reader to test these files in his own shop; to find 
out for himself that these files are sharper, more 
durable and more economical. 

Your volume of file sales is due for an in- 
crease this summer. Be prepared by keeping on 
hand a full line of Nicholson, Black Diamond 
or McCaffrey wood working and saw files. At 
your wholesaler’s. Nicholson File Company, 
Providence, R. I., U. S. A. 

FOR 


FILE EVERY 












PURPOSE PATENTS PENDING 
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THE CHOICE £772. 45 YEARS 


NEW YORK 





When preference for a brand of roofing increases steadily over nearly 
a half century it stands to reason that the quality has been consistently 
above the average. Sales progress of Wheeling Roofing Dealers is 
founded on continuous delivery of roofing value to the farmers of the 
country during all these years. Wheeling Heavy Zinc Coated Roofings 
are profitable to dealers, economical to the farm owner—there’s 
satisfaction on both sides of the counter. 

Wheeling Heavy Zinc Coated Roofings include all the customary 
styles; trimmings for every purpose; conductor pipe, eaves trough, 
ridge roll—all Wheeling’s recognized quality of material and work- 
manship. Stocks at all warehouses. Write nearest address. Wheeling 


Corrugating Company, Wheeling, West Va. 


BUFFALO 


o. 
Wheeling 


Galvanized Sheets e Corrugated 
Roofing e V-Crimp Roofing 
Pressed Standing Seam Roofing 
Roll Roofing e¢ Metal Shingles 
Terne Roofing ¢ Spanish Metal Tile 
Conductor Pipe e Eaves Trough 
Ridge Roll e Flashings e Gutters 
Metal Lath e Plastering Accessories 
Wire and Cut Nails 
Welded Wire Fabric 
Wheeling Heavy Zinc Coated 
Farm Fence Made of COP-R-LOY 
Wheeling COP-R-LOY Barbed Wire 
Fence Posts ¢ Fence Gates 
Mixed Cars 
Roofings and Wire Products 





PHILADELPHIA KANSAS CITY COLUMBUS, O RICHMOND 


CHICAGO ST. LOUIS LOUISVILLE ATLANTA MINNEAPOLIS DETROIT 
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